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Dealer Secrets Boost Roofing Sales, 22 
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DEXTER 


COLONIAL ENTRANCE HANDLE LOCK SETS 


These Dexter entrance handles give homes 

that extra touch of beauty and distinction 
—at a price lower than any of comparable quality. Available 
with pin tumbler cylinder or economical dise tumbler cyl- 
inder. Tubular design eliminates costly mortising, saves in- 
stallation time. Three types of locking bolts available: 
Deadlocking Latch, Spring Nite Latch, and Dead Bolt, all 
with automatic bolt hold back feature. 


CAPE COD DESIGN 
No. 7600 T 
(Deadlocking Latch) 


COLONIAL DESIGN 
No. 7500 T 
(Deadlocking Latch) 


Write today for complete information 
on the entire line of Dexter entrance 
handles. 





DEXTER LOCK COMPANY 


GRAND RAPIDS * MICHIGAN 

A SUBSIDIARY OF NATIONAL BRASS COMPANY 

In Canede: Dexter Lock Canade Lid., Guelph, Ontario 

In Mexico: Dexter Locks, Plate Elegante, 5. A. de C. V., Monterrey, Nueve Leon 
MANUFACTURERS OF AMERICA’S ORIGINAL TUBULAR LOCKS 





ACME’S new low cost 
passageway door hardware 
designed for fast installation 


Insert only four screws to install both hangers, then 
lift door onto track. That’s all there is to it. No drill- 
ing, sawing, cutting, mortising or adjustments neces- 
sary. Cannot get out of adjustment 





No. 54 track 


made of heavy zinc coated steel. 


UNIQUE TRACK DESIGN—PREVENTS DOORS FROM 
JUMPING TRACK 

A specially designed ridge running half the length 
of the track prevents doors from jumping track in 
pocket. Doors can be lifted on and off easily, before 
finish stops are installed. 
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No. 53 hangers, 
cadmium plated steel, 
large solid nylon wheel. 


WHY NON-ADJUSTABLE HARDWARE? 

Pre-fit doors hung in precision manufactured frames 
rarely require adjustment. Acme’s No, 53 non- 
adjustable hangers with large nylon wheels are 
designed for this type of installation, Adjustments, if 
needed, can be made with shims supplied. 


HARDWARE GUARANTEED FOR THE LIFE OF THE BUILDING. 


COMPLETELY PACKAGED 

Acme frames are manufactured 
only by mills dealing directly with 
the factory. They come 

completely packaged including face 
jamb, split jamb, and hardware. 


QUICKLY ASSEMBLED 
Three parts only — easily put together 
on the job and set in rough stud wall. 





STRONG FRAME 
Heavy gauge angle iron stiffeners 
guarantee rigidity of split jamb. Strong 
galvanized steel track has already 
been installed at the mill. 
For complete details of frame write to: Bias 
ACME APPLIANCE MANUFACTURING COMPANY 
35 South Raymond Avenue 
Pasadena, California 
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SERIES 520 
DOOR FRAME 


“FOR STANDARD 4” STUD WALLS 


(To obtain more data on advertised products see page 104) 








“We handle 50% more lumber 
with this fast, easy-to-operate 


7000-lIb. Clark’? — wooprow w. smite, 


With a consumption of 500,000 feet of lumber 
and plywood per month for making cabinets, 
office furniture, coin-operated bowling alleys 
and other wood products, Lenc-Smith needed 
a machine for fast handling and high tiering 
—and found an ideal answer in a Clark 


7000-lb. gas-powered Utilitruc. 


“That big Clark is in operation about five 
hours a day, every day,” says Mr. Smith. 
“it handles 50% more material than before, 
stacks heavy loads up to 16 feet. We can 
unload a car of fir plywood in about 414 
hours—used to take four men a whole day. 
And we can store ten freight-carloads more 
lumber in the warehouse than before. It 


surely is one of the best buys we ever made.” 


(To obtain more data on advertised products see page 104) May !7 


Treasurer and Purchasing Agent, 
LENC-SMITH MFG. CO., CICERO, ILL 


Isn’t there a familiar sound to most of those 
jobs the Clark is doing for Lenc-Smith? Same 
operations you’d like to speed up in your 
business?—-with tidy savings! There’s an 
easy, practical step that costs nothing and 
may lead to big benefits: Consult your Clark 
dealer. You'll find a competent trained coun- 
selor who understands problems like yours. 
Listed in the directory’s classified section 
—call him. 


. Industrial Truck Division 
C 14 Q 4 CLARK EQUIPMENT 
COMPANY 


EQUIPMENT 


Battle Creek 40, Michigan 
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Best pickup buy in lowest-priced field 


Here is 1954’s biggest pickup truck news! 
I I 


It’s the new INTERNATIONAL ONE HUNDRED, with 
a whole new line-up of pickup truck advantages. 
And a price that’s right down with the lowest! 


This all-quality, all-INTERNATIONAL pickup has a 
brand new high-compression, low-friction engine that 
gives you great new get-up-and-go, plus outstanding 
operating economy. There’s a new finger-tip-shifting, 
fast-accelerating transmission—new bigger brakes 
new soft-action springs—a steering system that lets 
you turn with little effort at corners or when parking. 

You have to drive the ONE HUNDRED to believe 
it. Call your INTERNATIONAL Dealer or Branch today 
for a demonstration and the low delivered price. 
There’s no obligation. Time payments arranged. 


INTERNATIONAL HARVESTER COMPANY * CHICAGO 


nternational Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors ... Motor Trucks industrial Power 


——pe Get the News! Alex Dreier “Man on the Go,” 


(To obtain more data on advertised products see page 104) 


LOOK AT ALL THESE 
INTERNATIONAL ONE HUNDRED FEATURES 


New Economy Silver Diamond Engine has new high 
turbulence pistons and high velocity manifolding. 
Short stroke, low-friction design. 104 hp., 7.0 to 1 
compression ratio 

New Transmission provides improved ratios for fast 
acceleration. New shifting mechanism permits easy, 
finger-tip gear shifting 

New Steering System allows wheel to be turned with 
little effort at corners or when parking 

New Brakes have largest effective lining area of any 
pickup truck in lowest-priced field. 

New Comfort. New soft-action springs. Soft pedal 
clutch. Famous Comfo-Vision cab. 

New Low Price. The Internationa, ONE HUNDRED 
is priced right down with the lowest. GVW rating, 
4,200-4,600 lbs., 115-inch wheelbase. Compare! 


Standard of the Highway 
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Refrigerators and Freezers 


daily NBC Radio, sponsored by INTERNATIONAL Truck Dealers. 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


HOUSING BILL MOVING FORWARD. The Senate Banking committee after completion of 
the first phase of its FHA investigation is considering the House 
passed housing bill. The move recognizes the importance of construc- 


tion to the nation's economy. It is understood that the investigation 
may be delayed until the next session of Congress. 


IMMEDIATE RESULTS OF THE FHA SCANDALS. It is practically certain that restrict- 
tive limitation of some sort will be inserted in Title 1 remodeling, 
in Section 207, rental housing, Section 213, cooperative housing, 
and possibly 221, modernization and slum rehabilitation. 

STRICTER TITLE 1. The Senate Banking committee may require dealers working with 
TITLE 1 loans to endorse the note to eliminate abuses in the future. 
Dealers queried by American Lumberman this week said they would prefer 
some type of insurance to limit liability. 

FHA LOANS STALLED ON TITLE 1. As things stand at press time the backlog of re- 
quested loans under Title 1 is well over 400,000. The current investi- 
gation is creating even greater confusion. It's difficult to minimize 
the effect on FHA personnel. There's a tendency to study every loan 
more carefully, to postpone acting. Longer delays must be anticipated 
for sometime by dealers, their contractor customers. 

PUBLIC HOUSING MAY DELAY NEW BILL. There's every reason to believe that public 
housing will be a lively item for discussion before the new housing 
bill is passed. Several key Senators have frankly stated more publis 
housing will be their price for cooperation. 

VA LOAN PROGRAM PROVES LIFESAVER. While GI loans will never take the place of 


the FHA the easing of grants to veterans comes at just the right time. 
Requests from builders to the VA are 65% higher than a year ago and 
money is widely available. 

WILL CONSTRUCTION COSTS RISE? Easy. money rates, the continued deficit by 
government and the present uncertainties in Indo-China may boost build- 
ing costs. Steel has already turned; scrap steel is higher; lumber is 
also firm. It is suggested that retailers in building materials adopt 
a more liberal attitude toward their purchasers at this time. 

LUMBER MARKET STALLS. The combination of a possible strike on the west coast 
and conservative buying for inventory by dealers has produced spotty 
mill orders despite a generally busier building pace. Retailers 
generally seem to be setting back and not buying at present. Some 
mills have refused to quote prices pending a decision on the strike. 
As a result mills reporting to the National Lumber Manufacturers Asso- 
ciation took 8% le3s new orders than a year earlier. For the week 
ended April 19, the drop widened to over 16%. 

FIR PLYWOOD DISTRESSED. 





The possibility of a price war by producers seems 


rather likely in the near future. The price quoted by mills is $76 a 
thousand and occasionally as low as $72. It's hard to make money with 
such prices but the mills want to keep busy and retain their custom- 


ers. Balancing production and consumption is stiff medicine but it 
seems just about the only answer. 


(continued on page 8) 
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April Building Breaks Records 


Publie and private outlays for 
new construction in April broke 
records for the month. They hit 
$2.8 billion—about 9% higher than 
in March and a little over 1% 
above a year earlier. 

According to a joint release by 
the Commerce and Labor depart- 
ments, new construction expendi- 
tures in the first four months this 
year totaled $10.1 billion, about 
114% more than in the like 1953 
months. This total was made up 
of $7 billion from private sources 
and $3.1 billion in publie con- 
struction. 


Estimates May Be Low 

Lothair Teetor, assistant secre- 
tary of commerce, said construc- 
tion spending so far this year indi- 
cate that government estimates of 
building for all of 1954 “may be 
on the conservative side.” In a 
speech before the National Build- 
ing Materials Distributors Asso- 
ciation at Washington, Mr. Teetor 
further explained: 

“Although 1954 may not break 
the 1953 record, it is unlikely that 
total spending for construction 
will decline by more than 3 or 4% 
and it may beat the 1953 record.” 


Home Building Up 10% 

Private residential building, to- 
taling $956 million in April, was 
up 10% from March and less than 
1% below April 1953. Construc- 
tion outlays by Federal, state and 
local governments in April reached 
$989 million—up 16% from the 
preceding month and 1.4% above 
a year earlier. 


West Coast Strike 
indefinitely Postponed 


CIO woodworkers in the Pacific 
northwest and northern California 
have indefinitely postponed a strike 
originally set to begin May 3. Fed- 
eral conciliators have resumed nego- 
tiations between the union and 
eight employer groups representing 
approximately 400 companies in the 
industry. 

The AFL lumber and sawmill 
workers will meet with representa- 
tives of management in Seattle May 
5. The AFL union is deadlocked 
with employers on a request for a 
12'% cent an hour pay boost affect- 
ing members in Washington, Ore- 
gon, Idaho and Montana. 

The decision by the CIO to post- 
pone the strike means at least a 30- 
day delay to permit further nego- 
tiations. The CIO unions represent 
about 40% and the AFL represent 
the remaining 60% in the west 
coast lumber industry. Union offi- 
cials have frankly said that it would 
take a strike by both unions to seri- 
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ously affect overall operations. 

The general feeling was that the 
CIO and AFL unions will come to 
terms with management. It was 
learned that the unions were given 
some hard facts on present soft 
market conditions over the weekend. 
They were told frankly that if a 
strike must come management 
would prefer it at this time. 

While a strike seems unlikely in- 
dustry leaders are still urging cau- 
tion until new wage contracts are 
actually signed. The sentiment of 
rank-and-file union members is said 
to be against a strike and they are 
becoming critical of their union 
executives. Union officials may de- 
cide a show of strength is necessary 
at this time. Best guess is that they 
might begin by calling out men 
working in the woods. 


Imported Plywood 
Causing Job Layoffs 


A swelling volume of hardwood 
plywood imports produced by 
cheap foreign labor poured into 
American markets in the first two 
months of this year, causing un- 
employment and loss of millions 
of dollars in wages to U. S. work- 
ers, the Hardwood Plywood Insti- 
tute declares. 

A survey covering 40 plants of 
the Institute’s 60 members pre- 
sents striking evidence of how the 
growing volume of imports is af- 
fecting American workers. 

On a daily average the plants 
had an aggregate of 1,602 fewer 
employees during the first quarter 
than in the like period in 1953. 
This represented a decline of 
19.4% and meant a loss of $1,871,- 
024.31 in wages. The reduction in 
work hours amounted to 1,262,178, 
a drop of 28%. 

The Institute emphasized that 
the figures applied only to 40 re- 
porting plants. The entire indus- 
try embraces 125 units. 


San Francisco Plans 
Do-It-Yourself Show 


Plans were announced this 
month for the second annual San 
Francisco-Oakland Do-It-Yourself 
show, to be held November 12-21. 
The show will again be produced 
by Ted Bentley who has handled 
previous handyman shows in vari- 
ous parts of the country. 

More than 94,000 paid admis- 
sions were recorded at the first 
northern California show held last 
year at Oakland, with 206 exhibi- 
tors. This year’s show is expected 
to break all previous records both 
in number of exhibitors and in 
attendance. 
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BUILDERS started 97,000 new dwelling units 
in March. This was 33% above February 
but 8% below March, 1953. Privately-fi- 
nanced starts last month totaled 95,800 com- 
pared with 96,100 a year earlier. Govern- 
ment-financed starts totaled 1,200 against 
9,700 in March, 1953. 





Jim Austin Retires; 
Hoefer Succeeds Him 


James P. Austin, district adver- 
tising manager of American Lum- 
berman in the west and northwest 
for more than 
40 years, has re- 
tired. Jim is 
known to hun- 
dreds of lumber 
manufacturers, 
wholesalers and 
retailers in the 
western Cana- 
dian provinces 
as well as the States. 

Jim began his service with 
American Lumberman in 1909. 
From 1917-1920 he managed saw- 
mills in Port Moody and New 
Westminster, B. C. He returned to 
American Lumberman in 1921 and 
has been district advertising man- 
ager with headquarters in Seattle 
ever since. 

His successor in this area will 
be Charles Hoefer, Jr., formerly 
sales manager in the Chicago head- 
quarters of American Lumberman. 


Building Wages 
Take Slight Rise 


Union hourly wage scales of 
building trades workers showed 
little change during the first quar- 
ter of 1954, according to a quar- 
terly survey of seven major build- 
ing trades in 85 cities issued by 
the Bureau of Labor Statistics. 

The advance of three-tenths of 
1% recorded for the quarter was 
the same as that for the corre- 
sponding period in 1953. BLS esti- 
mated the average wage scale of 
union construction trades workers 
at $2.73 a hour as of April 1, 1954. 

(continued on page 10) 
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SKIL saws sell faster with a 
price and a size for every buyer 





You sell the whole market when you 
sell SKIL Saws. SKII 


models—saws for the 


Rives you SIx 
“Do-It-Your- 
self’’ users and heavier duty models 
for the professionals. When you sell 
SKIL Saws 


the lack of the specific model to answer 


you ever miss a Sale for 


the needs of every potential prospect. 
And you make a full 309 
SKIL Saw you sell! 


on every 


For ‘'Do-it-Yourself’’ Users—SKIL 
Home Shop Saws. Here are the most 
popular portable power saws on the 
market and 84" 
blade sizes. All the features of saws 
costing much more, Home Shop Saws 
are perfectly balanced for ease of 
handling, accurate cutting by the 


Two models—6G” 





home owner or hobbyist who does 
his own work, 

Your Price Leader—SKIL Special 6” 
Saw. No other saw at anywhere near 
the price offers so much value to the 
home owner, professional or farmer 
for intermittent Famed SKIL 
features, yet priced to compete with 
ordinary saws 


use 


For Professional Users—SKIL 
Builders Saws. Carpenters and 
builders are a big market for these 
heavy-duty, low-priced saws. Ball and 
needle bearing construction and the 
heavy duty motor make these tools 
ideal {or constant use under maximum 
Three models—6", 714", 84" 
blade sizes. 


pe ywer 


CALL—OR SEE—YOUR SKIL WHOLESALER, TODAY! 
SEND COUPON FOR FULL INFORMATION 
ON THE COMPLETE LINE OF SKIL HOME SHOP TOOLS 
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SIX MODELS 
FROM $43.95 
TO $89.50 


SKIL Special 
6” Saw 
Model 516 


SKIL Home 
Shop 6” Saw 
Model 586 


SKIL Builders 
6” Saw 
Model 686 
$69.50° 


"Prices subject to 
change without 
notice 


HOME SHOP TOOLS 


Made only by SKIL Corporation, formerly SKILSAW, Inc. 
9034 Elston Avenue, Chicago 30, Illinois 
3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities 


SKIL Corpevation—Dept. AL-54 
5033 Elston Avenue, Chicago 30, Illinois 


Please send me complete information on SKIL Home 
Shop Tools. 


Zone State 
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Senate Drops FHA Probe Temporarily 


The Senate Banking Committee 
cleared the decks for a tightening 
of Federal housing laws by finish- 
ing its questioning of Government 
housing officials for the time being. 

Chairman Capehart (R. Ind.) de- 
clared the committee will start 
writing the huge housing measure 
May 18, and reiterated he expects 
to get the bill to the Senate floor 
by June 1. After that, the commit- 
tee will resume its investigation 
of scandals in the Federal Housing 
Administration. The committee 
hopes to write into the bill some 
safeguards against further Gov- 
ernment housing program 
“abuses” as well as the Adminis- 
tration’s many recommendations 
for basic housing law changes. 

As the first round of investiga- 
tion ended Mr. Capehart asserted 
the committee will pretty much 
rely on itself and its staff for 
what changes it should make, in- 
stead of the usual practice of fall- 
ing back on recommendations of 
Administration officials and other 
“experts.” 

Mason Suggestions Although 
the committee already has about 
all the recommendations it seems 
to want, it will get another sheaf 


from Norman P. Mason, acting 
head of the F.H.A. The White 
House installed him April 13 after 
the ousting of the former commis- 
sioner, Guy T. Hollyday. Mr. 
Mason said he has agency tech- 
nicians working on recommenda- 
tions for closing loopholes. 


Mason Reports FHA 
Applications Up Sharply 


FHA Commissioner Norman P. 
Mason has announced that the 
FHA received the largest volume 
of applications in almost a year 
during the week of April 18. 

Applications for FHA mortgage 
insurance covered 13,846 dwelling 
units. The amount involved is 
estimated at approximately $120,- 
000,000. This is the greatest vol- 
ume FHA insuring offices have 
received in any week since May 
15, 1953 when the total reached 
14,242 right after an increase in 
the interest rate was announced. 

The increased volume in FHA 
applications, Mason said, reflects a 
continuing seasonal growth and 
suggests that the total volume in 
April will show a gain over the 


"Sic ‘Em! Sic 'Em!" 


























Courtesy Chicaac Tribune 


May 


corresponding month of a year 
ago. This will constitute the first 
year-to-year gain since the middle 
of 1953. 


Senate May Delay 
New Housing Funds 


The Senate may hold up new 
funds for Federal housing agen- 
cies until it learns more about the 
housing scandals, Sen. Homer Fer- 
guson (R., Mich.) warned. 

Money for Federal housing 
agencies for the fiscal year start- 
ing July 1 is contained in a 
house-approved independent offices 
appropriations bill. A Senate Ap- 
propriations sub-committee is 
holding hearings on the measure. 

Senator Ferguson, ranking Re- 
publican on the Appropriations 
Committee, said funds for the 
Housing and Home Finance 
Agency and its subsidiaries may 
be stricken from the bill. 

As passed by the House, the bill 
carried $41,668,500 for housing 
agencies, including the F.H.A., 
agencies, include the FHA, focal 
point of the reported irregularities. 


Report Women Have 
Final Say in Yards 


Another of man’s provinces is 
being violated by the fair sex. 

Women have invaded the lumber 
yards and have become their most 
courted patrons, the United States 
Plywood Corporation found in a 
survey of Chicago, New York, St. 
Louis, and San Francisco. 

“Women have become the driv- 
ing force of this do-it-yourself 
market,” the company reported. 
“They usually have the final say 
at the lumber yard. Dealers noted 
a large proportion of husbands and 
wives together at the yards, a sig- 
nificant proportion of women 
alone, and only a minority of men 
solely responsible for the buying 
decisions.” 


National Gypsum Charts 
Long-Range Expansion 


Chairman Melvin H. Baker of 
National Gypsum Co. laid before 
stockholders at their annual meet- 
ing a blueprint for a long-range 
company expansion program that 
may cust from $30 million to $35 
million. 

As a starter, directors after the 
meeting approved an expenditure 
of $6 million for the development 
of the company’s recently discov- 
ered gypsum deposit in Nova 
Scotia that Mr. Baker described as 
large enough to supply the world 
for 50 years. 

Other capital improvements will 
bring the total outlay for 1954 to 


$10 million. 
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FLINTKOTE 


backs the 
with these effective tie-ins 


The Flintkote Company endorses and supports the Merchandising 
Calendar of the National Retail Lumber Dealers Association . . . 1000%! 


And to help you tie Flintkote products in with this fine promotion, 
we have prepared a simple yet complete kit of supporting material. 


These include colorful banners and streamers featuring 
monthly themes... stickers that you can affix to 
literature, envelopes, statements, etc... .6 self-mailing 
post-cards...job signs imprinted with your address... 
special headline newspaper mats, 4 and 6 column width, 
tying in with the N.R.L.D.A. 


Let’s all give this well planned promotion our full support 
all around the clock .. . all around the calendar. 


Contact your local Flintkote Representative on how 
to tie-in best to get the maximum benefit. 


Or write, wire or phone Flintkote Headquarters 
today for complete information. 


FLINTKOTE 
The rae yard of deri cad) no aut! 


THE FLINTKOTE COMPANY, Building 
Materials Division, 30 Rockefeller 
Plaza, New York 20, N. Y. 
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This advertisement has 
appeared in Architectural 
Record; Progressive Archi- 
tecture; American Builder; 
Practical Builder; Heating 
& Ventilating; Heating, 
Piping & Air-Conditioning. 

















Aluminum 


n Empty Roof Space Would Be The Best Insulation 
Against Summer Sun, Were It Not For Radiation 





But substantially the only summer heat flow through empty roof space is Rapration. There is slight Conpuction. 


Heat flow by Conpuction through any building space is about 7% of the total. Convection is not a problem —there 
is no ConvecTION downward. 


Ordinary insulation may retard heat for a time, but stores a large amount of heat as compared to empty space. 
More dense, it is a much better conductor of heat than just air and so more heat passes through it by conduction. 


Its surfaces have a heat ray absorptivity and emissivity of over 90% and radiate heat into the building through the 
day, and sometimes into the night. 


The solution is to use a material which has little substance and whose surfaces will absorb and emit little 
radiation. Gold or silver foil would be excellent, but tough multiple accordion aluminum, which weighs but % oz. 
per sq. ft., is inexpensive and almost as good, with a heat ray absorptivity and emissivity of only 3%. 


The metal sheets of multiple accordion aluminum are impervious to water vapor and are continuous, 500 ft. to 
750 ft. long. Infiltration under their flat stapled flanges is slight. The scientific construction of multiple layers of 


aluminum, fiber, and air spaces minimizes condensation formation on or within this type of insulation. Its slight 
mass is capable of little heat storage. 


The National Bureau of Standards Booklet BMS52, “Effect of Ceiling Insulation Upon Summer Comfort” 
lists on Page 10 the relative effectiveness of the insulations tested in protecting ceilings against summer heat. First 
in effectiveness was two layers of aluminum foil ( both sides of each layer reflecting ). Second was full thick (3%-inch ) 
ordinary insulation. (Use coupon to get the booklet FREE! ) 


Try this test: Tack or scotch-tape 3 sq. ft. of multiple accordion aluminum (we will send it free on request) 
to the underside of a hot roof or ceiling, whether uninsulated, or insulated with ordinary material. Step in and out 
of the protected area beneath. The difference will be so marked you will need no thermometer. 


INFRA INSULATION INC, 
525 Broadway, N.Y.C., Dept. 1-5 


Please send FREE: 


0 Bureau of Standards Booklet, BMS 52, “Effect of Ceil- 
ing Insulation upon Summer Comfort.” 


0 3 Ft. Square of Multiple Accordion Aluminum for Test 
Name. 


A *new multiple accordion aluminum, Infra, Types 6- 
Si, and 4-Si, gives edge to edge insulation between beams 
or studs, forming a “blanket” of uniform depth against heat 
and vapor flow, and condensation formation. 

Patent applied for, 


COST OF INFRA INSTALLED 
in new construction between wood 
joists, material with labor, 


Type 6-5; under 9/2¢ sq. ft. 
Type 4-Si under 7¢ sq. ft. 





Firm. 
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Report from 


Washington, May 14 


On April 29 the Senate Banking 
and Currency Committee closed its 
preliminary investigations of the 
FHA. 

Chairman Capehart indicated 
that the committee would have to 
spend some days sorting out what 
it had learned on the trial run. Then 
a little after the middle of May it 
would begin working over the 
House-approved version of the Fed- 
eral Housing Bill of 1954 and would 
try to have it ready for Senate con- 
sideration by June 1. After the 
Housing Bill is passed, the chairman 
said, the committee would start on 
the big FHA inquiry—*“a real, hon- 
est-to-goodness, 100% investigation 
of irregularities.” 

These irregularities, as every- 
body knows, sprouted under a couple 
of extra-incentive provisions in the 
housing laws. 

The first one, no longer with us, 
was Section 608; under which the 
government could guarantee a mort- 
gage loan on a big project, such as 
an apartment development, up to 
90% of the estimated cost of the 
job. The fast buck got made by set- 
ting the estimated cost higher than 
the actual cost; after which there 
were several ways of making off 
with the surplus. 


Investigation Fever 


Whatever these things may be in 
terms of business ethics, it seems 
they were actually illegal only when 
collusion, or cutbacks, or bribery 
were involved in setting the esti- 
mated cost ... from where this page 
sits it looks like something for the 
Department of Justice to investi- 
gate. However, in addition to the 
Justice Department, two Congres- 
sional committees and one Federal 
executive agency are hot on the 
trail. Two of these last three are 
asking, each, for $250,000 to con- 
duct the hunt. 

Congressional legislative commit- 
tees are supposed to hold hearings 
and conduct investigations only for 
the purpose of gathering informa- 
tion useful in the writing of legis- 
lation. But these legislative com- 
mittees have now formed the habit 
of acting like grand juries; “a cus- 
tom more honored in the breach 
than the observance.” However. 
these are technical matters. Section 
608 lapsed several years ago. 

But Title 1 is still with us, and 
it’s the fair-haired boy of the lum- 
ber and building material dealers. 


BuriLpInGc Propucts MERCHANDISER 


So far as this page can learn, there’s 
no really serious intent on the Hill 
to repeal the Title; but there is 
some danger that it may be so 
hedged about with further limita- 
tions as to hamper its effectiveness 
or even to make it unworkable. 

Washington leaders of the indus- 
try, to whom this page has talked 
think that Title 1 as now set up and 
safeguarded is a sound working 
formula; as good as it probably can 
be made by law or by agency regu- 
lations. 


Danger for Title 1 


Admittedly, it has been used in 
the past by fast-talking itinerant 
salesmen—the so-called dynamiters 

-to oversell householders or to 
charge excessive prices for shoddy 
goods and inferior services. But 
this is a proof merely that the hand 
can be quicker than the eye. The 
remedy is to sharpen the eye, not 
to throw away a good tool. 

Senator Capehart said, “When 
homeowners are told the govern- 
ment is in the picture, they have a 
right to believe they are going to 
be treated honestly and squarely.” 
On the other hand, Guy T. O. Holly- 
day, former commissioner of the 
FHA said, “There is no way we can 
protect an individual against him- 
self from overbuying.” 


Banker Responsibility 


But there’s a middle ground in 
which regulations can be useful 
without choking anybody to death. 
The FHA regulations were notably 
improved last December. Some of 
them are pointed at the lending 
policies of banks. True enough, if 
bankers had been as careful in mak- 
ing these insured loans as they were 
in loaning their money uninsured, 
none of this greasy doorknob stuff 
would have shown up. 

But the insurance was granted 
so that lenders could and would take 
those marginal loans that were 
almost good enough for the most 
cautious banker without the benefit 
of insurance. The theory was that 
most of these marginal loans were 
good; and that for the benefit of the 
householder, the national econcumy 
and the building industry the gov- 
ernment would underwrite the extra 
risk. 

But the theory was not that a 
banker, getting under the insurance 
umbrella, would loan money to every 
Weary Willie and Slick Dick who 
came along. The December regula- 
tions also carried warnings to con- 


WASHINGTON 


tractors in regard to ethical sales 
methods. They had a few thorns in 
them—fines and jail sentences—for 
contractors who lied to their cus- 
tomers. 

Most of the sour Title 1 affairs 
could have been avoided if the bor- 
rower had checked prices with 
established local dealers and if he 
had read the proffered contract 
carefully or had asked an attorney 
to do it for him. 


FHA Blacklist 


Some little time back the FHA 
put out a blacklist of 1,300 contrac- 
tors who, on the basis of earlier 
performances, could no longer get 
government-insured loans. A Wash- 
ington industry official told this 
page that a swift checking of the 
list revealed no established local 
dealers in the Light-Fingered Bri- 
gade. 

Quite a good many local dealers 
have taken practical action to warn 
their fellow townspeople against the 
unknown salesman who approaches 
them with a fast line. The brass of 
these dynamiters is without limit. 
The report has come in that some 
of these itinerants have even per- 
suaded customers to sign certifi- 
cates to the effect that they were 
satisfied with the jobs, although the 
work had not even been started. 

The NRLDA has a collection of 
advertisements that have been 
placed in local papers by established 
dealers, informing the public what 
normal local prices are, how to esti- 
mate the proper cost of an improve- 
ment job, and what to watch out for 
in a tricky contract. Title 1 is plenty 
important. A local merchant or con- 
tractor making it the honest and 
effective house-improvement tool it 
should be, is not only gaining per- 
sonal benefit but performing a com- 
munity service. 


Housing Trends 


A few other notes: Housing 
starts the first quarter numbered 
236,000. New households are being 
formed at the rate of 915,000 a year 
Mortgage money, in most places is 
easier to get. Those who should 
know say there’ll be need for a mil 
lion additional housing units a year 
for the next five years. 

The big demand at present is for 
lower-priced houses. There’s need 
for lower down payments on houses 
carrying insured mortgages and for 
easier government mortgage terms 
on old houses. Housing legislation 
will be delayed; but it should be en- 
acted some time in June. 
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MR. F. L. ROSE, serving a customer, finds that the many advantages 
of his National System have helped to increase his annual profit 


“Our Salional System 
saves us *2,100 a year... 


pays for itself every 11 months!” 


“Comparing our profit now with what 
it was formerly makes it evident we 
must have been losing considerable 
money through mistakes in addition 
and forgotten charges,’’ writes Mr. 
Rose. ‘This doesn’t happen now that 
we have installed a modern Natiorial 
System. Irregularities in our cash bal- 
ance have stopped, too. 

‘‘Mechanical eddition and the re- 
cording of all transactions including 
charge and paid-outs have eliminated 
these losses. Printed, itemized, cash 


—F.L. Rose Lumber Co., Excelio, Ohio 


register receipts help build good will. 

‘*Because so much of our figure work 
is done automatically, we are saving 
over 30 hours weekly in our bookkeep- 
ing operation. Moreover, our National 
System gives us valuable information 
that helps us in sales and inventory 
planning. 

“Our National System saves us 
$2,100 every year which means chat 
it returns its cost every 11 months. 
We regard it as one of the best invest- 
ments we ever made.”’ 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


949 OFFICES IN 94 COUNTRIES 
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A National System is a money- 
saving, money-making invest- 
ment. Your nearby National repre- 
sentative will be glad to show you 
how a National System gives pro- 
tection that saves money, informa- 
tion that makes money. You can 
get his number from the yellow 
pages of your phone book. Call 
him today. 


*TRACE MARK REG. U.S. PAT. OFF. 


Wational 
CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 
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Is your Ceiling Gathering Dust 


...0r Dollars? 





Moe Light Display Deals 


FREE wor LIGHTS Offse 


the Cost of Each Board 


M-5050 CEILING MERCHANDISERS 
Size 6’ x 4’ 
DEALER COST OF FIXTURES 







fa. wed See $ 99.95 
of ke ee ey ee ee 29.95 
i Be Re FS YY ae ee ee $129.90 
1 M-232 1 M-261 1 M-1341 1M-1015 1 M-1081 1 M-1063. 1 M-638 
1 M-1222 1 M-1141 1 M-728 1 M-716 1M-1208 1 M-882 1 M-460 
1 M-1211 1 M-1041 1 M-1075 1M-1073. 1 M-222 1 M-428 1 M-458 





TOTAL 21 FIXTURES...RETAIL VALUE... $149.75 







Chrome instant Start Circline (Retail Value $30.20). 
This offsets the $29.95 cost of the display board. 





Put Your “Overhead” to Work With These Profitable 


Moe Light will give you absolutely free—1 M-1222 32/22 W 
White & Chrome Instant Start Circline and 1 M-1231 32 W All 


t 


. 


PUT WALL SPACE TO WORK WITH 
THIS MOE MERCHANDISER 

Size 4 by 3’. You get 19 fixtures for $70.95" 

having a retail value of $105.90. The board costs 

you $18.95. Moe Light gives you absolutely 

free...1 M-1222 32/22 White and Chrome In- 


stant Start Circline (Retail Value $18.95). 
This offsets the $18.95 cost of the display board. 













































MOST EFFECTIVE SELLING AID -— OFFERED FOR $1.00 
Pp ” : ™ 
MOE LIGHT OFFERS YOU EVERYTHING FROM COUNTER ieestiiier” an voocipomar aad teetah 
‘our sales se. This 52 book 
DISPLAYS TO COMPLETE HOME LIGHTING CENTERS t rfully dueaotea om od fall 
No matter which of these display deals you order, Moe Light will offset the color SELLS...it tells a convincing stor 
cost of the display with FREE merchandise with room settings, techni- 
M-5052 Moe Light Home Lighting Center cal in ion, complete information on 
Includes 105 Fixtures, plus display $555.00* how to decorate with light. Send for 
M-5054 Moe Counter Display your copy today. 
Includes 16 Fixtures, plus display $59.90* 
M-5064 Moe Light Counter Display 
Includes 14 Fixtures, plus display $59.90° eo es 2 a Ss a ct a a eee am a ee ee 
*Pri ‘ { 
a a ee Wert MOE LIGHT, Dept. AL-5, Fort Atkinson, Wisconsin 














MOE LIGHT 
Fort Atkinson, Wisconsin 


(Division of Thomas Industries, Inc.) 





MO 


Plants at Fort Atkinson and 
Sheboygan, Wisconsin, 
Princeton, Kentucky and 
Los Angeles, California 
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(To obtain more data on advertised products see page 104) 


Send me complete information on Moe Light Display Deals 
Have your representative call on me 
Enclosed find $1.00 for ‘Your Home and Inspiration-Lighting 


If | am not completely satisfied with the book, | moy return 
it to Moe Light within 10 days and receive a full refund 


Mail | 
This - 

Coupon i NAME 
Now! § AdorEss 


§ city 


ZONE STATE 













How To Get More 


Do - It - Yourself 
Business 


More of the people in your area 
that are maintaining and improving 
their homes, by doing the work them- 
selves, will buy their materials, parts 
and tools from you — when you send 
them HOME Maintenance & Im- 
provement magazine. 


It’s a beautiful full-size magazine 
of high quality. Everything in it en- 
courages the reader to improve his 
property, by supplying information 
on how to do it, what to use and where 
to buy it. 


HOME Maintenance & Improve- 
ment is designed to meet the specific 
local advertising needs of retail lum- 
ber and building products dealers. In 
fact, it is available solely to them. And 
each dealer who subscribes to its serv- 
ice is protected from duplication in 
his trading area. 


The whole service is tuned to your needs. For 
example: HOME Maintenance & Improvement 
magazine is published quarterly to match sell- 


ing seasons—Spring, Summer, Fall and Winter 
issues. 


And it’s easy to use. We imprint the name 
and address of your company prominently on 
the front cover of each copy you order. It bears 
your name—it’s your magazine! Then, we ad- 
dress and mail, paying the postage, to whom- 
ever you select. 


The result, of course, is that readers inter- 
ested by something in the magazine are directed 





HOME 


Maintenance & Improvement 


Service Manager, Room 2000, 139 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 


exclusively to you. Yet, the cost per copy mailed 
is less than the cost to dictate and mail a per- 
sonal letter. 


Despite the fact that this new service is only 
two years old, more than 1,600 retail lumber 
dealers had us mail over 400,000 copies of the 
Spring 1954 issue to their customers and 
prospects. 


Like to examine a copy of HOME Mainte- 
nance & Improvement? We will gladly send you 
a free sample copy. No obligation. Kindly in- 
quire as indicated below. 


HOME Bg 


Maingenaner & Impcat Pure 
+ a ll 


Ys 
as 


2 | 
me |} 
3 gy 

MY, 

: = ‘ 


 # 


Another effective service developed for the retail lumber and building products dealer by American Lumberman and Building 
Products Merchandiser magazine. 
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Get There When You Want 
Bring You What You Want!... 


As an early originator of Mixed-Car 
Shipments, Bradley's long experience 
in wide assortment loading has made 
our service a prime favorite with 
dealers everywhere. A trial car will 
show you why. Check your current 
needs against this comprehensive list 
of Bradley quality products. Call us 
or our nearest representative—you'll 
get the real feel of 


our service. 





LUMBER COMPANY of Arkansas ©  agvansa 


ARKANSAS 
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Reach 


for more PROFITS 
with this new CURTIS 


( Shen nettle combination door 


with screen or 
sash inserts — 


Here’ 
ee4 the biggest news in 


years—to quicken your combination 
with leuvre door sales and profits! Curtis—always a 
insert— ae leader in design—now makes the com- 
bination door more useful, more versa- 
tile than ever before. This new Curtis 
THERMOTITE door has three equal 
openings into which various inserts may 
be fitted in any desired combination. 
Here’s why it can bring more customers 
to your door— 


with grille insert— 


e New, attractive and modern 3-panel @ Also available are well-designed 

design—especially suitable for aluminum grilles, illustrated on 
front entrances. one of doors shown. 
Offers unlimited decorating oppor- 
tunities—can change the entire ap- 
pearance of an old house. " ; 
Four types of inserts available— © a water repellent 
aluminum mesh screen—sash insert — 


— panel insert—louvre with remov- @ Smal! insert panels are easy to han- 
able aluminum screen on inside face. die and store. 





@ Sturdy Curtis construction—inserts 
are 1°%%"' thick; door is 14%’ thick. 


5 


For complete information on the new Curtis 
THERMOTITE combination door —and other new Curtis 
Woodwork products, write at once. 


=~ hs (ERE) nam 


F 4% 
ieee CURTIS COMPANIES SERVICE BUREAU 
Clinton, lowa 
A Department of Curtis Companies Incorporated 
Clinton, lowa - Wausau, Wis.- Chicago, Il!.- Sioux City, lowa- Lincoln, Nebr.- Topeka, Kan.- Minneapolis, Minn.- New London, Wis. 
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». BIRD 
A Shingles 


{ & Sidings 


TWO TONE BLACK 


SCOTCH TWEED 
PASTEL WEATHERTEX 


NEVER BEFORE— COLORS LIKE THESE TO HELP YOU SELL! 

BIRD Master-Bilt shingles have a range of Rainbow Colors the like of 

which you’ve never seen... from smart, brilliant colors to delicate pastels. 

Today, that is very important to you, since the modern low roofline has 
created an ever-increasing interest in color roofing. 


Every day, more and more builders are using BIRD’s colorful roofs to help 
sell homes... and more and more people are demanding Master-Bilt’s beautiful 
Rainbow Colors tor re-roofing. Both know that for thick-butt construction and 


top durability as well as for superior color beauty —it’s the BIRD Master-Bilt. 


Ask your distributor for further details — or write 


BIRD & SON, inc., Dept. AL-5, East Walpole, Massachusetts. 
BIRD 


& SON 


QUALITY PRODUCTS SINCE 1795 ~) EAST WALPOLE, MASS., NEW YORK, N. Y., CHICAGO, ILL., SHREVEPORT, LA. 





Now ANY home can have 
that "contemporary" look! ¥ 


with these 


contemporary doors 




















Contemporary Combination storm and screen doors 








Entrances take on that “contemporary look’? when 
protected and decorated by one of these new Con- 
temporary doors. Available both as combination doors 
with storm and screen inserts—and as permanently 
wired screen doors—they feature a unique fluted-panel 
design that offers exciting new possibilities for “per- 
sonalized”’ color treatment 





As a combination storm and screen door the Con- 
temporary is offered in three attractive insert styles 
including the beautiful protruding “picture frame” . 
insert shown above. Storm sash and screen panels are Jalota a 





designed for quick and easy changeability and require 


little storage space Contemporary Screen Doors 
Send for the four-color brochure which describes in 
detail the delightful color combinations suggested by 
’ The Continental Contemporary screen door is permanently wired, 

the Contemporary's design p , wht “ 
and presents the same combination of Continental quality con- 
struction features as is found in all Contemporary doors: mortise 
and tenon construction; made of Ponderosa Pine, the wood of 
A CONTEMPORARY STYLE J, warmth, beauty and durability. There is no other screen door in 
its price range that can approach its beauty and utility 

FOR EVERY ENTRANCE 


—ANY TASTE 





As an all-weather 
combination storm 
and screen door the 
Contemporary is 
also available with products are manufactured by: 
one-light flush " 
ome age Me = Owosso Manufacturing Company — Owosso, Michigan 
rree-light { 

ric ne m ro _ Philadelphia Screen Manufacturing Company —Philadelphia 
inser right) _— 


and sold through CONTINENTAL SCREEN COMPANY 


1326 BOOK BUILDING - DETROIT 26, MICHIGAN 


The Wabash Screen Door Co.— Minneapolis — Chicago — Memphis 
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EDITORIAL: This Is One Revolution We Endorse 





Evolutionary changes in building industry are developing so rapidly 
that they might almost be called revolutionary. 

One of the most important changes is the prevalent tendency on the 
part of manufacturers, wholesalers and dealers to treat heavy construc- 
tion (projects requiring heavy mechanical equipment) and light con- 
struction (home building, structural improvements and farm business) 
as two separate marketing problems. 

These two divisions of the construction market normally account for 
about 50% each of the total construction volume. 

On a creative merchandising basis, the potential for light construction 
is two to three times that of heavy construction. The creative merchan- 
dising of light construction requires (a) a store in which consuming 
families ¢an shop (b) adequate advertising and promotion and (c) an 
adequate number of trained and properly supervised consumer salesmen. 


Accent on Merchandising 


Three fundamentals are forcing the old time lumber and supply yard 
into a store-type merchandising approach (1) shrinking net profits (2) 
sales volume lost to newcomers in the building products merchandising 
field and (3) local consumer demand—as exemplified in the tremendous 
surge of do-it-yourself business. 

Lumber and building products merchants who are bowing to the in- 
evitable find themselves with 20 lively markets to serve: (1) new home 
(2) remodelling (3) farm (4) repairs (5) replacements (6) additions 
7) specialty end-use packages (8) do-it-yourself market (9) impulse 
merchandise (10) hobby market (11) yard-fabricated and pre-cut build- 
ings (12) tools and tool rentals (18) outdoor living, garden equipment 
and supplies (14) commercial, industrial and institutional improvements 
(15) non-construction uses of building materials (16) industrial sales 
(17) resort and recreational housing (18) hard materials markets (19) 
heavy construction and (20) government sales. 

In order to penetrate and capitalize on these markets these merchants 
are finding it necessary (a) to install department-type stores and displays 
(b) to expand their advertising and promotional investment and (c) to 
employ and train additional consumer salesmen. 

Slogans such as “Everything to build anything” are appearing with 
increasing frequency. Perhaps most noticeable is the rapid growth of 
advertising by these dealers. 

Traditionally up until a very short time ago, lumber yards were invest- 
ing about 14% or 1% of their sales volume in advertising. Today this 
figure approaches 1% and if the trend continues, the industry may be 
investing as much as 2% within a few years. (Each '% of 1% additional 


means 40 million dollars more invested in the creation of consumer sales 
by the retail industry.) 


\é 


We Predict for the Future 


The eight most important developments to be expected in 1954-5 at 
the retail level are these: 

1. The appropriation by a significant number of dealers of 2% for 
advertising, using the merchandising calendar as a guide. 

2. The employment of one or more outside consumer salesmen by these 
merchants. 

3. The organized attempt by these merchants to penetrate and exploit 
all 20 of the markets discussed above. 

4. Increased sales in the sweat-equity new home market. 

5. Regularly scheduled sales training programs. 


6. Closer merchandising coordination and integration by 
turers, wholesalers and dealers. 


7. Increasing appeals to women customers. 
8. Further expansion and use of installment credit as a selling tool. 


Art Hood 


manufac- 


How did you do in 1953? 


We are now conducting our second annual financial survey of retail 
lumber firms. Active participation by every dealer is invited. Forms 
that you can fill out are available from Fields and Fields, 141 W. Jackson 
Blvd., Chicago. Your financial report will be kept entirely confidential 
by this firm of certified public accountants. 
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How to sell more ROOFING 


Number 3 in a series 


Dealers Step-up 
Roofing Promotions 


FHA charges against hit and run applicators offers As = Indiana donten told us ay. 
dealers their big chance to get more profitable roofing busi- [°°" Will be hard to a a 
ness. Swing is to the reliable local retailer who holds the 




























confidence of the community. ' Study Competitors Methods 
Understanding the sales tech- 
(This is another in a series of This was the composite comment pre dips nay ogg ha gn 
product articles, which will help of scores of dealers interviewed by eo eae paved yore ~ oar 
you sell more effectively. For the American Lumberman in prepar- Ps on emeiemaiiinn one egy seme 
first article in this series, turn to ing this staff report. But dealers oe pe a ted in niee ast sta 
page 52 of the May 3rd issue and almost always followed this ob- Briefl Sai oats et “a ne 
read “See What’s New in the Paint servation by saying: iad onan hs alt ome 
Market.” You'll get an idea how to “While the opportunity is here The a we ween te ful sii 
sell more flooring by reading “Pro- we must work hard to get the busi- saeiie ee a ae . the 
mote Flooring for Do-It-Yourself ness. That means more salesmen, beste wcll “ seneaientioe dition 
Projects,” page 55, May 3 issue.) better use of sales tools and a con- on: ie eeew tine deck ap ee 
sistent program of advertising in ‘°©5*- + th ile : Usually 
“Probably we've never had a all its forms.” dng . Note ae ae in the 
better opportunity to sell more This report will review the mer- ‘hey cee a “ pm ay e 
roofing jobs in our city. The FHA chandising plans of dealers who prema an, ae A ae 
scandals have placed the itinerant appreciate both the immediate th _ oe 3 Paty Pb i ad — 
applicator in bad with the banks, profit possibilities of the present the oni o or the job is always 
the suppliers and the general pub- favorable situation and its long- quite hig ae a ; 
lic.” run implications for the future. But they are effective salesmen. 














They give an impression of com- 
plete product knowledge, a sales 
objection never stops them. They 
are confident. Probably few deal- 
ers could afford or would want a 
typical applicator salesman _ in 
their organization. 

Yet your salesman needs some of 
the smooth, fast talking ability of 
the applicator. Knowing roofing 
products is important but being 
able to give a clear, effective sales 
nresentation usually is essential. 
Many dealers handle their own 
sales training successfully but 
often an outside organization such 
as the YMCA which gives excellent 
public speaking courses or mem- 
bership in Toastmasters Interna- 
tional will be helpful to the sales- 
man. Toastmasters especially, 
trains a man to think on his feet, 
to organize his facts in a logical, 
convincing manner. 

Mail order houses — Newspaper 
advertising has for years been the 
backbone of Sears Roebuck’s pro- 
motional planning of roofing. The 
ads are run usually in the spring 
or fall, the peak seasons for roof- 
ing. They are large, normally four- 
column, or in recent months often 














































































































ROOFING PRODUCTS are featured 
during homeowner clinics conducted 
by the Forkner-Manger Lumber Co., 
Anderson, Ind. During the class period 
covering roofing a quiz contest is held 
to impress the audience with the va- 
riety of roofing colors handled by the 
concern. 

































ROOFING well displayed is half-sold. Elgin Lumber & Supply Co., Elgin, Ill., has found this exterior sign with actual sam- 
ples very effective. The sign is illuminated with overhead lighting 


a full page. Six points are ham- 
mered in every ad: 


1. No money down, take as long 
as 36 months to pay under the 
FHA plan. 

2. Convenient monthly pay- 
ments. As low as $5 per month. 

3. Installed by experts. Sears 
has a tight working arrangement 
with independent contractors 
throughout the country. 

4. Guaranteed by Sears. This 
should also be the strongest argu- 
ment featured by lumber dealers 
in both ads and personal contacts 
with prospects. 

5. Large product illustration. 
Usually a cut showing the upper 
section of a home with shingle pat- 
terns overlaid. 

6. Free estimate. Sears urges 
prospects to ask for an estimate 
without obligation of any kind. 
Both a phone number and fre- 
quently a coupon are prominently 
spotted in the ad to increase re- 
quests for estimates. 


Developing Your Program 

The core of a good roofing opera- 
tion is both the salesman and the 
support you give him with adver- 
tising and promotion. With fly-by- 
night applicators on the defensive 
because of the FHA mess, the 
American Lumberman survey 
found that a large number of 
dealers queried planned adding 
more salesmen in the immediate 
future. 

While hiring satisfactory sales- 
men has always been a dealer 
problem we are suggesting that 
setting up a workable compensa- 
tion plan is the real stumbling 
block in many cases. There must 
be an unlimited incentive for 
real roofing sales results. The 
National Retail Lumber Dealers 
Association has a new booklet on 
this subject that is worth careful 
study. Copies are available for $1. 

Sell for the Contractor Deal- 
ers tell us that turning over a roof- 
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SHOWROOM DISPLAYS are especially important today because store traffic is 
increasing. This display has striated plywood shadow boxes for the roofing sam- 
ples and concealed lighting. Samples are easily removable. 
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SALESMEN like station wagons because they provide lots of space for shingle 
samples. Above, left, Harlan Larson, Larson Lumber Co., Salina, Kan., shows his 
amples to a prospect. 




















ing lead to a contractor for closing N. 
the sale is a mistake. They say 
that they now are convinced they 
must control the sale from the 
initial lead to the signing on the 
dotted line. Homeowners seem to 





H., is one of the dealers who 
displays samples on his yard roof. 
Each panel is about four feet wide 
and all told 19 samples are shown 
on the long shed roof. The ridge 
of the roof carries the dealer’s 















































prefer dealing with a single firm name and the brand of roofing 
on their repair and remodeling featured. 
packages. Forest Lumber Co., Lubbock, 











Tex., uses the wall of a shed inside 
his yard for a display of roofing 
samples. The samples are 4’ x 4’ 
and they are attached to wood 
furring strips. About 20 samples 
are usually on display with legible 
tags giving the color and price per 
square. 

Interior roofing displays — With 
traffic increasing constantly in the 
retail yard there’s a new impor- 
tance for attractive roofing dis- 
plays in the showroom or store. 
The overhead display that com- 








Displaying Roofing 

Using the yard exterior — The 
yard itself offers many opportuni- 
ties for excellent display of roof- 
ing products. Elgin Lumber & 
Supply Co., Elgin, Ill., for example, 
has developed the exterior sign 
shown on the following page. The 
sign itself serves also to enclose 
the yard area. Ten siding samples 
in various colors and patterns are 
mounted on the face of the sign. 

B. T. Janvrin & Sons, Hampton, 





























































































HOME SHOWS are one of the best sources for worthwhile 
roofing leads. Manufacturers are usually willing to provide 
exhibits if the dealer offers a well-planned show which will 
draw a crowd, 
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bines roofing with related items 
such as louvers and gutters seems 
especially popular with many deal- 
ers. The photograph on this page 
taken at Grossman’s new yard 
at Wellesley Hills, Mass., illus- 
trates this type of display. Essen- 
tially, it uses high wall space 
normally wasted in the store. The 
roofing colors are given on at- 
tached labels. 

Mohawk Lumber Co., Detroit, 
Mich., also uses the high wall dis- 
play idea and has built their dis- 
play directly over a big lumber 
and millwork item self-order 
board. The samples are tagged 
with color and price per square. 
Mohawk also uses manufacturer- 
provided smaller displays through- 
out the store, especially in the 
spring and fall peak roofing pe- 
riods. 

Swinging panels are preferred 
by many dealers because they can 
accommodate a large assortment 
of samples in limited space. They 
also have the advantage of being 
at the customer’s eye level. 

Best sales tool — Dealers inter- 
viewed in the field seemed to agree 
that one of their most successful 
sales tools en roofing was full- 
color slides of jobs in their own 
community. Assembling a set of 
pictures was said by one New Or- 
leans dealer to be “the best invest- 
ment we ever made.” 

Shurtleff Co., Elgin, Ill., for ex- 
ample, uses color slides and they 
have found it very effective in sell- 
ing roofing jobs. The slides are 
viewed individually by prospects 
or shown with a projector to the 
entire family. 

Dealers can also prepare their 
own 3-D, full-color stereo pic- 
tures with a camera and film cut- 
ter now on the market. The seven 
scene stereos are identical to the 
commercially produced paper reels 
but can be taken by the dealer and 


(continued on page 90) 


OVERHEAD displays of roofing are popular because they 
utilize wall space usually wasted in the store. 
have this roofing display 
Mass., showroom. 


Grossmans 
in their new Wellesley Hills, 
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Texture One-Eleven 


exterior fir plywood panels are in stock 
and available at our sales warehouses... 
Your inquiries and orders will 

receive prompt attention. 


%” panels in 8’ and 10’ lengths. Two widths: 16%” (grooves 2” o.<c.) 
32%” (grooves 4” o.c.) Other lengths available on special order. 


BRANCH SALES WAREHOUSES: 
4268 Utah St., St. Louis, Missouri 

4814 Bengal St., Dallas, Texas 

4003 Coyle S:., Houston, Texas 

Raleigh, North Carolina 

1026 Jay St., Charlotte, North Carolina 
Worley Road, Greenville, South Carolina 
925 Toland St., San Francisco, California 
Eugene, Oregon 


SALES OFFICES: 


31 State St., Boston, Massachusetts 
595 E. Colorado St., Pasadena, California 


ASSOCIATED PLYWOOD MILLS, Inc. 


General Offices: Eugene Oregon | Plywood plants at Eugene and Willamina 
. ’ 


Lumber mill at Roseburg 
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What Would You Do... 


When stealing and pilferage is discovered? 


When a remodeling job goes sour? 


When salesmen are getting poor results? 


When the sale hinges entire ly on price? 


When specialty selling firms are cutting into your sales? 


When a change to mechanical handling is planned? 


Standout presentation last month 
at the annual convention of the 
Florida Lumber & Millwork Asso- 
ciation was a panel discussion 
titled, “What Would You Do?” 
Eight skits touching on common 
yard problems were given with 
Jacksonville dealers as the perform- 
ers. The question, “What Would 
You Do?” was the windup for each 
skit and the answers came directly 
from the dealers in the audience. 


Skit One 


The dealer in this skit was told 
by a contractor customer that his 
job foreman had been approached 
by one of the dealer’s employes to 
buy building materials at less than 
cost. Obviously the suspected em- 
ploye was stealing from the dealer. 
The comments that followed cov- 
ered the entire subject of pilfer- 
age and theft. 

The dealers began with the ob- 
vious suggestion to immediately 
determine if the employe really 
was stealing. With the guilt estab- 
lished, suggestions varied consid- 
erably. Many believed the employe 
should be immediately discharged 
and that steps should be taken to 
recover the loss. Employes also 
should be informed, dealers said, 
to illustrate that management was 
alert. 

But the typical dealer in the 
audience viewed the problem in 
its broader aspects. Dealer after 
dealer commented that they had 
reduced theft and pilferage suc- 
cessfully by taking a sincere inter- 
est in their employes’ personal life. 
Dealers said that theft usually 
began when employes had sickness 
in their family and they became 
desperate for added cash. Every 
yard, they said, should arrange 
health and accident policies as the 
first preventive step in cutting 
theft losses. Helping employes 
arrange for small loans at reason- 
able interest was another sugges- 
tion made. One dealer reported he 
checked loan sharks in his city 
monthly to see if any of his em- 
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ployes were in trouble. 


A blanket bond was also men- 
tioned as worthwhile. The sugges- 
tion was made that all employes 
should be told that the bond was 
essentially for their own protec- 
tion. It was generally agreed that 
a dealer should regularly retain 
a professional investigator to 
check all employes. Trained inves- 
tigators, it was said, can spot 
thefts before they become serious. 


Skit Two 


In this skit a carpenter recom- 
mended by the dealer had walked 
off a remodeling job after difficul- 
ties with a long-established cus- 
tomer. The carpenter refused to 
return to the job and the customer 
demanded adjustment and satis- 
factory service on the half-com- 
pleted job. Dealers were asked 
what to do when they ran into this 
trouble. 

The above question provoked 
especially lively dealer sugges- 
tions. Several dealers said that a 
lumber retailer should stay out of 
the contracting business and never 
recommend building mechanics. 


eal 


Co.; R. D. Morris, Carolina Lumber Co.; 


They generally felt, however, that 
a dealer should build a list of 
qualified contractors and_ that 
homeowners should be offered 
their choice of three or four eligi- 
ble firms. 


Getting down to cases the deal- 
ers said they had solved this prob- 
lem by setting up a customer ac- 
count and charging both materials 
and labor to this account. By using 
this method control was tighter 
and a change of contractor could 
be made with minimum difficulty. 
It was a good check, they felt, on 
satisfactory contractor perform- 
ance. 

It was suggested to panel mem- 
bers that a dealer must stand back 
of the jobs that give trouble. It’s 
a risk, they said, that must be as- 
sumed by a dealer because the 
customer wants a sales package 
he can buy from a single source. 
The dealer can perform a service 
that will in the long run pay-off 
profitably. 


Skit Three 


The dealer in this skit had noted 
a drop in his sales and he was con- 
sidering advertising to stimulate 
new business. The dealers in the 
audience were asked if advertising 
would help and how to setup an 
advertising program at reasonable 
cost. 


Advertising was recommended 
as both worthwhile and necessary 
today to meet competitive condi- 
tions. As a dealer said “the num- 
ber of years you’ve been in busi- 
ness means nothing. Only with 
advertising can we reach prospects 
and tell them about the products 
and services we offer.” 

Dealers from the floor urged 
wider use of advertising mats pro- 
vided by manufacturers, especially 
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MEMBERS OF THE CAST included, left to right, R. S. Freeman, Bond-Howell 


Sem 


R. O. Crabtree, Crabtree Lumber Co.; 


W. M. Mason, Jr., Mason Lumber Co., and Robert Howard, Thompson Lumber Co. 
Also in the cast were James Holmes, Mason Lumber Co., and Marjorie Keenan, 
Bond-Howell Lumber Co., John W. Mock, Evanston, Ill., produced and moderated 


the skit. 
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Announcing 


ARMSTRONG’S TEMLOK ROOF DECK 


NOW—IN ONE ECONOMICAL MATERIAL 
a roof deck, insulation, 
interior finish, vapor barrier 


TEMLOK® ROOF DECK is a wood fiber product 
designed to combine a sturdy roof deck, efficient in- 
sulation, an attractive interior ceiling finish, and a 
tight vapor barrier into one building material. It 
eliminates the materials and labor for applying roof 
boards, insulation, lath and plaster, and interior 
finishing. 

FAST, ECONOMICAL CONSTRUCTION 
You can save time, labor, and materials by handling 
and installing one material instead of several. Big 
2’ x 8’ boards, with a modified tongue-and-groove 
joint, speed application. 

STRONG AND DURABLE Roof Deck is com- 
posed of multiple layers of special asphalt-impreg- 
nated Temlok with a ceiling finish layer of %” Tem- 
lok insulation board. 

PREPAINTED INTERIOR FINISH The inte- 
rior surface of Temlok Roof Deck is prefinished 
with two coats of light ivory paint. Long edges of 
the board are beveled, and bevels are painted to 
eliminate unsightly joint lines. 

APPLY BUILT-UP ROOFING Temlok Roof 
Deck can be applied to flat, pitched, or mono- 
sloped roofs and covered with built-up or any con- 
ventional rigid type of roofing. 


Interior surface and bevels are factory painted with two coats of 
light ivory paint to provide an attractive interior ceiling finish. 


HIGH INSULATION VALUE High insulating 
properties slow down heat flow, mean cooler inte- 
rior in summer, lower fuel bills in winter. Over-all 
heat transmission coefficients: 1” roof deck .18; 
2” roof deck .15; 3” roof deck .10. 

VAPOR RESISTANT A special vapor-resistant 
adhesive provides a series of vapor barriers that 
protect Roof Deck against condensation. Temlok 
Roof Deck can be applied anywhere in the U. S. 

Remember you can save time, materials, and 
labor on every roof you build when you insta! Arm- 
strong’s Temlok Roof Deck. For further inforra- 
tion, see your Armstrong wholesaler or 
write Armstrong Cork Company, 3705 
Rieker Avenue, Lancaster, Pennsylvania. 


ARMSTRONG’S TEMLOK ROOF DECK ?21225:0'70n0u0n” 


LANCASTER, PENNSYLVANIA 
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WOULD YOU DO? 


(begins on page 26) 





when the producer shared the ex- 
pense of the advertising space. It 
was suggested that dealers should 
investigate fully this phase of ad- 
vertising to keep costs at a mini- 
mum. Here again, dealers agreed 
that the consumer was interested 
essentially only in building pack- 
ages, only incidentally in specific 
products. It was suggested that a 
good ad should have a heading 
showing a package and the lower 
part of the ad should carry de- 
scribed and illustrated individual 
products. 

Wider dealer sponsorship of con- 
sumer home shows and clinic 
classes for the homeowner was 
recommended. Dealers were told 
shows are relatively easy to stage 
if well planned in advance. Manu- 
facturer and jobber cooperation 
for both clinics and shows was 
said to be excellent in recent 
months. 


Skit Four 


The contractor in this skit gave 
an order for the material for a 
house job just at closing time. He 
said he had been buying from a 
competing dealer on the other side 
of town near where he normally 
built. He was now starting a job 
near the dealer in the skit and it 
seemed practical to order mate- 
rials in the immediate vicinity. 
Delivery was requested first thing 
the next morning. Because of the 
late hour a credit check seemed 
impossible. Dealers in the audi- 
ence were asked if delivery should 
be made before getting a credit 
rating. 


The dealers felt that the prob- 
lem could easily be solved by 
working more closely with the 
local credit bureau. Several re- 
tailers said they often called peo- 
ple in their credit bureau after- 
hours and bureau people would 
open their offices in the evening 
when really necessary. Dealers 
also suggested that the dealer call 
his competitor and explain the sit- 
uation frankly and ask for a credit 
reading. Many dealers said they 
would take a chance and make the 
delivery pending a routine credit 
check later in the day. 


Skit Five 


The skit portrayed a dealer with 
four salesmen who were not 
achieving a satisfactory volume of 
sales. The dealers were asked for 
their suggestions on how to inspire 
and improve the lagging sales 
force. 


The dealers frankly told the re- 
tailer in the skit that they believed 
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he was sending out a _ poorly 
trained group of salesmen that 
would never get results. In their 
opinion product knowledge came 
first and that it was something 
that must be hammered away at 
week after week. 


Dealers from the audience fur- 
ther said that product education 
was especially important now be- 
cause of the many new and im- 
proved items coming on the mar- 
ket. Several dealers reported that 
they had a school one evening of 
each week for salesmen. Usually 
one product was featured and after 
the formal presentation a lively 
bull session on sales problems was 
staged. 

One of the dealers said he spon- 
sored a steak dinner every two 
weeks for his salesmen. He had 
found that a dinner led to a re- 
laxed atmosphere that achieved 
new understanding of sales prob- 
lems. 


Skit Six 


The scene opened with a con- 
tractor interviewing dealers whe 
had bid on an order for 100,000 
feet of lumber. Each retailer was 
individually told his price was too 
high. The audience was asked 
what to do when a customer given 
a fair price requested still further 
concessions. 


Members of the audience all 
said they would walkout when the 
price they received for materials 
became too low. Many dealers, 
obviously from recent personal ex- 
periences, stated they preferred 
smaller orders that permitted nor- 
mal profit return. 

One dealer made the excellent 
suggestion that before walking out 
he would inquire if other mate- 
rials were required for the job. 
These, he felt, might permit added 
profit to “sweeten the pot.” Sev- 
eral dealers commented that they 
were now letting the contractors 
come to the yard with material 
lists. As they remarked “when we 
call on them they think we are 
hungry for business.” 


Skit Seven 


In this skit five dealers were 
having lunch together and discuss- 
ing the problem of competition 
from specialty firms and their 
efficient salesmen. The audience 
was asked for their suggestions 
on combating this form of compe- 
tition. 


It was generally agreed that sell- 
ing the package home repair or 
improvement was the best way to 
beat specialty firms. Several deal- 
ers said that few retailers in 
building materials appreciated the 
power of package selling. 

Investigation of the sales meth- 


ods of specialty applicators was 
also suggested as one way to 
sharpen dealer operations. While 
some of their sales approaches are 
fraudulent, it was said that the 
applicators do have many legiti- 
mate sales techniques worth inves- 
tigating. Wider use of financing 
by dealers was also urged to re- 
duce applicator competition. 

Keeping adequate stocks and 
adding new specialty items was 
also recommended by many retail- 
ers. It was pointed out that many 
reliable manufacturers are intro- 
ducing quality specialty items that 
can be sold by the dealer with com- 
plete confidence. 


Skit Eight 


The dealer in this final skit had 
a moderate-sized yard and he was 
considering conversion to mechan- 
ical handling to cut operating 
costs. The audience was asked if 
the old yard could be modified for 
use of fork lifts and pallets. 


Speaking from practical experi- 
ence several dealers described 
their conversion of older yards to 
mechanical handling equipment. 
They said it was relatively easy if 
the change-over was gradually and 
well planned. It was generally 
agreed that starting in a small way 
and working towards full mate- 
rials handling reduced confusion 
and kept costs down. Dealers said 
that getting veteran employes to 
give mechanical equipment a 
chance was one of their biggest 
problems. 





Hardware Impulse Bar 


After this hardware impulse bar 
was installed just inside the front 
door of the Savannah (Ga.) Planing 


Mill, sales jumped measurably. 
C. A. Williams, manager, says: “In 
about 30 days we sold more screen 
door springs at 20¢ than we had 
previously sold in years at 10¢. 
Every customer who comes in the 
door almost automatically turns 
toward the bar and a high percent- 
age stop to pick up an item they 
need.” Every item or compartment 
in the display carries a price tag. 
Sliding doors on the bottom of the 
cabinets conceal adequate storage 
space. 


May 17, 1954, AMERICAN LUMBERMAN & 





New Chevrolet Trucks 


are powered and priced 
to save you plenty! 


When it comes to saving money, you just can’t beat with every new Chevrolet truck—from light 
a new Chevrolet truck. Here are two good reasons delivery models to heavy-duty haulers. In addi- 
why this is true— tion, Chevrolet trucks traditionally put you dollars 
ahead at trade-in time. 

YOU SAVE AT THE START Aren’t these the kind of savings you want in a 
In fact, your savings start the moment you close truck? Stop in and talk it over with your Chevrolet 
the deal for your new Chevrolet truck. That's Dealer soon. . . . Chevrolet Division of General 
because Chevrolet is America’s lowest-priced line Motors, Detroit 2, Michigan. 
of trucks. And yet, no other truck at amy price 
offers you all the new features and advantages 
you get in these great new Chevrolet trucks. 


YOU KEEP RIGHT ON SAVING 
You save on operating costs with thrifty new high- 
compression power... on upkeep costs with new MOST TRUSTWORTHY TRUCKS 
chassis ruggedness. And you get these savings ON ANY JOB! 





THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The “Thrift- 
CHEVROLET master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
ADVANCE-DESIGN HYDRA-MATI: TRANSMISSION* —offered on '4-, %- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRUCK FEATURES TRANSMISSION —for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH —improved-action engage- 

ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD —for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING —easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 

*Optional at extra cost. Ride Control Seat is available in standard cabs only, “ Jobmaster 261" engine 


on 2-ton models, truck Hydra-Matic transmission on 2-, ¥4- and 1-ton models, 
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NEW, RUBBER-BASED PRIMER! 


ACGME QUALITY 
CEMENT FLOO 


.-.@ dependable 


floor conditioner 





KK It’s alkali-resistant 
4 It’s moisture-resistant 
« It provides a better bond for the finish coat 


Now, another outstanding product has been added to the 
Acme Quality Floor and Porch Enamel line—new Cement 
Floor Primer in gray. 


Because of its exceptional resistance to alkali and moisture, 
it’s the perfect primer for new or uncoated cement and con- 
crete floors. And it’s your perfect—and profitable—answer to 
the many requests for an easy, foolproof way to condition 
cement and concrete floors. 


Order, stock and sell this Cement Floor Primer. And, for the 


finish coat, sell ever-popular Acme Quality Floor and Porch 
Enamel, now aveilable in 9 attractive colors. 


NEW COLOR CARD 


BIG NEW PROMOTION 
FOR ACME DEALERS 


JUST OFF THE PRESSES, and just right to mail or 

: hand out. Has space for your imprint. Contains 

Interested in a promotion that will =... chips of the 9 Acme Quality Floor and Porch 

. Enamel colors, including rich, new Indian Red, 

— ~ and Gulf Blue. Also plugs new 

419 : YW ement Floor Primer. Order your cards now 
Porch Enamel? Send coupon for — from your Acme jobber. 

the facts ‘\ =o 


sell and sell and sell Floor and 


Advertising Dept. A 
Acme Quality Paints, Inc. | am interested in the Acme Floor and Porch 
Detroit 11, Michigan Enamel Promotion. Rush me the details. 


Nume 


ACME QUALITY PAINTS, INC. | ==" 


DETROIT 11, MICHIGAN Address 


City Zone ‘State 


bbb ome new ae wmaammanaaeweawes a 


(To obtain more data on advertised products see page 104) May 17, 1954, AMERICAN LUMBERMAN G 





Here’s something NEW in house paint 





‘QUALITY 


STAINS 5 
vaenistle 


Apaint home owners have long demanded! 
A sure-fire, volume-sales item for you 
because it lets your customers SAVE... 


> TIME (takes 2 the time of two coats) 


> WORK (just 2 the work of two coats) 


> MONEY (14 the price of two coats) 


Tops in beauty, protection and quality, too. Order, 
stock and sell Acme One Coat Outside White House 
Paint. Available through your regular supplier in 
five-gallon cans, gallons and quarts. 





FORMULATED especially for repainting ex- 
terior surfaces where old paint is in good 
condition. Spreads easily, needs no thinning. 
Features excellent hiding power, beauty, 
durability. Order Acme Quality One Coat 
Outside White now from your jobber. 





ACME QUALITY PAINTS, INC. 


DETROIT 11, MICHIGAN 





Makers of Acme Quality Paints, Fashion-Right, Super Kem-Tone, Kem-Tone, Kem-Glo and Insecticides 
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AETNA PLyYwoOD & VENEER COMPANY 


Vl ' f 


1732 N. Elston Avenue °¢ 


Sy % 


ETNA has every kind of 


plywood you’re likely toneed 


It’s a safe bet, whatever your plywood requirements 
may be, AETNA can satisfy them for you. You don’t 
need to shop around when one source has available 


any standard grade, thickness and size you may want. 


That’s not only handy, but economical. One reliable 
source; one undivided responsibility; one well-known 


standard of quality, uniformity and service, 


When you buy from AETNA you get more than 
plywood. You get speedy shipment, experienced 
handling, guaranteed quality, and all the advantages 
of dealing with a reputable, reliable supplier with 
many years of plywood know-how. Make AETNA 
your Headquarters for a Worid of Plywood. 


WRITE AETNA for the RIGHT PLYWOOD 


ARmitage 6-7100 


Chicago 22, Ill. 


Branch Warehouses: Detroit, Grand Rapids, Indianapolis, Peoria, Rockford 
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Tools Displayed Above 
the Service Counter 


Sheets of perforated hardboard 
serve as an eye-catching display 
space for hand tools over the serv- 
ice counter at Bailey’s Lumber 
Yard, Miami, Fla. Pete Bailey, 
vice-president, says the display 
utilizes former dead space and 
helps sell both tools and perforat- 
ed hardboard. 


Attractive Paintings 
Hide Storage Shelves 


Faced with the knotty problem of 
what to do about unsightly paint 
shelves, the Edwards Sash, Door 
and Lumber Co., Tampa, Fla., tried 
this: 


1. They put wooden doors on the 
shelves to form paint storage 
cabinets. 


They took color photographs 
of the exteriors of five houses 
and 12 interior rooms that had 
been painted with the prod- 
ucts they handle. 


They hired a local artist to 
reproduce the color photos on 
the doors of the paint cabi- 
nets. The artist used the same 
paints that were used on the 
jobs themselves. 


“No question about the fact that 
we got a beautiful and interesting 
display which has definitely helped 
us sell more paints,” says B. Frank 
Edwards, president. “But, the art- 
ist’s time was expensive and it took 
him a long time to complete the 
work.” 

Some dealers have considered the 
same idea, but, instead of using 
paintings, they have contemplated 
using enlarged color photos of vari- 
ous jobs even though the color re- 
production is not always precisely 
accurate. 
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PATENT PENDING 
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ADJUSTABLE HANGERS WITH 
NYLON BALL-BEARING ROLLERS 


Made of heavy gauge steel, precision 
machined and cadmium plated. “Finger tip” 
adjusting feature speeds installation — door 
can be hung true in minutes. Lifetime nylon 
rollers on factory lubricated ball-bearing 
wheels. 


METAL REINFORCED POCKET JAMBS 


Heavy gauge steel channels run full length of 
pocket jambs —locked into header for extra 
strength. Prevents closing at top of frame. 


GUIDE SPACER AND METAL TRACK 


Exclusive guide spacer assures proper pocket 
space for life of building—door glides 
smoothly in center of ket — no scraping. 
Roll-formed metal track is produced to pre- 
cise tolerances, V bottom prevents dirt from 
obstructing wheel. 


MODERN WARDROBE HARDWARE 


7OWS — One-inch diam- 
eter life-time nylon ball- 
bearing wheel fits V 400 
metal track—cannot jump 
track. Easy slot adjust- 
ment—hanger offset auto- 
matically provides proper 
by-pass clearance for 
doors of %”, 1”, 1%” 
and 1%” thickness, 


v 400 
Metal track, used with 
either 70 WS or 20 WR 
wheel. Roll formed for 
pecceten uniformity. V 
ottom prevents dirt 
from obstructing wheel— 
wheel always rides in 
center of track. 


20 WR 

Removable type. Same 
as 70 WS except ie” 
wheel permits doors to 
be lifted in and out with- 
out removing hardware— 
wheel cannot jump track. 





| 
ARTHUR COX & SONS, INC. | 
70 N. Sycamore, Pasadena, Calif. 


Please send free literature on Glide-Master 
Sliding Door and Wardrobe Hardware. 


Name 





Firm 





Address 








City Zone 


| 
| 
| 
| 
| 
; : | 
ie ies 8 
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(To obtain more data on advertised products see page 104) 
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DO-IT-YOURSELF SHOP of Milligan Lumber Company is located in downtown Des Moines shopping section. 


Here’s a Do-It-Yourself Setup That’s Different 


Des Moines dealer’s downtown shop for handymen (and women) and his wood- 
working class for hobbyists (registration fee $5) is really paying off. 


How Downtown Shop Attracts Homeowners 


A do-it-yourself shop in a downtown location is 
attracting hundreds of customers to the E. A. Milli- 
gan & Son Lumber Company, Inc., Des Moines, Iowa. 
The shop, which has a number of unusual features, 
opened this spring. 

The convenient location makes it easy for home 
handymen to drop in to view demonstration projects, 
check prices on the hundreds of do-it-yourself mate- 
rials on display and browse through the handyman’s 
lending library on the main floor. 

Using American Lumberman’s do-it-yourself stick- 
ers on 10,000 post cards, homeowners were notified 
of the grand opening. No other promotion was used. 
During the Friday and Saturday opening, 3,000 
people registered at the store for the power-tool door 
prizes. 

Store Objectives 


Designed to supplement sales of their lumber 
yards, the do-it-yourself shop is primarily a central 
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location for shoppers to see materials in use and to 
place orders. Displays are set up to show the home- 
owner the ease with which a project can be done; 
for example, if a housewife is interested in wall tile, 
a salesman allows her to apply several square feet of 
tile in a demonstration area. Showing the “how” is 
an important feature of the store, says Orin Wallick, 
manager. 


A side-by-side comparison of materials from types 
of flooring to styles of paneling is possible with unit 
prices posted right on the displays. 


On the balcony above the display room homeowners 
find a wide variety of books and pamphlets on do-it- 
yourself in the store lending library. Home planning 
problems can be discussed and developed in the home 
planning center, where draftsmen are available for 
personal consultation. Financing arrangements are 
made in the two company offices located adjacent to 
the library. 
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MANY DISPLAYS show the home handyman the materials available for week-end projects—hardboards, tile, paneling. 


Do-It-Yourself Club Has 950 Members 


To maintain interest in the do-it-yourself shop, 
David Milligan, company vice-president, established 
a Do-It-Yourself Club with 950 initial members who 
joined during the opening ceremonies. 

Members receive a monthly bulletin which features 
new products, do-it-yourself techniques and special 
merchandise offers. 

In addition, club members were offered a nine-week 
basic course in woodworking. Fifty-three home 
handymen gladly paid the five-dollar registration fee 
for the course which was organized by a representa- 
tive of the Better Homes and Gardens’ handyman 
department. 

Learn About Tools 


Office workers, school teachers, attorneys, doctors 
and several housewives are members of the two 
classes, one meeting Tuesday evening and the other 
Thursday. Students learn how to use hand and power 
tools; one evening is devoted to learning about each 
tool. 

Students can apply the $5 fee to the purchase of a 
power tool if they wish. Milligan reports that two 
complete home workshops and other single-unit tools 
have been sold to class members already. 

Other practical courses will be held throughout the 
year, Milligan says, so that eventually every club 
member will have a chance to learn how to better use 
and care for power and hand tools and how to make 
dozens of do-it-yourself articles. He is seriously con- 
sidering conducting a do-it-yourself course exciu- 
sively for women in the fali. 


First TV Dealer 


In April, the company began sponsorship of the 
television series Walt’s Workshop at 10:30 p.m. Fri- 
day on a 13-week contract. They will be the first 
U. S. dealer to present the series. (See American 
Lumberman, February 22, 1954 for a complete ex- 
planation of this film series.) 


Buitpinc Propucts MERCHANDISER 





Scop In and Visit 
THE GRAND OPENING 
of 


Dee Moines’ Firat ead Only 
"“HANDYMAN'S SERVICENTER"” 


The DO-IT-YOURSELF Shop 
a7 910 Belnut Street 


Pridey, Jen. 15, 1O A.M. to 9 P.M 
Seturdey, Jen. 16, 10 A.M. to 6 P.M 
FREE GIFTS for everyone 
Register for Valuable Prises 
Get acquainted with your new ONE STOP SHOPPING SERVICE 


* Luaber * Pre-feb. Furniture * Head Tools 
* Milleork * Wellpeper : Kitchen Cabinets 
* Floor Tile * Peists . Idee Labrery 





* Well Tile * Power Toole Financing 








THREE THOUSAND ANSWERED the post card announce- 
ment using American Lumberman’'s do-it-yourself stickers 
to attract attention. 


. 


HANDYMAN COURSE STUDENTS pay $5 apiece to attend 
the nine weeks’ course in woodworking. 
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ROOM COOLERS with excelsior drip pads are a big market for O’Malley Lumber 


Company, Phoenix, Ariz. 


STORE DISPLAY of room air condi- 
tioning unit attracts attention at Czer- 
wiec Lumber Company, Inc., Chicago, 
ll. 


Hot Profits From Air-Conditioning Trend 


PLASTIC TENT shows customers im- 
mediately the effectiveness of home 
air conditioning unit and provides dra- 
matic showroom demonstration. Pic- 
ture was taken during this month’s 
Do-It-Yourself Show at Gee Lumber 
and Coal Co., Chicago. 
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Dealers tell how they are working this fast-growing 


market three ways. 


Dealers in all parts of the coun- 
try expect to capitalize this sum- 
mer on the rapidly-growing trend 
toward home air conditioning. 
(See American Lumberman, Au- 
gust 10 and 24, 1953.) 

Spokesmen for the air condition- 
ing industry predict that equip- 
ment sales this year will total $180 
million or triple last year’s figure. 
Already retail building materials 
dealers are profiting on this ex- 
panding market four ways: 


1. By selling room air condi- 
tioning units 
By selling the variety of ac- 
cessory materials needed for 
evaporative systems 
By designing new homes to 
combine heating and air con- 
ditioning for year-round com- 
fort 
By promoting sales of air 
conditioning systems to the 
13,500,000 homes with warm 
air heating. 


Untapped Market 
William R. Mueller, secretary of 


Mueller Lumber Company, Daven- 
port, Iowa, says that one untapped 
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market is air conditioning systems 
for homes. Lumber dealers should 
keep air conditioning units strong- 
ly in mind when designing homes. 
He believes that although the 
penny-saving customer is most 
likely to eliminate air conditioning 
first, the sales potential is very 
great. 

At the present time 13,500,000 
homes in the United States are 
equipped with warm air heat and 
can be considered prospects for 
year-round air conditioning sys- 
tems with little change in their 
present setup. When the 1,000,000 
homes being built each year are 
added, the size of the market can 
be understood. 

The Mueller Company strives to 
sell the air conditioning system for 
the entire home since it can be 
purchased for the price of two 
room coolers. 


Little Cost Objections 


Operating cost objections can be 
met by citing the cost survey con- 
ducted in the March issue of House 
& Home. Houston, Texas, which is 


(continued on page 39) 
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AT LAST 


Here’s a garage door that anyone can install 
quickly and without special tools. This new Berry 
Door provides every lumber dealer with the op- 
portunity of recapturing the profitable garage 
door business which has been lost to the 
specialist. 





ACT NOW! 


Here‘s a product that’s made to bring you new busi- 
ness, new profits, AND it willl Our advertising pro- 
gram, spearheaded by the Saturday Evening Post, is 
selling your customers on Berry Garage Doors. Cash in 
on this demand. Be the first in your town to sell Berry 
Doors. Mail postage paid card now for prices, full 
details and name of nearest jobber. 

















“WE INSTALL THIS BERRY DOOR ‘€ 
IN LESS THAN 30 MINUTES” 





These two girls, Virginia Mansfield and Maxine 
Geiger, are used at various building shows to 
dramatically demonstrate how simple it is to install 
this new Berry Door. 





GENTLEMEN: 


You bet | want to recapture my garage door installa- 
tion business and help my building customers cut their 
garage door installation costs as much as 75%. Please 
rush me the name of my nearest jobber, price list and 
full details on the new “Do-It-Yourself” Berry Garage Door. 


Name —_ 


Firm Name 


Street Address 


Cane ; Zone___ State 





EXCLUSIVE FEATURES THAT 


This sensational BERRY DOOR is | 





never to warp, rot, swell 


Yk a 


crack or shrink 


AMERICA’S FINEST GARAGE DOOR 


3 
3 
2% ABSOLUTELY GUARANTEED 
MAKE THE BERRY DOOR 3 | 
3 
x 


because it’s all steel 


| ne 











were 


2 
2 
2 
3 
3 
2 
3 
3 
> 
3 
> 
> 























EXCLUSIVE 
DIAGONAL GRID DESIGN 


This special bracing makes it the 
lightest and stiffest one piece all- 
steel garage door in America. 


Assures long life. 


EXCLUSIVE 
FACTORY ASSEMBLED HARDWARE 


All hardware, including the track, 
which is hinged to side jamb 
weatherstrips, is factory assem- 
bled into right and left hand 
sections. 


Assures speedy, easy installation. 








EXCLUSIVE 
AUXILIARY LIFTING ARM 


Arm forms box type frame which 
distributes pull of lifting spring 
over a large area. Eliminates 
binding at main pivot bearing. 


Assures long life. 


EXCLUSIVE 
STABILIZING ARMS 


These arms make the door ex- 
tremely rigid and end all side 








sway. 


Assures long life—eliminates many 
service calls. 




















EXCLUSIVE 


WEATHER SEAL SYSTEM 

Side jamb weatherstrips extend 
continuously from top to bottom. 
Made of heavy gauge metal. 
Bottom weather seal fully ad- 
justable and has special plastic 
contact edge that will not freeze 
to snow or ice. 

Assures tight seal thot keeps out 
snow, dust, drafts, rain. 


EXCLUSIVE 
ADJUSTABLE TRACK HANGERS 
These hangers can be placed at 


any point along rear one-third 
of track. 


Assures speedy installation—cuts 
labor and material costs. 











EXCLUSIVE 
SOUND DEADENERS 


Thick pieces of sponge rubber 
insulation are placed at intervals 
between framing and door to 
absorb sound waves. 


Assures quiet operation. 





SPECIAL 
ELECTRO-ZINC PLATED STEEL 


This special steel is also Bonder- 
ite treated and factory painted. 
Assures you of a door that is fully 
rust-proofed with the finest of quality 
materials. 














HOW TO WIN NEW BUILDER CUSTOM 





FIRST CLASS ERS — This Berry Door cuts garage doo: 
Permit No. 362 installation costs as much as 75%! Here’: 
7 oa — a real selling point to help you get nev 

‘ontiac, Mich. builder ‘ 














BUSINESS REPLY CARD 


NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 











POSTAGE WILL BE PAID BY 
STEEL DOOR CORPORATION 
359 S. Jessie Street 
Pontiac, Michigan 


Compare these features wit 
the garage door you are nov 
selling. See for yourself tha 
the Berry Door offers you more 


World's largest manufacturer of one piece metal garage doors 











HOT PROFITS 


( begins on page 36) 





hotter than the average American 
city (they had 34 days last sum- 
mer when the temperature hit 100 
or higher), was used as a test city. 
Operating costs averaged $13 a 
month for fully air-conditioned 
homes. 

Carrying heating units since 
1929, the Iowa company has been 
able to set up a distributorship 
which gives them a better-than- 
average markup. This is easy for 
Mueller as the firm is also in the 
heating contracting business. 

Mueller has answered servicing 
and installation problems by con- 
tracting with an independent serv- 
iceman, who is paid a predeter- 
mined scale. The customer is billed 
by Mueller. 


Service Problem Eliminated 


By special arrangement, the 
Anchor Sales Corporation has re- 
ceived rights to serve as sole dis- 
tributor of RCA room air condi- 
tioners to lumber dealers for a 
radius of 60 miles around New 
York City, with almost 2,000 lum- 
ber dealers in the area. 

The most interesting aspect of 
this arrangement is that the local 


dealers will now be able to sell air 
conditioners without the attendant 
problems of preliminary surveys, 
installations and servicing, all of 
which will be provided for by an 
RCA service agency contract. In 
fact, there is even provision for 
direct delivery of the units to the 
customers of the individual dealers 
so that they can even avoid han- 
dling and delivery costs. 


23 Years’ Experience 


The air conditioning business is 
not new to lumber dealers. Origi- 
nally, they sold most of the mate- 
rials for the units. James C. 
O’ Malley, secretary and sales man- 
ager of the O’Malley Lumber Com- 
pany, Phoenix, Ariz., often says 
that residential air conditioning 
began in the southwest in the 
summer of 1931. 

The first units were very crude. 
Working on an evaporative prin- 
ciple, the units were constructed 
of lumber, chicken wire, excelsior 
and a garden hose. An ordinary 
fan forced the cooled air through 
the room. 

“All of this was good business 
for the lumberyards in those 
years,” says O’Malley. “We were 
selling the materials and people 
were building their coolers and 
experimenting with them.” 

“Gradually, the lumber dealers 


lost the cooler business to the sheet 
metal men and the plumbers,” 
O’Malley says. “However, lumber 
dealers now are doing thriving 
business in excelsior cooling pads, 
the newer refrigeration systems 
and room units. As a matter of 
interest,” he continues, “our com- 
pany sold over three tons of excel- 
sior by June 16 last summer.” 

Besides cooling units, the com- 
pany sells large amounts of ceil- 
ing insulation, balsam wool for 
ducts, lumber for boxing-in units, 
tubing and even glass for window 
unit installation. 

Yes, there’s a market from coast- 
to-coast and from north to south. 
Admiral Corporation, Chicago, IIl., 
claim that they have sold more 
room air conditioners in Alaska 
than in San Diego, Calif. and Jack- 
sonville, Fla., during the first three 
months of 1954. 


“The American Lumberman’s 
Dealer Products File is our mer- 
chandising ‘bible. It is the first 
book I give to new salesmen, and 
you can be sure it is in constant 
use by all our employes all year 
around.” 


Cc. D. Nichols, manager 
Johnson-Campbell Lumber Co. 
Ft. Worth, Texas 








AVOID ROOF LEAKS 


— with ( ENI 5 TO N 


Mi 


LEAD-SEAL 


Lead is under the heed 
and down the shank. 
When the nail is driven, 
the hole around the 
nail is plugged with 
lead and the break in 
the galvanizing is 
completely covered, 
to form co perfect 
double seal. 


Triple-lock...Lead-seal Roofing Nails 


Roof leaks are not just an annoyance . . . they rob farmers by 
damaging stored crops, equipment and machinery. 


The time to avoid roof leaks is when the new metal roof is being 
applied. And the Deniston Triple-Lock Lead-Seal Roofing Nails 
have proved their efficiency in nolving to avoid roof leaks since 
they were first introduced in 1926. Here is the reason why—when 
the hammer strikes the nail the lead is forced into the hole around 


the shank, insuring a permanent seal through which no moisture 
can penetrate. 


Deniston Nails are manufactured under rigid specifications, from 
raw material to finished product—your customers’ assurance that 
they can be relied upon to satisfactorily do the work for which 
they are intended—AVOID ROOF LEAKS. 


TRIPLE-LOCK 


As the “‘bump"’ is 
forced through the 
sheet, the sheet springs 
back over the bump— 
this effectively pre- 
vents the nail from 
working out. The nail, 
lead ond sheet are 
solidly locked to- 
gether. FOR GALVANIZED AND ALUMINUM 
—— 
The DENISTON COMPANY 

49th & South Western Avenue, Chicago 9, Hlinois 


ROOFING 





DRIVE SCREW 
SHANK.... 


.» makes the nail turn 
and hold like a screw. 
It holds with a power- 
ful, unyielding grip. 
Threads are deep and 
sharp becouse they 
cre formed after 
galvanizing. 


Please send me without cost: 


C) Directions Booklet () Complete price information () Pallet and other type noils 


Nome 





Address 





ALSO FURNISHED 
IN RING SHANK 
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Double your profit 


withy CELOTEX 


Note the rich, deep texture of No. 118 
Sculptured White Celotex Ceiling Tile 
Board. This dramatic, distinctive texture— 
exclusive with Celotex—is a top favorite 
with decorators and homeowners alike! 


Celotex National Advertising Builds Business for YOU 


To help you really score in '54, Celotex 
hits the 
and the 


new home construction market 
do it yourself’’ remodeling mar- 
ket with a great new advertising campaign 
Month after month you'll see big, colorful, 
eye-stopping ads — working for you—in 
THE SATURDAY EVENING POST, BETTER 
HOMES & GARDENS, AMERICAN HOME, 


(To obtain more data on advertised products see page 104) 


Make the most of this powerful sales 
help. Tie in by featuring Celotex Ceiling 
Tile Board and other products in the 
famous Celotex line. This smooths the way 
to sales because a third of a century of 
national advertising has created a nation- 
wide preference for the brand name 
Celotex! 
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opportunity 


es... TILE BOARD 


More for their money —that’s what builders want to 
offer prospects—that’s what homeowners demand 
when they remodel. And you can cash in on these 
demands by featuring Celotex Ceiling Tile Board. 

Specifically designed for use in both new construc- 
tion and remodeling, Celotex Tile Board provides 
distinctive ceiling beauty, p/us extra insulation that 
helps keep rooms more comfortable the year ‘round. 
It’s a sure cost-cutter, too . . . builds, decorates and 
insulates in one application. Installation is fast and 
simple —snug interlocking joints hide all staples or 
nails. 

Celotex Tile Board goes beautifully with any type 
of wall treatment— wood paneling, paint, wallpaper 
or Celotex Finish Plank. It is equally appropriate for 
either modern or traditional interiors. The various 


shapes, sizes, color and textures can be combined to 
achieve a wide variety of distinctive patterns. 

But remember, only with genuine Celotex Ceiling 
Tile Board can you offer such a wide range of ex- 
clusive colors and textures. The decorator-favored 
Celotex colors — Blue-Green, Sierra Rose and Ripple 
Blend—are styled to harmonize with the latest in 
interior decorating. 

Only Celotex Tile Board is made of strong, tough, 
long Louisiana cane fibers protected against dry rot 
and termites by patented Ferox” Process. 

If you are not already taking full advantage of the 
double profit opportunity that is yours with Celotex 
Ceiling Tile Board, contact your Celotex represent- 
ative now. He will show you samples and give you 
the complete story. 


Builders everywhere praise fast, low-cost application 


NAN 


=W NH 


Exclusive Joint Design 
Conceals Staples or Nailheads 


Panels are securely interlocked by snug-fitting 
type “E” joint. Tapered tongue and slightly 
chamfered back of groove edge insure easier, 
quicker joining without forcing or binding. 
Stapler cuts application time up to 50%. 


Woed Starter Strip 
Simplifies Installation 


This wood strip—with edges that 
interlock with Celotex Ceiling Tile 
Board — permits application to be- 
gin at the center of the ceiling area, 
Makes it easier to get perfect align- 
ment and uniform borders. Available 


in 4’ lengths, 


Sales come easier when you feature genuine 


CELOTEX 


REG. U.S PAT OFF 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION, 120 SOUTH LA SALLE STREET + CHICAGO 3, ILLINOIS 
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“ACE ESTIMATOR” Doris Anderson, left, talks over a 


knotty problem with Shirley Nelson, bookkeeper and bill 
collector. 


“CRACKERJACK SALESMAN” Florence Kulisheck dis 
cusses prefinished paneling with customer Gary Firkus. 


a 


This Yard Goes for GIRLS in a Big Way 


And you would, too, if you had Shir- 
ley, Doris and Florence working for you. 
Based on this Minnesota dealer’s experience, 
there’s no good substitute for qualified wo- 
men employes. 


St. Paul Lumberman George Martin can give you 
three good reasons why woman’s place isn’t in the 
home: Shirley, Doris and Florence. 

They work in the office and salesroom of the W. B. 
Martin Lumber Co. at 1291 East Seventh Street, St. 
Paul, Minn. But they do more than keep books, handle 
correspondence and execute the numerous other 
duties usually associated with office workers. 

“They're also crackerjack salesmen,” says the 
firm’s secretary-treasurer and one of three partners. 
“If any one of them ever quits, we'll go far out of our 
way to find another girl.” 

There’s always been at least one girl in the busi- 
ness since it began in 1921, with Jennie Elstone as 
one of three partners. She sold her interest when 
she married. 

Girls are accurate. George says there’s one out- 
standing reason why he likes to have women workers: 

“We've found out that the girls are quicker than 
the men. Sometimes I think they learn twice as fast 
as most of the young fellows. And they’re much more 
accurate in their work than men are.” 

The girls are bookkeeper Shirley Nelson, who’s 
been with the firm some nine years; Doris Anderson, 
who calls herself the “utility insider’ and has been 
with Martin Lumber more than seven years, and Flo- 
rence Kulisheck, (“I haven’t an official title’) who’s 
completed almost six years. 

Each joined the firm when she graduated from high 
school. Shirley because her brother and a neighbor 
worked there. Doris, who used to baby-sit for George, 
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because she decided to keep right on working for him. 
And Florence because she answered a newspaper ad 
for an east side girl. 

The three don’t go to schools or sales clinics be- 
cause, George explains, “It seems we can never afford 
to let them go—we’d miss one girl more than we'd 
miss two or three of the men.” 

Usually, when a school, clinic or convention comes 
along, one of the salesmen attends and then fills in 
the others when he returns. The girls learn in this 
way as well as from visiting salesmen. But, mostly, 
they learn by asking questions as the occasions arise. 
They remember well, George says. and within a few 
years learn the business thoroughly. 

“A lumberyard,” George explains, “isn’t what it 
used to be—with a lot of rough characters in under- 
shirts dealing with customers. Nowadays it’s a store 
where tools and other items can be bought. We’re 
almost in the department store category. Girls can 


sell paneling, for example, as easily as they can 
cloth.” 


Good career job. George can’t see any reason why 
“this isn’t as good a job or career for a girl as any 
other. Only thing is, they don’t seem to marry as fast. 
Guess most of the men who come in are already 
married.” 

How do customers and prospective customers react 
to Martin’s lumber girls? 

Several years ago, a questionnaire was sent out 
asking for suggestions to better the service and 
whether the customer preferred to deal with the girls 
er men. Many said they preferred dealing with the 
girls. Ninety percent of the customers the girls deal 
with are men. 

“Often,” George chuckles, “when an old-time con- 
tractor friend walks in, one of my partners or I will 


walk out to wait on him. And he often asks for one 
of the girls instead.” 


Personality is important. What does George look 


Continued on page 44 
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genuine DRIHOME sha 
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MAROON, CAMEO, SLATE GREY, CHOCOLATE, WHITE, RUST 











DriHome CEDAR SHAKES answer today’s de- 
mand for a natural product, plus cheery, friendly 
color schemes in home construction and mod- 
ernization. 

These are the factory colored shakes that have 
become the architects’ standard in many regions. 
And with good reason. 

DriHome Shakes are manufactured from the 
prime stands of cedar found along the Pacific 
slope of Canada. Each shake is individually 
squared to assure perfect fit, and striated to pro- 
vide a more beautiful appearance in use. They 
are then dipped in a high quality, linseed base 


*DriHome Shake Paint is also available in any 
of our 10 modern colors for use in coloring 


sidewall shakes, shingles or rough sawn lumber. 


DriHome Shakes are sold through retail lumber 
dealers only. Write us for information about 


mixed car shipments. 





made from our own 
#1 Certigrade 
Red Cedar Shingles 


color coating, and slow-dried to make certain of 
completely uniform coverage. 

You may recommend DriHome Shakes with 
full confidence that no finer quality exists in the 
market. So take full advantage of the return to 
real wood exteriors. Show and sell genuine 
DriHome Shakes . . . the products that save so 
much in application, decoration and mainten- 
ance costs, give so much in utility and beauty. 


Deitfome 
SHAKES 


Product of CANADIAN FOREST PRODUCTS LTD. 
HUNTTING-MERRITT SHINGLE DIVISION 
9110 Milton Street - Vancouver, B. C., Canada 
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GOES FOR GIRLS 


(begins on page 42) 





for when he hires a girl? 

“Our experience,” he answers, “has been that a 
girl out of high schoo! is best. She usually has had no 
other work and we can train her into our system. She 
should be intelligent, but not necessarily an honor 
student. A nice personality is most important. When 
I hire girls, I pick the ones with the best personalities, 
other things being equal.” 

Pointing out that the lumber business can be 
learned just as easily as any other, George adds that 
it lacks much of the stifling routine inherent in some 
businesses. That the girls agree is evidenced by their 
length of service. 

Although each of the three tends to specialize, each 
can do the work of the others and they all do every- 
thing except the actual yard work. They handle al- 
most all over-the-counter sales of paint, hardware 
and other lumberyard products. 

All three are agreeable, George says, and Florence 
is “a crackerjack” at waiting on trade, handles most 
of the estimates and billings. Shirley keeps the books, 
makes out payrolis and keeps records pertinent to 
them besides helping George collect bills. The girls 
also estimate small jobs, a task in which Doris shines 
in addition to doing most of the secretarial work. 
They make up most of the materials lists, too, work- 
ing from plans or blueprints. Even the bigger jobs 
figured by the men are processed and estimated by 
the girls “because they can figure a job about twice 
as fast as the men.” 

The girls know prices, according to George, even 
better than he does and have the information on the 
tips of their pencils. 

Doris is head of the paint department. She does 


all the ordering, most of the selling and consulting 
with customers and maintaing proper inventory. 

Paid straight salary. All three, as do the others in 
the plant, work on a straight salary basis. The yard 
maintains a year-round crew of 20, including the 
three executives, adding an extra man or two in peak 
lumber-handling months. 

George feels that the woman factor is becoming 
an increasingly important one in the lumber business 

from the customer’s point of view. 

Martin Lumber Co., located in a predominantly res- 
idential area, probably gets more than a normal share 
of women customers, many of whom come in with 
their husbands “and discuss color schemes with the 
girls while the husbands talk construction with the 
salesmen.” 

A number of women customers come in alone to 
buy supplies for a job “so I can surprise my husband.” 

Keeping these current trends in mind, George says 
the girls “give the place a dignity and refinement 
which makes our women customers feel more at home. 

“This is important, especially for the future,” 
George concludes, “when you consider how more and 
more women are joining their husbands in do-it-your- 
self activities.” 

For more information on training women for jobs 
in the retail lumber industry, see important articles 
in the March 8th issue: “Oklahoma Pioneers With 
Women’s Training Course” and “How to Bring 
Women into Your Store.” Page 68. 


Best Ways to Sell Roofing 

There’s a lot of ways to sell roofing, but dealers tell us 
that the single most effective sales help is the visual sales 
tool—colored slides, for example. You'll find new, im- 
portant selling hints in this timely roofing article, one of a 
series of product articles appearing in every issue of Amer- 
ican Lumberman. You'll find this important article on 
page 22. 








Weather-Tite 
| SASH LOCK < 
Does Everything! 


@ Stops wind — drafts 
@ Draws meeting rails tightly together 
@ Locks sash securely 


BUILDERS HARDWARE. 


An Exclusive! 


Unique design of strike makes it neces / Maude 


/ 
sary to completely unlock IVES Weather 
Tite before window can be opened. No 
olde) tllale mole ACM oMEsloltle|-Melale) fe feliivete ls) 


Welel-jme lel ial 


Everything! 


Beauty of design 

Low smooth silhouette 

Complements today’s architectural styling 
Ease of positive operation 


Has 


in Cast Brass — 


Bronze — Permanent 
Molded Aluminum 


ORDER from Your WHOLESALER 


| x Aa - 
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IVES COMPANY 


NEW HAVEN, CONN. 
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Largest Selling Wood Glue— 


WELDWOOD 
PresticRe" GL 


For making things 
or fixing things, 
recommend Weld- 
wood Glue — for 
all wood -to- wood 
bonds and many 
other uses. Makes 
joints stronger than the wood 
itself. Mixes easily with water. 
Stain-free, rot-proof, highly water- 
resistant! For hobbyists, home 
owners, contractors, carpenters ! In 
self-selling display cartons! 15¢, 
35¢, 65¢, 95¢: 5 lbs., 10 Ibs., 25 1s. 





r 
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Blonde or pickled effects call for 


ware FIRZITE 


For magical woodsy 
effects on hard- 
wood or soft, ply- 
wood or solid lum- 
ber. For light pastel 
tones, tint with 
Colors-in-Oil. For 
soft wood and fir 
plywood paint jobs, 
WHITE Firzite as an undercoat, helps 
prevent grain raise or checking. (For 
seft wood or fir plywood stain jobs, 
recommend CLEAR Firzite, to tame 
wild, unsightly grain.) 
In pints, quarts, gallons, drums. 
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} Does anybody 


else do this 
‘for you? 


= 
i Weve worked out a dand 
y system of 
se S Ni : 
ee customers and business to 
Each month, we i 
Eact nth, get hundreds of in- 
— asking us where to buy Firzite 
— and Weldwood Plastic Resin 
a They're mailed to us by readers 
oe - in Saturday Evening Post 
et omes and Gardens, Popu : 
Science and over 20 other ptr ton 
magazines. 
Here’s What We Do 


We actually send all such i iri 
received from your Be ne So ‘right 
to you, if you're registered with us as 
a carrying dealer. You contact the local 
customer, and make the sale! 


All Aboard for the Gravy Train 


This service to you is f 

This | s free! T i 
bs nae ye your name with us Pv Weld. 

w dealer. Simply tell us on a post 

card which Weldwood items (described 


= bel ¢ ; 
is —? you carry, and mail to Dept. 


If you are not now stockin 
wn g Weld- 
+e A pad soe Glue, Firzite cas 
profits. Order boll raat este fl 
UNITED STATES PLYWOOD CORP 
New York 36, N. Y. 
and 
U. S.- MENGEL PLYWOODS, INC. 
Louisville 1, Ky. 


Branches in Principal Cities — 
Distributing Units in Chief Trading Areas 





Big demand for natural wood finishes, 


“ SATINLAC 


The big modern 
style trend is for 
light natural wood 
finishes—on furni- 
ture, wood panel- 
ing and woodwork. 
When customers 
ask you what to 
use, you'll make 
friends by recom- 
mending SATINLAC. It brings out 
and preserves the natural grain and 
color-beauty of any plywood or solid 
wood. Water-clear Satinlar avoids 
that “built-up” look. Easy to brush 
or spray; dries “dust-free” in 20 
minutes, ready for next coat in 3 
or 4 hours. 
In pints, quarts, gallons, drums. 








*Trade Mark Order trom your Wholesaler 
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5) FAN 


Top Quality at Low Cost 


Precise manufacturing of all moving 
parts insures positive silent operation. 
The KD’s composition blades are guar- 
anteed not to rust, bend, warp or 
twist; no resonance. They are washable 
for quick easy cleaning. Smooth run- 
ning —“absolutely no vibration” —the 
KD fan is sensational—-yet priced way 
down. Check on it now! Today, 


*the “DO-IT-YOURSELF MARKET” 
HOME OWNERS, BUILDERS, CONTRACTORS— 
all want the Fan with the easy-to as- 
semble, fast to-install, handy-packaged, 
low cost features. 
* Especially Dealers 
The KD FAN sale means 

Extra sales—', H.P. rubber mounted 
electric motor—approximately 16’ of 
1x12S4S lumber to complete frame 
assembly. 
Easy-to Stock-convenient “safe-way 
packaging” (3” x 18” x 18”—15 lbs.) 
means easy handling—no loose parts. 
Complete instructions—easy to as- 
semble—no guess work, 


WRITE NOW! 
TODAY 

FOR COMPLETE 
INFORMATION 


S. J. STEWART 
[ELECTRIC] 
527 ST. JOSEPH ST. 
Phone RA. 4308-4309 
NEW ORLEANS 12, LA. 
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FORK TRUCKS with roll-off attachment pulls unit load from top of stack. The 


lumber 
mounted on the forks 


is rolled sidewise onto the truck by 


the hydraulically-actuated rollers 


Rollers on Truck Forks 


Trim Handling Costs 


Since purchasing its first fork 
lift truck several months ago, the 
Yellow Springs (Ohio) Lumber 
Co. has been busy revamping its 
materials handling procedures to 
take full advantage of mechanized 
operation. Already, it is estimated 
that handling time has been cut in 
half for some materials and as 
much as 80% in the loading of 
rock lath on delivery trucks. 

A radical departure from con- 
ventional handling techniques was 
introduced by a unique roll-off at- 
tachment consisting of two hy- 
draulically-actuated rollers at- 
tached to the truck forks. This 
device was developed for the han- 
dling of lengthy loads such as 
pipe, lumber and bar stock, end- 
first, from either side of a fork lift 
truck. 

At present the lumber company 
is studying the possibilities of pal- 
letizing such diverse items as kegs 
of nails, sacks of cement and mor- 
tar and rolls of roofing paper. 
Many other items such as plywood, 
wallboard and rock lath are now 
stacked on blocks so they can be 
lifted easily. 

The unit loads eliminate much 
rehandling. For example, if a unit 
load of cement consists of 40 sacks 


May 


17, 


and a contractor orders 32 sacks, 
the entire palletized unit load is 
lifted onto the delivery truck; all 
but eight sacks are removed from 
the pallet at the job site. These are 
returned to the yard to be used 
when partial units are required. 

As a result of its successful op- 
eration, the firm is considering 
storing lumber in steel-strapped 
units. This has been found feasi- 
ble with the roll-off attachment. 
Bound units approximately 40” 
wide seem to be the most practical 
size for the various cross sections 
of lumber. 

With the roller attachment, a 
fork lift truck can stack lumber 
vertical to the driveway, the same 
as hand piling. This makes it pos- 
sible to store more items of differ- 
ent lengths than possible by piling 
parallel to the driveway. 


“Dealers should not overlook 
the vast home remodeling and re- 
pair market. After all, there are 
40 million homes in the country— 
and we build only about one mil- 
lion new ones each year.” 


Al Carr, owner 
Al Carr Lumber Co. 
Ponca City, Okla. 
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FE GEE modern wood windows 


In building or remodeling architects know the easiest way 
to increase the charm and value of any home is “window-styling” 
with Bee Gee Windows. Proportioned to fit with 
: « modern architectural trends, 


famous Bee Gee 

Windows provide an 

authentic styling touch 
for any type of construc- 

tion...any kind of interior. 179 

styles and sizes of all-wood casement, 

picture and corner picture windows, skillfully 
styled, crafted and detailed to bring new grace and 
glamor to every room in your home. And 
you can “Clean the Outside from the Inside”, 


“ribbon- styled”... long—low— beautiful! 
New type construction 
... designed to emphas- 
ize the modern lines of © 
ranch-type and con- 


light and airy for health and comfort temporary homes, with 


EO OO 
<== 


all the warmth, charac- 

ter and practical advan- , 
tages that only wood {0% 
windows provide. see 


Bee Gee Windows open your home 
to nature's air and sunlight! And 
Bee Gee's “Pressure Vacuum Venti- 
lation” is scientifically engineered to a sa 
ull in fresh air from any of 3 direc- 

tions of wind and sien stale air every window available in 2 styles 
at the same time...the only window 
on the market to give this truly 
complete room ventilation. 


STALE 
AiR 





Style “A” —a brilliant expanse of unob- 
structed glass. Style “B”—the glass di- 
vided to give you long horizontal lines. 
Choose the style that best fits your home. 








— 





























STYLE A STYLE 6 
BROWN-GRAVES CO. 
Dept. AL-107, Akron 1, Ohio 


Please send my FREE Bee Gee Window Catalog 
78. \ j >) aa with complete dete and specifications. 
_ A aa v2 ] 


ay 4 “4 toma [] builder [) architect [) decler [} jobber 
A Complete Window... Ready to Set in the Wall.. Nailed in Place... Ready to Use! a name 


BEE GEE 
BROWN-GRAVES CO.*“""' BO” 
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add to your proftts... 


sell 50°. greater 
FIRE SAFETY 


of lath and plaster ceilings 





The simple addition of Keymesh further evidence of the excep- 
galvanized reinforcing lath over tional value Keymesh reinforced 
gypsum lath increases the fire lath and plaster adds to every 
rating reference of a ceiling from __ building, from the low cost home 










one hour tooneandonehalfhours, — to large commercial and industrial 
when finished with % inchoflight- —_ buildings. Sell this extra protec- 
weight aggregate plaster. tion that costs so little, and add 


This increased fire safety is to your profits. 





SELL positive protection from cracking 







When Keymesh lath is used, the wires, adding far more protection 
entire ceiling and wall surface is from cracking. Sell this protec- 
reinforced with a vast network tion that stops cracks before they 
of multi-directional reinforcing start, and add to your profits. 










SELL greater over-all strength 


















Keymesh lath helps the plasterer full 4” thickness of plaster speci- 
get a full, uniform thickness of fied. Full, uniform thickness 
plaster. With its open mesh, each _ assures greater over-all strength. 
wire is fully embedded, while Sell this greater strength and add 
serving as a gauge to assure the to your profits. 








Recommended and used by America’s leading lathing and plastering contractors. 


KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 








KEYMESH + KEYBEAD + KEYCORNER + KEYSTONE WELDED WIRE 
FABRIC * KEYSTONE NAILS + TIE WIRE + KEYSTONE NON- 
CLIMBABLE AND ORNAMENTAL FENCE 





KEYMESH 


GALVANIZED REINFORCING LATH 





Here’s all you do! After gypsum 


lath is applied, cover it with Keymesh. The 


exclusive reverse-twist weave makes 
it unroll flat; go up flat. It’s so easy to 
apply. Then it’s plastered, following 
customary practice. Proved through 
the years as a superior reinforcement 


for stucco, it now brings new value 





to lath and plaster construction. 


it adds so much, it costs so little. 


For highest quality at lowest cost, 
sell the 3 KEYS TO STRONGER PLASTER 












KEY MESH Icth for over-all reinforcement 


Made of galvanized woven wire. Especially 


3xtysto “ 
STRONGER PLASTER 









a-leeliliil-lalel te Mmielaee-Tillale Meer iistiatio) 





KEYCORNER ial) ohisMan ola-hieldiil-te iRoom 
snugly in. corners. Lies flat when applied to 


joints. Galvanized to prevent rust streaks 





igs 
¥ a. 
IR 
ERTS ae ae Bae oe 
apie 02, io “ 
ie oo exil KEYBEAD corner lath with precision 
. "a wh formed bead for outside corners.. Open mesh he. 
se xs 
«<li assures strong, solid plaster corners F 





You Can’t Be Both! 


WHO tell retail dealers to take 
their increased production — or 
else! 

WHO say retailers have an obli- 
gation to keep production em- 
ployes busy—regardless! 

WHO lament the inroads of com- 
petitive materials, but who do 
nothing to create a desire in the 
customer for their products! 

WHO take retailers’ orders, ac- 
knowledge same but ship what 
they please! 

We are confused by jobbers: 

WHO sell contractors in the terri- 
tory of a retailer who does not 
buy from them! 


WHO set up phony retailers if the 
market in some areas is sold by 


It requires the complete and continuous cooperation 
of manufacturer, jobber and dealer to maintain the orderly 
channels of distribution. 





By Don Campbell, Secretary 
Kentucky Retail Lumber Dealers Association 


Don Campbell is not only the secretary of the Kentucky Retail 
Lumber Dealers Association, but an active lumber dealer himself 
as proprietor of the Boner-Campbel! Co., Lebanon, Ky. In addition 
to handling his own association activities, Don is a frequent speaker 
at other state and regional dealer conventions. 











Orderly distribution of build- 
ing materials has reached an all- 
time low. CERTAIN MANUFAC- 
TURERS are setting up dealers 
as jobbers. CERTAIN JOBBERS 
are trying to sell dealers while 
soliciting dealers’ customers. CER- 
TAIN DEALERS are demanding, 
and getting, jobber status when 
they perform no jobber service 
all sacrificing their principles on 
the altar of volume. 

This distribution system of ours 
didn’t just happen. For 150 years, 
it has proven to be the cheapest 
and most expedient way to serve 
the ultimate consumer. It’s going 
to last much longer than the tem- 
porary detours now being made by 
certain segments of each part of 
the industry. 

The manufacturer, jobber and 
retailer serve a distinct purpose in 
the production and distribution of 
goods. If any one of these under- 
takes to by-pass or assume the 
prerogatives of the other, the cost 
for this transgression must still be 
passed on to the consumer. 

Merchandise should always be 
handled in such a way that the 
ultimate consumer receives it at 
the cheapest possible price con- 
sistent with the service he de- 
mands and expects. Trespassing 


50 


on the other fellow doesn’t mean 
cost reduction to the consumer. 

And what’s the answer? Well, 
certainly I do not know, but I can 
suggest a start. If every retailer 
would ask every supplier who so- 
licits his business for a written 
statement of that supplier’s selling 
policy and if every manufacturer 
and jobber would voluntarily 
make that declaration before it 
was requested, then the atmos- 
phere would be cleared. The pollen 
count of questionable merchandise 
practice would quickly disappear 
under the searchlight of such a 
written declaration. 


It's no disgrace to be a fish— 
there is nothing ignoble about a 
fowl. It’s only when the two ap- 
pear as one that the element of 
freakishness enters into the pic- 
ture. 

We are confused by manufac- 
turers: 


May 


his competitors! 

WHO fail to put on their invoices 
“freight allowed” in the hope 
the dealer will overlook the de- 
duction! 

WHO set up retail outlets SOLE- 
LY for the purpose of enjoying 
two avenues of distribution! 
We are confused by dealers: 

WHO contract completed jobs, but 
resent contractors who set up 
retail yards! 

WHO operate their business with- 
out studying cost control meth- 
ods or good management prac- 
tices! 

WHO base their entire sales ap- 
proach on the altar of lower 
prices! 

By manufacturers, jobbers and 
dealers: 

WHO think they can write their 
own rules, defying history, ac- 
cepted business principles and 
the customer! 

WHO eut prices in territories 
where they do not operate and 
to buyers whom they do not or- 
dinarily sell, in order to pick up 
a fast dollar! 

WHO lay aside all the rules of fair 
play if they think they won’t be 
caught! 

The volume wise and profit fool- 
ish types above, thank goodness, 
are in the minority. 
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‘Our new Dodge truck 
is a better deal for me Sonata 
for my boss, too!’ 


Our new Dodge 
“‘Job-Rated” trucks have 
proved a better deal 

in handling ease, visibility, 
comfort and power. You, 
too, can save time and 
money, work and effort 
with these great new 
trucks. Find out today 
why Dodge means a 
better deal all around! 


were. 


YOU GET—A Better Deal In Steering! 
Sharp 39° turning angle and short wheel- 
base design make Dodge the sharpest turn- 
ing trucks on the road. That saves you fime! 


YOU GET—A Better Deal In Power! You 
save on maintenance because every Dodge 
engine ... V-8 or Six... has such long-life 
features as exhaust valve seat inserts, 
chrome-plated top piston rings and posi- 
tive-pressure lubrication. 
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YOU GET—A Better Deal In Seeing! Big 
951 sq. in. windshield of Dodge cab is 
largest of any popular truck. All-around 
visibility is tops, too, for safer driving. 


YOU GET—A Better Deal In Sitting! The 
16-inch-high Dodge seat is deep and com- 
fortable enough to be in your living room! 
Plus easy-to-reach controls and dispatch box. 


New Dodge trucks give A BETTER DEAL FOR THE MAN 
AT THE WHEEL—and a better deal for the man who pays 
the bills. Test-drive and learn how a Dodge makes driving 
easier and does more work in less time. Give your Dodge 
dealer a call. He’ll be glad to show you. 


DODGE 
Yob-Roted TRUCKS 


TUNE IN: “Break the Bank,” Sunday TV 
Thursday radio— 


—“The Roy Rogers Show,” 
“Make Room for Daddy,” Tuesday TV. 
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Step into this big REMODELI 


PICTURE... 


with Gold Bond Insulation Board ! 


HE ‘do-it-yourself’ market is growing bigger and more 
profitable... more and more people are learning how easy 
it is to remodel their homes. When they want advice on 
making their homes more livable...when they want the 
materials to do it with...they come to you. You'll find ver- 
satile Gold Bond Insulation Board will answer a lot of your 
customer's remodeling problems! 
Gold Bond Insulation Board, Plank and Tile come in beautiful 
ivory and pastel colors that will almost sell your customers 
on sight...particularly the women. These materials are easy 


Gold Bond 


the line that’s see rte 
‘ d Lime 
easiest to sell 


to apply...your customers can nail or staple them with ease. 
And they decorate, insulate and sound-condition in one appli- 
cation! Variety of sizes make it easy to fit any plans. 

If your customer isn’t a handyman, you can sell him by 
giving him the name of one of your good contractor cus- 
tomers. But be sure you've got a full stock of popular Gold 
Bond Insulation Board on hand. 

See your Go!d Bond salesman for full information...or 
write today to National Gypsum Company, Dept. AL-54, 
Buffalo 2, New York. 


So 


nae 
= 


Pe én 


NATIONAi GYPSUM COMPANY « BUFFALO 2, NEW YORK 
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LONG, CORRIDOR-LIKE PLAN of the lumber and millwork 
showroom allows customers to see the variety of paneling 
used on the office walls during a 130-foot straight-line walk 
through the structure. Notice the reception desk at the 
entrance to the main room 


INVITING SHOWROOM encourages both leisurely brows- 
ing through literature and floor plans or more business-like 
inspection of interior building materials. Indirect lighting 
is used under the shelves holding the model homes at the 
rear wall 


Home Planning Rooms 
Have Contractor Appeal 


Conference rooms for contractors, 
displays of paneling, windows and flooring 
and scale model homes are features in Kelsey 
& Freeman’s new Toledo, Ohio showroom. 


Designed to appeal to contractors and homeowners 
alike, the Kelsey & Freeman Lumber Company’s new 
4,000 square foot home planning showroom is paying 
off in greater contractor sales and home prospect 
traffic. 

“Our preview reception attracted 800 builders, 
architects and allied industry representatives,” says 
Niel T. Jones, sales manager of the Toledo, Ohio firm. 
“One builder—who never before made purchases from 
us—visited our new showroom and left an order that 
amounted to $3,611. 

“Our newspaper ads that invited the public to see 
the showroom the following week attracted 5,000 per- 
sons,” he adds. “We found it necessary to schedule 
extra evening hours and to have a full sales staff on 
Saturday mornings to handle the inquiries.” 


Here’s why the showroom appeals to contractor 
customers: 

1. Contractors can show their customers 38 differ- 
ent kinds of wood paneling; 16 types of windows; 19 
door styles; 12 types of siding; 20 colors of roofing; 
82 styles of molding; eight types of insulating boards; 
18 types of flooring and various ceiling coverings. 

2. Private offices have been set aside so contractors 
can sit down with prospective homeowners and talk 
business after selecting materials in the showroom. 

3. A special display containing 18 scale-model 
homes ranging from $7,950 to $19,750 enables custom- 
ers to choose among varying architectural styles. 


(continued on next page) 
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VERTICAL REDWOOD provides a good cortrast for the white sign and window 
successfully attempted to make the showroom look as homey as possible. 


Each of the model houses is mounted on a piece of 
insulating board treated to resemble grass and 
shrubbery. 

4. A separate section is devoted to a kitchen-plan- 
ning center which allows contractors and home- 
owner customers to intelligently plot new and remod- 
eled kitchens. The center is outfitted with modern 
cabinets made in the firm’s millwork shop. 

5. An island-type rack for literature and a collec- 
tion of 10,000 home plans is located in the center of 
the main room near comfortable chairs and large 
tables. The firm loans plan books to contractors and 
homeowners. 

6. Swinging-door racks provide ample space for 


Customers’ Comments 


A card index system of job leads 
resulting from customer comments 
is paying off for the P. J. Black 
Lumber Company, Cheyenne, Wyo. 

Almost every homeowner enter- 
ing the store has some remodeling 
plans in mind, says Armin Black, 
company executive. Buying win- 
dow sash hardware, a customer 
may remark that later in the year 
he plans to install storm windows. 

Instead of merely passing off 
the comments as _ pleasantries, 
Black Lumber employes attempt to 
learn the approximate date of the 
project. The salesman immediate- 
ly tells the customer that his firm 
would like the opportunity of serv- 
ing him at that time. Most pros- 
pects are pleased and many decide 
to buy right then. 

A follow-up card is filled out at 
once by the salesman with the 
name, address, telephone, project 
and date. These are filed away by 
date for future reference. A letter 
or telephone ceil on the date, re- 
minds the customer of his plans. 

In most instances, the telephone 
has proven the most potent link 
between customer and store, and size. 
generally the order can be taken 
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Carefully Indexed 


Company, Cheyenne, 
at the same time. 

The reference cards, divided up 
by days of the year, are file box 


Net results of the system are 


trim. Both inside and outside the firm 


displays of lumber, molding and paneling samples. 
Some of the “leaves” in the racks contain photographs 
of homes built by Toledo area contractors. Each 
photo is labeled with the name of the contractor, and 
the size and price of the house. 

The entire building is devoted to the sales and dis- 
play of products. All the executive offices, purchasing 
department and clerical offices are in a two-story 
building attached to the new building. 

John Kelsey, vice-president, points out that re- 
sponse to the new showroom on the part of contrac- 
tors and the public has far exceeded their expecta- 
tions. Kelsey represents the fourth generation of the 
family which founded the business 97 years ago. 














CHECKING CUSTOMER’S COMMENTS, P. J. Black, of P. J. Black Lumber 
Wyo., finds a good source of sales leads. 


that what might otherwise be 
chance remarks are converted into 
sales. In addition customers appre- 
ciate the company’s concern for 
their needs. 
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: ON THE BiG “‘do it yourself”? marKEeT 
eieH4Tr NOW & 


Use these Two Colorful, Eye-catching, 
Salesmaker Display Boards for 


MCKINNEY “forged Iron harhunare 








KIT NO. 54 


This board sells McKinney Forged Iron Cabinet 
Hardware for kitchens, dens, game rooms and 
other cabinet building or room modernizing. 


IT DISPLAYS Ha, Hand Butterfly Hinges; 


Plate and H Latches; Pulls; Knobs; Strap ie 


and Semi-concealed Hinges. 


You PAY ONLY *43= 


—just the cost of the salable hardware. 


YOU GET: 


@ A Beautiful Display Board 
@ 4 dozen each of 23 items displayed 


@ Catalog showing a large selection of the com- 
plete McKinney Forged Iron Line . 


@ On request—a generous supply of literature and 
folders to help you sell 


YOU SELL the hardware for $9590 


—at a great big §674% profit. 


Both display boards are 22s high x 18/2 wide —in attractive decorator colors — 
removable frames. Samples shown in three distinctive finishes—dull black, Swedish 
(relieved) iron, and Olde Copper. Boards are exact size for use in NRHA Cabinets. 


These effective displays beleng in your showroom. Your 


customers will prefer McKinney Quality Forged Iron Hard- McKINN KY 
ware because it is the original line—the leader in its field— 


backed by 30 years of national advertising—the only complete 


line on the market—authentic designs—matching hardware Quality Hinges Since 1865 


for any installation. McKINNEY MANUFACTURING COMPANY 


Don’t miss this profit opportunity. Immediate Fre Cerner a ee 
delivery — Get in touch with your Jobber today! 




















Your Profits are higher... 


WHEN YOU SELL 











PROMOTE THE PRODUCTS OF THESE LEADING MANUFACTURERS 





; ° Hanover Wire Cloth Division 
Alabama Wire Co., Inc. Continental Copper & Steel industries, Inc. Seneca Wire & Mfg. Co. 


American Wire Fabrics Corp. Keystone Wire Cloth Co. Spa.go Wire Co. 
Clark Wire & Supply Corp. New York Wire Cloth Co. Standard Wire Cloth & Screen Co. 


Pe en, Inc. 
Donald Ropes & Wire Cloth, Ltd. stsiye Wire Products, Inc. 


Phifer Aluminum Screen Co. 
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Your customers are happier... 


ALUMINUM SCREENING! 


Your profits are higher because aluminum screening is 


in great demand ...sells for more... gives you a higher 
markup. 


Your customers are happier because aluminum screen- 
ing gives them advantages that no other material can 
offer. Screening that keeps its bright good looks for 
years and years. That can never cause ugly red rust 
stains on window sills or siding. That practically does 
away with maintenance. That can never burn. 


While we do not make finished screening, we do supply 


Kaise 


leading screen manufacturers with Kaiser Aluminum 
Wire ... wire that is nationally recognized for outstand- 
ing quality. Made of strong, durable ciad aluminum, 
Kaiser Aluminum Wire meets or exceeds commercial 
standards and federal specifications. 


So, when it comes to screening, look to aluminum for 
more profits, happier customers. And look to the manu- 
facturers listed at the left for highest quality screening! 
Kaiser Aluminum & Chemical Sales, Inc. General Sales 
Office, Palmolive Bldg., Chicago 11, IIL; Executive 
Office, Kaiser Bldg., Oakland 12, California. 


J) [i 


setting the pace—in growth, quality and service 
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For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever beiore to serve you with well- 
manutactured, accurately-craded Northern Woods. Consult the firms on this page for your 
requirements in Northern Woods. 


*Abbott Fox Lumber Co. . . . . tron Mountain, Mich. “Ahonen Lumber Co. . . . . =. =~. tronwood, Mich. 


Manufacturers and Concentrators of Hardwoods, Hemlock and White Northern Hardwoods, Hemlock, White Pine, 8 ce. Planing Mill 
Pine. Planing Mills. Dry Kilns. —Modern Dry Kilns. Sales agents for the “AAA” brand MFMA 
Hardwood Flooring. 


Schneider Bros. Lumber Co. . . . . Marquette, Mich. 


* . 
Northern Hardwoods and Hemlock, Hardwood Dimensions. Rough Copeland Lumber Co. . . . . . . Chicago, il. 
Hardwood Turnings. Hardwood Pallets—any size. Planing Mill and Mills — Marquette and Cusino, Michigan 


Dry Kilns Sales Office —- CHICAGO — 135 S. La le St. 
Hardweods, White Pine and Hemlock 


“Holt Hardwood Co. =... (Oconto, Wis. F ' 
Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, C. M. Christiansen Co. | ae oe Phelps, Wis. 


Herringbone, Parquetry types; all types Heavy Duty Flooring. An outstanding Wisconsin lumber manufacturer — Hardwood, White 
Pine, Hemlock and Cedar Products. 


*+J.W. Wells Lumber Co. . . Menominee, Mich. 


* j Mills ot Sal j 
Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. Wm. Bonifas Lumber Co. en A Mich. Office Neenah, Wis. 
Custom kiln drying. Upper grades Hard Maple and Birch lumber, 


h Northern Hardwoods, White Pine. 
souge. Modern Dry Kilns. Expert Millwork. 


Edward Hines Lumber Co. . . «Chicago, INI, “Goodman Lumber Company . . . . Goodman, Wis. 


Mill at Ber oak Michigan Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Sales Olfice—??7 W. Washingion $t.-Chicago 2 Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 
Hardwoods, Hemlock and White Pine. Planing Mill ra Dry Kilns 


“Michigan Pole & Tie Co. . . . . Newberry, Mich. 


* 4 H Morthern Hardwood Lumber, Old Faithful Hemlock. NORTHERN 
Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill 
Mill: Lake Linden. Mich. Mirs. Hardwoods. L.C.L. sh ents kiln working Facilities. 

dried hardwoods from stock at Thiensville, S. 


Cadiliac-Soo Lumber fo. . . . Sawlt Ste. Marie, Mich. awaae yee Saperetian ot Merettteld & Park Felts, Wis 


Roddis Lbr. & V Co., Lid . Seni Ss wae’ On Can. 
Northern Hardwoods, Hard Maple a Specialty. Hemlock, White Pine. tock ‘werd “ B Se. tario, 
Medern Dry Kilns. Facilities for Surfacing, Resawing. etc. Suck Tie awa: bak oy ‘peamlock. W. is tee Kiln ce, a. 


tMember Maple Flooring Mfrs, Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 


tt td ae a oe ee 
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WOMEN ARE INTERESTED in making their own furni- 
ture. This picture was taken at the Eastside Lumber Co., 


Phoenix, Ariz 


NATIONAL PROMOTION for wrought iron legs is tied in 8 practical 
at the local level by this section of an overall ad run by 
on price and quality 


Barker-Lubin’s. Notice emphasis 


How to sell more 
METAL PRODUCTS 


Number 4 in a series 


“What can I sell,” dealers are 
asking themselves, “that will at- 
tract women, without taking too 
much sales time, and simultane- 
ously lead to sales of other items!” 

The answer to that sixty-four 
dollar question for an increasingly 
large number of dealers is wrought 
iron legs—an item that attracts 
both men and women, who like to 
do some of the easier do-it-your- 
self projects. 

Wrought iron legs can be turned 
into a nice package sale by selling 
flush doors for table tops, also 
lumber and plywood for bookcases 
and room divider units; paint and 
paint accessories and tools. 

Good Markup 

Dealers take a markup of about 
40% on this specialty item, a good- 
enough reason why they are using 
newspaper advertising, store dis- 
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DID YOU SEE IT IN LOOK? 
Flush Doors and 
Wrought Iron Legs 


For Handsome Inexpensive Tables 


dramatically new... 
wrought iron legs! 


2B" 
Set of 4 698 


Smartly-styled, black wrought-iron legs make it easy 
for you to design and build high-style, decorative and 
furniture. Ideal for sofas, chairs, tables, 
desks and bookcases. Super-sturdy 1/2” heavy-gauge 
round steel rods with 2 1/2” welded steel top brackets. 
Ready-drilled screw holes. Pernranent black satin finish, 


IT'S EASY TO DESIGN AND BUILD FURNITURE! 
LEGS HAVE WELDED BRACKETS, SCREW HOLES. 


DOORS ...... 1» «87% 
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Legs Provide 
New Profit Kick 


Wrought iron specialty item, sold with paint, lumber 
and tools, adds up to profitable do-it-yourself package. 


play space, even television, to push 
this package. 

A. Cecil Schoeneman of Schoene- 
man Bros. Co., Sioux Falls, 8. D., 
has built his promotion of wrought 
iron legs around three media: 

“First,” says Mr. Schoeneman, 
“we take a 3x6 column newspaper 
ad showing samples of hair pin 
and diagonal legs, also bookcases 
and room dividers, with a schedule 
of prices per length and according 
to style of leg. 

“Next, we set up two tabies for 
demonstration, plus a piece of ply- 
wood and one set of legs, and our 
TV announcer demonstrates how 
easy it is to make a table with this 
combination. 

“And finally, in our salesroom, 
we have three tables on display, 
plus a bookcase and room divider. 


We believe that by showing sam- 
ples of tables and dividers, handy- 
men (and women) get ideas of 
what and how to do these things 
for themselves. We naturally ac- 
quire many odd pieces of plywood 
in various sizes, also damaged 
slab doors. The wrought iron legs 
makes it possible to reduce these 
odd items and at the same time 
make a nice thing out of our iron 
leg sales. 


Reputation for New Items 

“We like to sell what is new,” 
adds Mr. Schoeneman, “especially 
those things people think they 
must order out of town. Stocking 
wrought iron legs, for example, 
helps impress our trade that 
Schoeneman’s is up-to-date with 
the latest ideas and materials and 
(continued on page 60) 
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SAMPLE PIECES OF FURNITURE utilizing wrought iron legs are seen in this 


tore display at Barker-Lubin’s, 


Springfield, Ill 


Plastic bonding cement and 


application rollers are seen on the table top 


that, of course, helps make sales 
for us 

“Why let our people buy out of 
state when it is so easy to visit 
our showroom, where we can also 
sell them other items? If a dealer 
is looking for something new to 
build trade, wrought iron legs are 


a good item to sell.” 

An Illinois firm with a reputa- 
tion for smart merchandising, 
Barker-Lubin Co. of Springfield, 
has several store displays of cabi- 
nets and tables utilizing wrought 
iron legs. To make these units 
even more attractive to customers, 


Barker-Lubin will custom-surface 
any of these tops with a plastic 
laminate, using their own hot press 
for the job. 

Dealers are selling a number of 
plastic laminates especially-made 
for the customer who would prefer 
the experience of doing this sur- 
facing job himself. (See American 
Lumberman’s 1954 Dealer Prod- 
ucts File, April 5, pages 459-481 
for names of these manufactur- 
ers.) 


; Busy AS 
. 
“> BEAVER? 


de 


+ 


This Yard Goes for Girls 


Finding and training efficient store 
personnel is a vexing problem for most 
dealers. One St. Paul, Minn., dealer 
has solved it by hiring girls. He swears 
(not literally) by Shirley, Doris and 
Florence. Read why in “This Yard 
Goes for Girls in a Big Way.” Page 42. 








GRACE ROUTER 
FIXTURE voce cue 


Makes Trimming Safe and Easy 





Gone are the days of 

make-shift or shop-modi- 

fied tools for fabricating 

laminated plastics. Grace 

tools are designed exclu- 

sively to do this job... to 

do it cheaper, faster... 

to stand up longer. Quick 

set-up change for bevel and 

flush trimming . . . for tem- 

= tay fee plate, slot and spline groove 

| cutting 

ROUTERS ¥ See Your Formica Distributor . . . 

FIXTURES Listed Under Plastics in Your 
BITS & Telephone Yellow Pages. 


THE GRACE FABRI-TOOL COMPANY 
1238 CHASE AVE., CINCINNATI 23, OHIO 


Please send me your folder of illustrated literature giving numbers, prices and 
specifications on your complete line of cost cutting fabricating tools 


(To obtain more data on advertised products see page 
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CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get comnlete information — write for Bulletin 
No, AL-54. 


STANDARD CONVEYOR CO. 
General Offices 
North St. Pavi, Minnesota 
Sales and Service in 
Principal Cities 


RAVITY & POWER 
CONVEYORS 
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NOW Famous KoolShade ® 


screens available for use with Trus- 
con Series 138 Double-Hung Steel 
Windows. KoolShade screening cuts 
glare, screens out heat, keeps rooms 
cooler. Cuts air-conditioner operating 
costs. Ask Truscon for details about 
this newest sales feature. 


- BurLpInc Propucts MERCHANDISER 


TRUSCON 


SERIES 138 
DOUBLE-HUNG STEEL WINDOWS 


For homes in every price class, Truscon Series 138 is your 
greatest window value. It is economical enough for the most 
modest home. It offers beauty and quality features appropri- 
ate to the most expensive residence. It blends with all types of 
architecture. 

Superior construction features have made it the largest-selling 
window of its type in the world; yet, it costs no more than 
many windows made of other materials. And, that’s first cost 
only. From then on, 138’s start saving you money. 

You save on installation time. Truscon Series 138 Double- 
Hung Steel Windows are complete. All hardware is attached. 
Stainless steel weatherstripping and tape balances are built in. 
That means a minimum of handling, fitting, and other field 
work. Just position and attach to studs or masonry. 

Home buyers save, too. Truscon Steel Windows can’t warp, 
swell, shrink, or rot. They stay amazingly airtight, easy to 
operate. That means fuel and maintenance savings. Sweet's 


File has more details and specifications, or write Truscon for 
the facts. 


TRUSCON® TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


1058 Albert St., Youngstown 1, Ohio 
Export Dept: Chrysler Bidg., New York 17, N.Y. 


a@ name you can build on 


a 
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YOUR AD OF THE WEEK 





No. 9 of a series 


SALES FORECAST vs. SALES POTENTIAL 


Substantial as they are, reliable forecasts for re- 
modeling and repair volume represent only a “safe” 
estimate of what is public is going to buy. They have 
little relationship to what the public can be sold. 


These forecasts are based on projected trends. They 
do not reflect the volume that could and should be 
created by a major increase in promotion and sales 
effort at the retail level. 


tegardless of predicted national volume, every dealer 
has the opportunity to greatly increase his own “ex- 
pected” portion of this business. Extra remodeling 
sales can be created in your community with a pro- 
gram designed to do the job. Two requirements are: 

(1) Consistent advertising featuring “package’”’ sell- 
ing of added rooms, recreation rooms, garages, built- 
ins and other projects. 


(2) Your ads must be written to make prospects 
want home improvements more than they want a new 
car, appliances, travel, etc. Use sound basic copy ap- 
peals. Your ad is your salesman in print. Like a good 
salesman, it should drive home such points as “family 
comfort and convenience,” “enhanced property value,” 


“pride of ownership.” It should point out “enjoy it 


now, pay for it in easy monthly payments.” 


SEND NOW FOR THIS 
FREE ADservice BOOK 


Shows the complete series of 
254 ADservice mat illustrations, 
plus layouts, copy, ideas. Makes 
it easy for you to follow the 
ad program recommended by 
NRLDA’s Merchandising Com- 
mittee, 

2 

| (please print or type) 

| AMERICAN LUMBERMAN 

139 No. Clark St., 


| Chicago 2, Illinois 

| Rush my free copy of the 48-page ADservice book. 
| NAME 

| COMPANY 


| ADDRESS 
| CITY 
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Suggested ad using ADservice mats to tie in 
with current national “Add-a-Room” promotion. 


YOUR NAME OR SIGNATURE CUT HERE 


Give Your Family Needed Room NOW! 


4 


TAKE YEARS 
TO PAY! 


ADD A 
ROOM 


COMPLETELY FINISHED 
FOR AS LITTLE AS 


‘00 


PER MONTH 


* 


brand and type 
WALLBOARD 


brand and type 
INSULATION 


all sizes and styles 
INTERIOR DOORS 


Complete Materials 
for this 14°x 20’ 


GARAGE 


ONLY 


$00.:". 




















YOUR NAME 


SUGGESTED COPY "A" 

PLENTY OF ROOM is the key to a happier, more com- 
fortable home ... An added bedroom, a recreation room, 
or a “hide away” study ... can be planned to fit your 
family’s needs exactly ... and you can pay for it as you 
enjoy it! ... Typical 12 x 14 room, on poured concrete 
foundation, best grade bevel siding, fully insulated walls 
and ceiling, (list other features and materials) ... only 
$00 per month. We will arrange for contractor and handle 
financing details if you wish. COME IN TODAY! 
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.-if Moves s og ee 
the year ’round te ae 
and here’s why! ) 


DEMAND for Trinity—the whitest white—is broad and 
growing. Used in concrete products, stucco, terrazzo, light 
reflecting floors, etc., etc. 

A Fine Propuct. Made of selected oyster shells and 
clays that are pre-processed before actual manufacture be- 
gins. Tested for quality 200 times during each days run. 

ADVERTISED continuously since 1941 and currently 


appearing in more than 20 publications reaching all 


segments of the building field. 


Stock Trinity White for 
year ‘round profits! 





‘WHY WHIT: 
Ty Whit 


e ; 
' ae 4 
® 
a2 
incl White. -+- A Trve Portiand Cement 


, a Bhi 
a wir. we 
3 Pion Bre 


A Product of GENERAL PORTLAND CEMENT CO. + Chicago - Dallas - Chattanooga - Tompa - Los Angeles 
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ONE-HUNDRED LUMBER DEALERS already have re- 
ceived the Lu-Re-Co system package. An employe of the 
National Plan Service, Inc., which is distributing the pack- 
age, examines the scale model which serves as an effective 
sales aid 





IT’S EASY AS 


ABC! 


GRANT ST. LBR. 


LU - RE - C0 
WALL PANELS 


Build your own house? Why sure! 
With Grant Street Lumber Lo-Re- 
Co wall panéis you can build a ' 
house yourself in jig time—pay as 
you go or finance the whole thing 
on FHA. These strong rigid panels 
4-ft. wide and &-ft. high are pre- 
cisely made in our own yard and 
they fit together perfectly. Come in 
and see our working 

go over plans of smart 1964 homes 
which can be built with La-Re-Co 
panels, 





FAST AS 





With the help of a friend 
or twe, erect Lu-Re-Co 
walle — no cutting or 
measuring te do! 


DOOR PANELS Privacy Window 


Panels can be purchased separate- 
ly for home additions — and with 
or without exterior siding, win- 
dows and door frames in place. 


GRANT STREET 
LUMBER 
Grant St. at Ridge Road 
Phone 4-1158 


*Trademark registered Lumber Dealer's Research Council 


THREE! 
Put Our roof trusses in 
place and you have your 


house closed in — ready 
fer interior finishing. 














ATTRACTIVE AD appeals to the do-it-yourself trade, Copy 
says, “ pay as you go or finance the whole thing on 
FHA.” lUlustrations are from mats in the Lu-Re-Co mer 
chandising package 
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Over 100 Dealers Using 
Lu-Re-Co Sales Package 


Complete merchandising and techni- 
cal information now available; dealers out- 
line promotional plans. 


More than 100 dealers in all parts of the country 
already are using the Lu-Re-Co panel construction 
system package. Spot checks by American Lumber- 
man in the midwest indicate that dealers are selling the 
advantages of this system cf construction to both the 
do-it-yourself customer and to contractors. 


The system, which involves use of modular 4’ x 8’ 
panels and roof trusses, was developed by the Uni- 
versity of Illinois Small Homes Council for the Lum- 
ber Dealers Research Council (American Lumber- 
man, Feb. 8, page 40). Mailing of Lu-Re-Co packages, 
which contain complete engineering and merchan- 
dising information, has been underway about six 
weeks. 


Strong belief in the do-it-yourself sales potential 
prompted the Grant Street Lumber Co., Gary, Ind., to 
become one of the first dealers tc erect a display 
house—-and inquiries started rolling in as soon as the 
walls were up. 


“We've had a great many customers and strangers 
stop by to ask about the house,” says A. P. Morrow, 
president. “Many expressed a desire to build one of 
the panel houses and a few even announced inten- 
tions to build two houses.” 


(continued on page 66) 
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BUILDING 


Tomorrow at breakfast, let your coffee and a lighted 
match show you how Johns-Manville Spintex insula- 
tion can keep heat from moving out of a home. 

Only this type insulation properly applied prevents 
heat escaping all 3 ways. 


by eonductiow : 


Notice how quickly the handle of your spoon warms 
up. Fast-moving molecules in the hot coffee kick into 
action the slowed down molecules of a cold silver 
spoon. In this same way, furnace heat kicks its way 
out through uninsulated or poorly insulated walls and 
ceilings. 


© by cow/ection : 


When you light a match for your cigarette, notice that 
the flame is pulled straight up by rising heat. Heit 
behaves the same way in a house with uninsulated 
walls and moves to the colder surfaces where it finds 
ready exit to outdoors. Drafts result. 


by nadiolton: 


Now sip your coffee. Notice it has cooled perceptibly 
in a short time. What happened to the heat? Most of it 
propelled itself out into the air, will continie to 
radiate in all directions unless it is stopped by effici- 
ent insulation. 


Propucts MERCHANDISER 


Johns-Manville Spintex Insulation 
prevents heat escaping all 3 ways 


oe eo 8 8 8 8 oe 


JOH NS_MANYILL 


? 


ovucts 


Here’s why J-M Spintex Batts 
and Blankets are superior: 


1. Made of the new long fibre Spun Rock Wool 
originally developed by Johns-Manville. 
This long fibre spun wool plus J-M “Know How” 


results in a better batt or blanket than ever before 
produced. 


2. 


3. Spintex will not settle—its long fibres are firmly 


felted for maximum resistance to normal building 
movement. 


4. Cuts clean; leaves clean sharp edges, for snug fit 


—will not fall apart. 
Easy to install. They hold their shape. Rigid yet 


resilient characteristics assure easier handling, 
quicker installation. 


5. 


Backed by Johns-Manville’s years of experience in 
developing insulations for home and industry. 
For full details about Spintex Insulation, write 
Johns-Manville, Box 60, New York 16, N. Y. 


Johns-Manville 
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MODEL HOUSE, located adjacent to the Grant Street 
Lumber Co., Gary, Ind., has attracted scores of inquiries 
Interior of the structure will be left unfinished so prospects 
can see details of panel and roof-truss construction 


Lu-Re-Co 


(begins on page 64) 


Using only the model house that’s included in the 
promotional package, the Mathieu Lumber & Supply 
Co., Blue Island, Ill., sold three houses to do-it-your- 
self customers. John Kerkhoven, construction fore- 
man, says the firm will erect two display houses on a 
lot near the vard. 

R. A. Schaub, president, Northern Indiana Lumber 


"SUPERIOR" 


& Coal Co., Whiting, Ind., reports completion of a dis- 
play house in Hammond. The house will be part of 
the Parade of Homes promotion this summer. Schaub 
says that interest in the home is at a high level even 
though local publicity has not started. 

More than 100 contractors recently attended a 
meeting sponsored by the DeVille Lumber Co., Can- 
ton, Ohio, which featured a description of the Lu-Re- 
Co system. “The contractors expressed keen interest 
in the system,” says Ray C. DeVille, secretary. 

Most dealers will fabricate the panels and roof 
trusses in their own warehouses or shops. Some in- 
tend to sell the homes panel-by-panel; others will 
finance the cost of the materials for the do-it-yourself 
builders; and others plan to have contractors erect 
shell-type homes. 

Most of the dealers are using 4’ x 8’ sheets of 3” 
plywood for sheathing in place of 25/32” fibreboard 
because of FHA regulations. Difficulties with glaziers 
unions in the Chicago region caused dealers to seek 
unglazed window units which will fit the 4’ x 8’ pan- 
els. Do-it-yourself buyers probably will use _ pre- 
glazed units. 

For complete details regarding the Lu-Re-Co pack- 
age, write to the National Plan Service, Inc., 1315 
West Congress Street, Chicago, distributors for the 
Lumber Dealers Research Council. The package con- 
tains: panel jig and truss plans; a license allowing 
dealers to use the trade-marked Lu-Re-Co name; a re- 
search report; supply of gummed labels; a sales-aid 
demonstration model; 50 copies of a full-color booklet 
which describes the system and homes; and four display 
posters; a variety of mats for use in newspaper and 
direct mail advertising; two radio commercials; two 
general newspaper and radio publicity releases; and 
suggested layouts for eight newspaper ads. 





MARYSVILLE, CALIFORNIA 


SUPERIOR LUMBER 
SLES COMPANN 


(To obtain more data on advertised products see page 104) Vay 17, 1954, 


Spec‘alizing in 
excellent quality dry 
Ponderosa, Sugar Pine, 


White Fir and Douglas Fir 


Equipped with Modern 5Stetson- 
Ross planer, Irvington Smooth 
double-end trimmer. Member of 
the Western Pine Association. 
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EMPHASIS ON ADVERTISING was made during the lively panel discussion on 


salesmanship at the Texas convention 


Members of the panel, left to right, are 


Donald R. Brann, president, Easi-Bild Pattern Co., Pleasantville, N. Y., Chessley 


Grogan, Grogan Supply Co 


, Atlanta, Tex., 


Robert Aylin, speaking, Aylin Adver 


tising Agency, Houston, Ai Carr, Al Carr Lumber Co., Ponca City, Okla., and 
Phil Creden, public relations director, Edward Hines Lumber Co., Chicago, who 


moderated the panel 


Factual Panel Discussions 
Highlight Texas Convention 


Panel discussions that produced 
vital facts for the estimated 5,000 
dealers in attendance highlighted 
the 68th convention of the Lum- 
bermen’s Association of Texas at 
Ft. Worth, April 11-13. 

Robert Aylin, Avlin Advertising 
Agency, Houston, started the panel 
discussion on salesmanship by 
pointing out: “Lumber dealers are 
at the bottom of the retail list 
when it comes to investments in 
advertising. An American Lum- 
berman survey says that 39% of 
all dealers are spending less than 
one-half of 1% for advertising.” 

When asked about the proper 
media to use, Aylin replied: ‘“Deal- 
ers must select media that are best 
suited to their particular needs. 
Of course, the telephone book is 
the first place to start advertising. 
Home maintenance and improve- 
ment magazines are excellent me- 
dia because the average customer 
thinks in terms of the ideas and 
finished products that the maga- 
zines present.” 

Importance of Women 

Al Carr, president, Al Carr Lum- 
ber Co., Ponca City, Okla., said, 
“You must cater to the real buyers 
and they are the women. Women 
buy 87% of all materials that go 
into the home and they influence 
purchases of the other 13%. Some 
dealers stand today where the 
ladies’ ready-to-wear stores were 
20 years ago. Today women won’t 
buy dusty dresses but lumber 
dealers are still trying to sell them 
dusty cans of paint. Today the 
woman buyer doesn’t know what a 
square of roofing is and what’s 
more she doesn’t want to know.” 


BuILpInG Propucts MERCHANDISER 


Answering a question on selling 
through financing, Chessley Gro- 
gan, Grogan Supply Co., Atlanta, 
Tex., said, “Your customers just 
want to know how much a month 
and how many months.” 

Don R. Brann, president, Easi- 
Bild Pattern Co., Pleasantville, 
N. Y., reiterated the need for deal- 
ers to establish do-it-yourself de- 
partments or risk losing this busi- 
ness to an increasing rash of main 
street do-it-yourself stores. The 
panel was moderated by Phil Cre- 
den, public relations director, Ed- 
ward Hines Lumber Co., Chicago. 

Other Panel Groups 

Other panel discussions includ- 
ed: employe relations, moderated 
by Gene Klein, Star Lumber Co., 
Amarillo; management problems, 
moderated by P. J. Goodnight, 


Buell & Co., Dallas; yard efficiency 
and controls, moderated by Ralph 
Campbell, Johnson-Campbell Lum- 
ber Co., Ft. Worth; and open-end 
mortgages, moderated by Arthur 
S. Goldman, marketing and re- 
search director, House and Home 
magazine, New York. 

New officers of the Texas Lum- 
bermen’s Association are: Harvey 
L. Richards, president, Richards & 
Krueger Co., New Braunfels; 
W. H. Curry, vice-president, W. F. 


. J. Goodnight, vice-president, 
Buell & Co., Dallas; W. B. Carssow, 
vice-president, Alvis & Carssow, 
Austin; D. G. McNair, treasurer, 
Temple Lumber Co., Houston; 
A. B. Cover, sergeant-at-arms, Se- 
guin (Tex.) Lumber Co.; and Jack 
Dionne, honorary secretary, Hous- 
ton. 

Gene Ebersole was reappointed 
executive vice-president and Vin- 
cent Ogletree was named secre- 
tary. 


Name Lachmund Treasurer 
Of "Joe Must Go Club” 


Carl Lachmund of the Lach- 
mund Lumber & Coal Co., Sauk 
City, Wis., has been appointed 

treasurer of the 

“Joe Must Go 

Club’ which 

originated in 

his home town. 

The club was 

founded by edi- 

| tor Leroy Gore 

of the Sauk City 

Star who pro- 

posed a petition campaign to force 

Wisconsin senator Joseph McCar- 

thy to stand for a recall election. 

A recall election would require 

40,000 signatures—one-quarter of 

the total vote for governor in the 

Wisconsin 1952 election. At pres- 

ent, it is estimated more than 20,- 

000 signatures have been recorded. 

Each signer must be a qualified 
Wisconsin voter. 


Lachmund 


TEXAS ASSOCIATION OFFICERS, elected at the 68th annual convention in Ft. 
Worth last month are, left to right: P. J. Goodnight, second vice-president, Dal- 
las; Gene Ebersole, executive vice-president, Houston; H. L. Richards, president, 
New Braunfels; W. B. Carssow, third vice-president, Austin; W. H. Curry, first 
vice-president, Waco, and D. G. McNair, treasurer, Houston. Not present are 
Vincent Ogletree, secretary, Houston, and A. B. Cover, sergeant-at-arms, Seguin. 
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PULLMAN. Zein 
DO-IT-YOURSELF 


REPLACEMENT 


SASH BALANCES 


Guaranteed ! 
Easy to } Install! 


MARKET-TESTED! 


Do-it-yourself kit makes it easy for 
anyone to replace worn or broken 
sash cords in minutes. You don’t 
have to remove the window. Noth- 
ing to do but take out the old 
pulley and replace it with Lifetime 
Balance. Householders, landlords, 
handyman-carpenters buying by 
hundreds in test stores. Display 
unit sells for you. Your jobber has 
it, or for full details, write: 


LLM 


MANUFACTURING CORPORATION 
325 HOLLENBECK STREET 


ROCHESTER 21, NEW YORK 


(To obtain more data on advertised products see page 104) 





Foolproof ! 





Tell New Jersey Dealers 
To Stay "On Your Toes” 


The concensus of opinion of a 
panel opening the recent 70th an- 
nual New Jersey Lumbermen’s 
Association was that retailers can 
best serve their customers by be- 
ing on their toes and taking advan- 
tage of the latest industry develop- 
ments. 


At another meeting, the Atlantic 
City convention was told to “smart- 
en up displays and selling” by 
P. W. Cadwallader, Pennington, 
speaking on behalf of fellow re- 
tailers. 


RETIRING PRESIDENT Arthur M. 
Mason congratulates Fred W. Schantz, 
newly elected president of the New 
Jersey Lumbermen’s Association at 
the group’s recent convention at At- 
lantic City. Shown left to right are: 
Mason; G. Bernard Roesler, reelected 
treasurer; Schantz, and Walter Weis- 
miller, new second vice-president. 
Aren Kaslander, reelected first vice- 
president was unable to attend the 
convention. 


“Try to sell what you have to 
sell, such as lumber,” he said, 
“rather than that which you would 
like to sell, but may not be your 
line.” 

“Do-it-yourself is creating new 
business and providing an oppor- 
tunity for service on the part of 
the retailer,” said Norman W. 
Herr, Bayonne Steel Products, 
Newark. “Packaged do-it-yourself 
courses are proving invaluable to 
retailers who wish to enter this 
new and lucrative field.” 

At the meeting, the following 
officers were elected: Fred W. 
Schantz, Chandler & Maps, Inc., 
Long Branch, president; Aren Kas- 
lander, Charles Bahr & Son, Inc., 
reelected first vice-president; Wal- 
ter W. Wiesmiller, George G. Sal- 
mon Co., Hackensack, reelected 
treasurer. 


Edward C. Frick, Newark, who 
was reelected executive secretary 
later resigned. At a meeting of the 
association’s board of trustees, 
Hugh O. Tompkins was appointed 
secretary-manager. Robert W. 
Derow will continue as executive 
assistant. 
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GLUE ROOM 


Problems? 


You'll save time and money, 
get better results with 
Thomas D. Perry's new book— 


150 GLUING 


Questions & Answers 


Here's a proment. idea-packed book you'll use 
regularly if you have a gluing operation. Whether 
you're a lumber producer with laminating, edge 
luing or end gluing problems—a plywood maker, 
urniture, cabinet or millwork manufacturer who 
could use time and money saving ideas in the 
glue room or press department—or make pianos, 
organs, caskets, boats, trailers, doors, desks, or 
what not .. . you'll find 150 GLUING QUES- 
TIONS AND ANSWERS. 


A Daily Aid to Better 
Glue Room Operations 





durable 
« 150 
photos 


Handy 5'/2x8'/2"' pocket size « 
cover * fully indexed + 100 
problems «+ 46 drawings « 

* 8 tables 





Every man in your plant who has gluing responsi- 
bilities will want his own personal copy of this 
valuable reference book! 
Price: $1.50 per copy postpaid 
Quantity Discounts: 
10% 25-49 copies 
15% 50 or more 


Don't delay! Order yours now! 


5-10 copies 
11-24 copies 


Reprint of 14 articles from 


WOOD & WOOD PRODUCTS 


139 No. Clark St. Chicago 2, Ii! 





Wood & Wood Produc’s 

139 N. Clark S*., Chicage 2, Ill. 

Please send us co (ies) of 150 
GLUING QUESTIONS AND ANSWERS, at 
$1.50 per copy postpaid (less discount 


applying for 5 or more copies). Our 
check Is enclosed 


Name 
Company 
Address 
City 
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MANUFACTURERS IN THE NEWS 


GRADUATING CLASS of a recent two- 
day factory training course, sponsored 
by Lockwood Hardware Mfg. Co., 
Fitchburg, Mass., attended classes 
covering all phases of the builders’ 
hardware business. Seated in front of 
a group of Lockwood executives, front 
row left to right, Don Busby, Mission 
Hardware Co., San Antonio; C. E. 
Fisher, Jr., Allied Roofing Products 
Co., Baltimore; James Gormley, Build- 
ers’ Hardware & Supply Co., Los An- 
geles; William Rierson, Brown, Rogers, 
Dixson Co., Winston-Salem, N. C.; 
Robert Sanford, Foxworth McCalla 
Lumber Co., Phoenix, Ariz.; Fritz 
Horst, Builders Hardware, Inc., Cleve- 
land; John Studds, W. T. Weaver & 
Sons Co., Washington, D. C. 


Henrichs to Direct 
Merchandising Clinics 


R. F. Henrichs has been appointed 
managing director of the newly 
created merchandising-management 
clinic department of the Northwest- 
ern Lumbermens Association, Min- 
neapolis. 

Henrichs will conduct three- and 
one-day management and merchan- 
dising clinics in key cities through- 
out the area covered by Northwest- 
ern. These meetings will cover 
every subject necessary to the suc- 
cessful operation of a retail lumber 
and building material business. 

According to W. H. Badeaux, sec- 
retary of the association, the clin- 
ics were established to meet the 
need for better merchandising and 
management methods, and a great- 
er knowledge of customer relations 
and products. 


Plextone Sales Increase 

The story of the steadily increasing 
demand for Plextone, the new one-coat 
textured, multicolored interior enamel, 
was told to the distributors of the 
product recently by B. F. Ames, gen- 
eral sales manager of Maas & Weld- 
stein Co., manufacturers of paint 
products, at the group’s first annual 
convention. 

Ames pointed out to the distributors 
that Plextone has made giant strides 
in acceptance among architects, build- 
ers, painters, home owners and busi- 
ness property owners since the com- 
pany launched its formal promotional 
program in 1953. 
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Notre Dame Scholarship 
Founded by O'Brien Paint 


The establishment of a scholar- 
ship in the departments of chem- 
istry and chemical engineering at 
the University of Notre Dame by 
the O’Brien Paint Corp., South 
Bend, Ind., paint manufacturer, 
was recently announced by the 
Rev. T. M. Hesburgh, university 
president. 

Founded in the memory of the 
late Jerome J. Crowley, Sr., chair- 
man of the board of O’Brien, the 
grant provides a two-year full tui- 
tion scholarship for a student ma- 
joring in chemistry or chemical 
engineering. The winner of the new 
scholarship will be announced next 
month. Earlier, the O’Brien Corp. 
established scholarships in the mem- 
ory of Patrick O’Brien, founder of 
the company and George L. O’Brien, 
a former president. 


REV. T. M. HESBURGH, left, presi- 
dent of the University of Notre Dame 
receives a two-year full tuition scholar- 
ship for a student majoring in chem- 
istry from Jerome J. Crowley, Jr., 
president of O’Brien Paint Corp. 


Southern Jobbers Meeting 


The Southern Sash & Door Job- 
bers Association will hold its 19th 
annual meeting at the Peabody 
Hotel, Memphis, Tenn., on June 
7-8. New officers and directors will 
be elected and a panel will discuss 
retail lumber dealer problems. 


Southern Screw Company 
Plans $2 Million Expansion 


Southern Screw Co., Statesville, 
N. C., manufacturer of wood 
screws, has announced that an ex- 
pansion program calling for an in- 
vestment of $2 million and requir- 
ing two to three years to complete 
will begin at an early date. 

This new plant, with an eventual 
capacity of approximately 500,000 
square feet, will afford room for 
all the company’s operations, in- 
cluding its present line of wood 
screws, and will more than treble 
the company’s present space. 

It is expected that totai opera- 
tions of the company, after com- 
pletion of the program, will pro- 
vide employment for 600 to 800 
employees. Operations will be ex- 
panded to include the manufacture 
of machine screws, sheet metal 
screws, drive screws, cap screws, 
lag screws, and hanger bolts. 


Ponderosa Pine Group 
Elects Horner President 


F. A. HORNER, left, newly elected 
president of Ponderosa Pine Wood 
work Association is congratulated by 
R. H. Morris, general manager of the 
association. 


F. A. Horner, president of Rock- 
well Sales Associates, Chicago, was 
recently elected president of the 
Ponderosa Pine Woodwork Asso- 
ciation at an annual meeting in 
Chicago. 

Horner succeeds A. H. Mohring, 
vice-president of Edward Hines 
Lumber Co., Chicago, who served 
as association president during the 
past year. Members of the associa- 
tion, with headquarters in Chicago, 
are producers of ponderosa pine 
lumber and manufacturers of wood 
windows, panel doors, cabinets and 
millwork made of ponderosa pine. 

Other officers elected at the an- 
nual meeting were Paul W. Curtis 
of Neils Lumber Co., Minneapolis, 
vice-president; J. D. Rowland, vice- 
president of Andersen Corp., Bay- 
port, Minn., treasurer; and Loyde 
S. Blakley, Brooks-Scanlan, Inc., 
Bend, Ore., secretary. Phil Creden, 
director of public relations, Edward 
Hines Lumber Co., was appointed 
chairman of the association’s adver- 
tising committee. 
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Hardsocg Retires as 
Nicholls Tool President 


Fred Hardsocg has retired as 
president of the Nicholls Mfg. Co., 
Ottumwa, lowa, tool manufacturer. 
Hardscog, who was elected presi- 
dent in 1949 when the company 
was incorporated, has been elected 
chairman of the board of directors. 

Succeeding him as president is 
his son, Martin B. Hardsocg, who 
will also act as treasurer and gen- 


Martin Hardsocg Fred B. Hardsocg 


eral manager. Another son, Mur- 
ray B. Hardsocg, is vice-president, 
secretary and director of the sales 
division. 

Fred Hardsocg is the son of the 
company’s co-founder who in 1896 
joined Moses Nicholls, inventor of 
the first framing and rafter rule 
to be placed on the carpenter steel 
square, to form the company. Be- 
sides steel squares, the company 
now manufactures cement and 
plaster finishing tools. 


Let's Go Fishing is Theme 
Of Speechless Convention 


A “shirt-sleeve” type of meeting 
with no speeches and plenty of relax- 
ation and fun was the object of annual 
sales convention of the Shower Door 
Company of America. 


The meeting, sponsored by one of 
the largest manufacturers of shower 
doors, tub enclosures and daylight 
shower stalls, was held at the firm’s 
Atlanta home office recently. 


Highlight of the meeting was a fish- 
ing trip to Homosassa, Fla. Following 
a dinner party in Atlanta, the group 
boarded chartered busses and fished 
for three days aboard fishing launches 
furnished by the company. 


Marsh Name Sales Mgr. 


Appointment of John R. Marsh as 
sales manager of the Warren Supply 


Co., Miami, 
screens Was 


manufacturer of metal 
recently announced by 
James Breslow, company president. 

Marsh joined the Warren organiza- 
tion after five years as factory man- 
ager and assistant to the president of 
American Screen Products. He will 
be available for consultation by War- 
ren customers on special engineering 
problems. 
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Tom Jones to Promote 
Packaged Screen Door 


Tom H. Jones was recently ap- 
pointed vice-president of Parmco, 
Inc., Ontario, Calif., according to 
William Graef, Parmco president. 

Jones was 
formerly gen- 
eral manager of 
Rusco Prime 
Window Co. 

Santa Ana, 

Calif. He will 

be in charge of 

all sales and 

promotion of 

the Tropic’ere 

extruded alumi- 

num screen 

doors. Designed T. H. Jones 

to sell over the counter for the 
do-it-yourself market, each door 
comes completely packaged with 
instructions for home installation. 

The Tropic’ere is being offered 
for the first time to lumber dealers 
in Calif., Tex., N. M. and Ariz. 


Glass Panels Produced 
By Continuous Operation 


After months of development 
and testing, the American Window 
Glass Company plant at Wampum, 
Penna., is producing structural fiber 
glass panels by a continuous me- 
chanical operation. 

The polyester resin laminate, 
called American Panal. is being 
produced in uniform thicknesses, 
color and strength throughout its 
entire cross section and with uni- 
form matting thickness. 


Widths up to 48” are standard 
with sizes in a range that easily 
accommodates 4” modular construc- 
tion. Sheets can be supplied in 16’ 
or longer lengths if desired, though 
usual sizes are 6’, 8’ and 10’. Panal 
is produced in eight pastel colors 
and two trim colors to meet pre- 
tested consumer demands. 


VinylTile Approved 
For On-Grade Floors 


Goldseal VinylTile has been ap- 
proved for installation over on-grade 
concrete underfloors, with or without 
radiant heat, it was recently an- 
nounced by R. Kenneth Austin, mer- 
chandise manager, Gold Seal Div., 
Congoleum-Nairn, Inc., Kearney, N. J. 

Commenting on this development, 
Austin said that this opens a new field 
for vinyl flooring. Now it can be is- 
stalled on the floor of ranch style 
home which is usually on grade and 
frequently uses panel heating. This 
type home accounts for about one- 
third of the new homes constructed 
annually. 

Austin says that his firm now has 
three products suitable for on-grade 
installation over floors that have ra- 
diant heat. In addition to VinylTile, 
there is Ranchtile, a special linoleum 
product, and asphalt tile. 
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Gate City Producing 
Aluminum Awning Window 


Actual production of the alumi- 
num awning window unveiled at 
the Chicago Builders Show recent- 
ly has begun at the Gate City Sash 
& Door Co., Ft. Lauderdale, Fla. 

The first windows off the pro- 
duction line are crank operated. 
Later models will be electrically 
operated similar to the model dem- 
onstrated in Chicago. The compact 
electrical mechanism fits into the 
same frame as the crank-operated 
type. A low-voltage control switch 
will make it possible to have win- 
dows installed with individual 
switches or master controls for 
entire walls if desired. In case of 
power failure, the windows can be 
operated manually. 

The putty failure problem has 
been solved by using aluminum 





strips glazing. These heavy extru- 
sion aluminum strips also elimi- 
nate the wrinkling tendency some- 
times occurring with snap-in type 
glazing. With this aluminum glaz- 
ing it is possible to deliver win- 
dows to the job site with the glass 
installed. 

The problem of adjusting the 
sash to compensate for windows 
slightly out of square, as well as 
for periodic adjustments to main- 
tain tight closure, has been solved 
by using compensating sash hard- 
ware which adjusts each sash for 
tight closure and prevents warp- 
ing. 


Bradley Buys Michey Plant 


The Bradley Lumber Company of 
Arkansas has purchased the Warren, 
Ark., plant and facilities of Michey’s 
Lumber, Inc., according to S. B. Ful- 
lerton, president of Bradley. It is 
planned that the Michey plant, which 
ceased operations last April, will be 
in production this month. 

Bradley will produce hardwood floor- 
ing at the new plant and contemplates 
moving its hardwood block flooring 
and manufacturing operations to the 
new site. 
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ARMSTRONG fim 
QUALITY 


SEALING 
COMPOUNDS 


33 GLAZING 
COMPOUND 


**Do-it-Yourselfers'’ are using tons of 
ELASTIC *'33"' Compound annually. Great 
favorite for glazing windows, patching 
nail holes before painting, setting plumb- 
ing fixtures etc. Does not crack, crumble 
or chip off. Easy to apply. Outlasts ordi- 
nary putty many times over. Comes in 
1, 5-lb. and larger containers. 


KWIK-SEAL 


‘BATH TUB 
SEALER 


Big 6-fluid ez. tube: 50% more mate- 
rial — 21% lower price. Home owners 
prefer Kwik-Seal 6-to-1. Easy to apply. 
Adheres to any surface and dries quickly 
to a smooth, hard, white finish. 


The average home has a score of 
places which need caulking. Sell them 
this top quality, gun-grade compound at 
a very attractive price. It's ELASTIC — 
won't crack or crumble. Comes in both 
bulk and cartridge containers. 


ORDER FROM 
YOUR JOBBER 


The ARMSTRONG COMPANY 


CHICAGO DETROIT, DALLAS 


RICHMOND 


CHARLOTTE 
CALIF 


N.C 


BUILDING Propucts MERCHANDISER (To obtain 
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Because it grows slowly in rocky soil, at alti 
tudes above 2,000 ft., Willamette HI-HEMLOCK 
has greater density, closer grain, and uniform 


texture 


This more even balance between spring-wood 
and summer-wood means that HI-HEMLOCK is 
less subject to stresses during the seasoning 
process. Another reason why it pays to call us 


on that next lumber order 
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Producers of plywood, end- 
matched flooring and siding, 
large timbers and more than 500 
other lumber items. Mixed cars 


a specialty. 


Producers of HI-HEMLOCK 
FIR and CEDAR 
HI-HEMLOCK registered 

U. S. Patent Office 


Member West Coast Lumbermen’'s Association 


WILLAMETTE NATIONAL LUMBER CO. 
PLANTS AT CORVALLIS AND FOSTER, OREGON 


WILLAMETTE VALLEY LUMBER CO. 
PLANT AT DALLAS, OREGON 
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this close harmony 
will build your sales in °54 
with the big 


Selaam Wool awd. Tu Wood 


promotion program! 


It's yours to use—the program that ties the “big three”’ in 
the building field into ONE powerful, profit-producing 
team for lumber dealers! This year, Balsam-Wool and 
Nu-Wood promotion will influence“and activate archi- 
tects and their home owner-clients—builders ard con- 
tractors—while it offers YOU, the lumber dealer, direct 
on-the-ground help in making '54 a banner year for sales! 
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Yow ll get volume and profits faster 
with this «3-D° help? 


Yes—it’s a 3-dimensional program because it does 
a 3-way job! Here’s how— 


ARCHITECTS will learn how Balsam-Wool meets today’s 


need for better-quality insulation—how it offers modern advantages 
which no other insulation can match. Their home owner-clients will get 
the Balsam-Wool and Nu-Wood story in the big national magazines— 
in a full-color Hollywood -produced movie—in a host of colorful, prize- 
winning direct mail pieces—on television—and on radio. 


BUILDERS and carpenter-contractors will get 
the good news about Balsam-Wool and Nu-Wood in a new Hollywood movie, “Happy 
House’’—in special advertising—in stimulating meetings complete with sound-slide 
films. What’s more, they will get a complete new “How to do it” kit on Balsam-Wool and 
Nu-Wood application. Wood Conversion representatives will work with you in conduct- 
ing meetings—staging special promotions in your community. 


VOU —the lumber dealer—will reap 
the profit-benefit of such close cooperation. The Wood Conversion 
“3-D” program finds the customers for you—brings sales to your door 
—and protects your profits with the long-established Balsam-W ool policy 
“Sold through Lumber Dealers only.”’ Profit by Wood Conversion 
Company’s many years of experience in helping lumber dealers grow 
and prosper. See your Wood Conversion Company representative! 
Wood Conversion Company, Dept. 120-54, Fitst National Bank Build- 
ing, St. Paul 1, Minnesota. 


Balsam-Wool Choice of the 
Experts 


Koa 


Guaranteed Attic 


Insulation 
*Reg. U.S. Pat. Off, 
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ALL ABOUT WHOLESALERS 


“TELL MORE- 





SELL MORE” MEETING of the Builders Supply Co., San An- 
tonio, Tex., attracted more than 440 dealers, 


Left to right are: E. J. Gillis, 


tuberoid Co., Austin, J. G. Hall, Ruberoid Co., Dallas, S. C. White, Comal Lum- 
ber Co., Austin, J. Maurice Hoare, sales promotion manager, Ruberoid Co., New 


York, Gahahl Walker, Jr., president, Builders Supply Co., P. E 


). Gragg, Barrett- 


Gragg Lumber Co., San Antonio, and A. H. Ebert, secretary-treasurer, Builders 


Supply Co, 


Builders Supply Session 
Attracts 440 Texas Dealers 


Typical of what progressive 
wholesalers are doing to cement 
relationships with their dealer- 
customers and to promote good 
merchandising was the “Tell More 

Sell More” meeting sponsored in 
San Antonio, Tex., last month by 
the Builders Supply Co. 

Ganahl Walker, Jr., president, 
reports that more than 440 build- 
ing materials dealers and their 
wives attended the one-day event 
which was held in the firm’s ware- 
house. 

J. Maurice Hoare, merchandis- 
ing and sales promotion manager 
of the Ruberoid Co., New York, 
told dealers of the importance of 
using merchandising aids and tie- 
ing in with manufacturers’ na- 
tional advertising campaigns. 

Officers of the Builders Supply 
Co. are R. R. Witt, chairman of 
the board, Ganahl Walker, Jr., 
president and A. H. Ebert, secre- 
tary-treasurer. 


Bill of Rights Defines 
Salesman's Status 


A “Bill of Rights” for salesmen 
was adopted at a recent meeting 
of the National Association of 
Commission Lumber Salesmen, Inc. 
at Dallas. 

The document’s objective is to 
clarify the rights of salesmen and 
remove many of the misunder- 
standings which have existed be- 
tween shippers and salesmen. 
Some of the points covered include 
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service, distribution patterns, 
commissions, credits and disputes. 
The “Bill of Rights” has been ap- 
pended to a “Code of Ethics” which 
was adopted by the Association in 
1935. 

Copies of these documents are 
available to any dealer or salesman 
upon request to G. R. Gloor, secre- 
tary-manager, National Associa- 
tion of Commission Lumber Sales- 
men, 608 Wall Bldg., St. Louis 8, 
Mo. 


Lumberman's Ace Nearly 
Upsets Pro-Golf Champs 


silly Jo Patton is a Morganton, 
N. C., wholesale lumber salesman 
who spends his week ends on the 
golf course and his vacations play- 
ing in amateur tournaments. Last 
month he confounded the exnerts 
hv finishing one stroke behind Sam 
Snead and Ben Hogan who tied for 
first place in the 18th annual Mas- 
ters tournament, Augusta, Ga. 

Ironically, it was a wood shot 
which dropped into the water on 
the 13th hole that carriedc with it 
the faittastic hope that an amateur 
could finally write Master’s his- 
tory by beating the pros. 

Previous to this mishap, Patton 
made one of the greatest all-time 
shots in golf on the 190-yard * -h 
hole when he sent his drive spin- 
ning one yard past the cup before 
its backspin carried it into the 
hole for an ace. This was the sixth 
hole-in-one in the 18 years of Mas- 
ters tournament play. 


May 


Schechner to Manage 
Iliana Warehouse 


One of the newest wholesale 
building supply warehouses in the 
Calumet region, Illiana Ware- 
house, Inc., Blue Island, IIl., was 
introduced recently to retail lum- 
ber dealers at a “two-day open 
house. 

J. R. Hedberg, president of Illi- 
ana, announced that Chuck Schech- 
ner, secretary and treasurer of the 
corporation, will manage the ware- 
house. Schechner formerly was a 
sales representative for Flintkote 
Company. 

The 200'x60’ warehouse is built 
on a four acre plot, allowing room 
for future expansion and ample 
parking area. The warehouse walls 
are built of corrugated metal and 
the roof is cantilever trusses cov- 
ered with plywood and composition 
roofing. A shop adjacent to the 
warehouse will handle small mill- 
work jobs when machinery is in- 
stalled. 

Materials handling is simplified 
by a spur track on one side of the 
building and a concrete truck 
loading dock on the other. A fork 
lift truck will handle bundled and 
palletized material. Two semi- 
trailer trucks will be used for local 
deliveries. 

Additional storage space is at- 
tained by a 140’x60’ upper deck in 
the warehouse which is used to 
store bundled oak flooring, pack- 
aged items and seasonal materials. 


McDonald Promoted 


Promotion of Clark E. McDonald to 
vice-president of Central Woodwork, 
Inc., Memphis, Tenn., was announced 
by F. O. Schaefer, : 
president. For the 
past year, Me- 

Donald has been 

in charge of sales 

promotion and 

advertising for 

Central Wood- 

work, jobbers of 

millwork. In ad- McDonald 
dition to these duties he will now be 
responsible for sales management and 
dealer relations. 

McDonald has served as secretary- 
treasurer of the Southern Sash and 
Door Jobbers Association and was the 
first secretary-manager of the Ameri- 
can Wood Window Institute. He is 
a member of the Memphis Lumber- 
men’s Club and secretary-treasurer of 
Memphis Hoo-Hoo 92. 


Hot Profits in Air Conditioning 


Maybe you're too busy to have no- 
ticed, but one of the rapidly-growing 
trends in home building is air condi- 
tioning. Have you considered the best 
ways to sell this market? For good 
tips, be sure and read the article, “Hot 
Profits from Air-Conditioning Trend.” 
It’s on page 36, 
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Rosendahl Appointed 
Air-Vue Sales Manager 


Appointment of Frank Rosendahl 

as national sales manager for Air- 
Vue Aluminum Awning Windows, 
Miami, was an- 
nounced by R. B. 
Leonard, of R. B. 
Leonard, Inc., 
manufacturers of 
Air-Vue Awn- 
ings. 

Rosendahl is \ 
well known in the : 
window field, par- Rosendahl 
ticularly in Florida, where he is recog- 
nized as one of the authorities on 
jalousies and aluminum windows. He 
left Air-Vue Jalousie Co. to become 
president of the ABC Construction 
Products, one of the largest distribu- 
tors of glass jalousies in the south, 
where he directed sales. He sold his 
interest about a year ago to take over 
national sales for the Adams Engi- 
neering Co., Miami, a position he held 
until joining R. B. Leonard, Inc. re- 
cently. 


Super Salesman Difford 
Gets How-to-Sell Book 


A primer on the rudiments of 
selling was one of the gifts re- 
ceived by W. E. Difford, managing 
director of the Douglas Fir Ply- 
wood Association and the recog- 
nized master salesman of the ply- 
wood business. 

The book was part of the fun at 
a 64th birthday party held in Dif- 
ford’s honor at the southern re- 
gional meeting of the National 
Plywood Distributors Association 
recently held in Memphis. 

Some 50 mill representatives, 
jobbers and distributors, most of 
them old friends and fishing 
cronies of Difford, attended the 
party and toasted the guest of 
honor. 


Wholesalers Announce 


Joe Nuszbaum has joined the whole- 
sale department of the Hill-Behan 
Lumber Co., Chicago, and his head- 
quarters will be at Portland, Ore. He 
will act as a buyer and cover the area 
between Portland and Grant’s Pass, 
Ore. 

Harold Greenberg, formerly asso- 
ciated with the Stanley Lumber Co., 
Belleville, N. J., announces that he 
has organized his own wholesale dis- 
tributing company, the Amit Lumber 
Co., at Bloomfield, N. J. 

Howard F. Keller has been elected 
a vice-president and director of Whit- 
more, Rauber & Vicinius, Rochester, 
N. Y., distributors of building sup- 
plies. Keller formerly was an officer 
of Timely Clothes, Inc., Rochester. 


“The do-it-yourself trade prob- 
ably hasn’t hurt the contractors’ 
business—it has just hurt their 
feelings.” 


Guy L. Cummings, Jr. 


Economist Says Remodeling Jobs Will 
Cushion Any Decline in Home Starts 


Repairs and modernization of 
existing housing promises to take 
up the slack in the post-war build- 
ing boom, Walter E. Hoadley, Arm- 
strong Cork Co. economist, said 
recently at the seventh annual 
meeting of wholesale distributors 
of Armstrong building materials. 


“For every dollar now spent for 
new home building,” he told the 
meeting of 300 wholesalers and 
guests, “at least another 75 cents 
is being spent to fix up existing 
buildings. 


“Home repairs and moderniza- 
tion already are contributing bil- 
lions of dollars worth of business 
to the national economy and hold 
great promise for offsetting de- 
clines which may develop else- 
where in the building industry.” 


Hoadley estimated that seven 
out of ten houses of the 35 million 
in the nation, are in need of repair 
or enlargement. He said the na- 
tion’s home builders are now in a 
valley between the post-war boom 
and another home building spurt 
expected in the early 1960’s. 


Clifford J. Backstrand, Arm- 
strong president, told the conven- 
tion that business leadership today 
demands four characteristics— 
“integrity, courage, vision and 
creativeness.” 


J. V. Jones, manager of Arm- 
strong’s lumber dealer products 
department, called for a return to 
old-fashioned hard selling to meet 
the demands of a buyers’ market. 

Five wholesale distributors of 
Armstrong products were awarded 
special plaques for high sales. 
They were: W. M. Bird, Charles- 
ton, 8. C.; Robbins Door and Sash 
Co., Wilkes-Barre; Almarin-Phil- 
ips Co., Port Jervis, N. Y.; Western 
Builders Supply, Billings, Mont., 
and Wood Glass Co., Syracuse, 
N. Y. 


JAMES M. HAGOOD, of W. M. Bird 
Co., Charleston, 8. C., holds the plaque 
awarded his firm for having the best 
national sales record for Armstrong’s 
Cushiontone. At right is J. V. Jones, 
manager of Armstrong's Lumber Deal- 
er Products Div., who presented the 
award. At left, is Carl Vanwick, Arm- 
strong representative in the Charles- 
ton area. 


RELAXING DURING AN INTERMISSION of the seventh annual sales meeting 
of wholesale distributors of Armstrong building products are J. M. Fowler, Arm- 
strong representative in the Atlanta area; Arthur Hood, editor, American 
Lumberman; M. L. Binswanger, Binswanger and Co., Inc., Richmond, Va.; and 
C. J. Backstrand, president of Armstrong Cork Co. 


General manager 
Jones Lumber Co. 
Ft. Worth, Texas 
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THE LUMBER MARKET 


Possible Strike 
Causing Scare Buying 


SEATTLE—Scare buying domi- 
nates the market on the eve of a 
CIO loggers and lumbermens’ 
strike. Many mills won’t talk 
prices figuring if the strike takes 
place or is postponed the market 
will be affected. Many claim the 
men do not want to strike. 

Quite apart from buying induced 
by the strike threat it appears de- 
mand is somewhat improved. 
Prices, though mostly unchanged 
are firmer and most changes range 
upward. 

Fir and hemlock uppers are 
firmer. Shingles continue very 
firm. There is a big demand for 
No. 2 perfections and 5X. Cedar 
lumber is firm though prices vary 
at the mills. Most quotations on 
ceiling or flooring are $5.00 to 
$10.00 higher. 

Ponderosa Pine commons have 
changed a little. B and Btr 
dropped $3.00 while 2 and 3 settled 
at $68.00 and $49.00. Engelmann 
spruce No. 2 boards dropped $5.00 
to $10.00 but dimension is un- 
changed. 

British Columbia has shipped 
some 85 million feet to the Atlantic 
Coast in a two months’ period this 
spring and is also delivering lum- 
ber to U.K. “taking them off our 
necks” one local shipper com- 
mented. Export business is very 
slack. 

The log market is strong due to 
low input caused by inclement 
weather in late winter and spring. 
All kinds of logs are in small sup- 
ply in the open market. No. 1 fir 
is firm at $60.00 while No. 2 brings 
up to $55.00. No. 3 sells for $50.00. 
Prices of fir peelers are unchanged 
and so are spruce prices. No. 2 
shingle logs sell for $45.00 and No. 
3 for $30.00 to $35.00. Lumber 
cedar ranges from $75.00-$90.00 
with $80.00 representing the aver- 
age. No. 2 hemlock brings $42.50- 
$45.00 and No. 3 $40.00-$43.50. 


Mills Build Reserves 
Anticipating Strike 


TACOMA—With a weather eye 
turned toward the labor crisis that 
has been threatening the industry 
throughout the Pacific Northwest, 
lumbering and logging operators 
throughout this area have been 
producing steadily during the last 
fertnight, accumulating reserves 
against possible contingencies. 

The market itself has shown 
little change. Some demand for 
specific items was evident. In the 
main however this was from buy- 
ers obviously concerned at the 
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LATE STRIKE NEWS 


The stories on this page give the 
impressions of our correspondents in 
key market cities as the west coast 
strike drew near. For a complete story 
on the strike itself turn to page 8. 





possibility that an industry tieup 
might curtail supplies. Industry- 
wise it could hardly be regarded 
as other than a temporary factor. 
Delivery, rather than price, seemed 
to be the chief consideration. 
Weather conditions have been good 
and production has been up in 
consequence. 

Peninsula Plywood Corporation 
and R. D. McDonald, both of Port 
Angeles, were successful bidders 
on two tracts of Olympic National 
Forest salvage timber sold this 
week. Peninsula Plywood bid $26,- 
430, nearly three times the adver- 
tised minimum price, on 1,300,000 
seg feet of timber, mostly Doug- 
as fir. 


Most Prices Firm 
In Baltimore Area 


BALTIMORE -—— Most Lumber 
prices are holding firm all along the 
line for the most part. A slight im- 
provement has been noted in the 
lower grade flooring, the delivered 
price here on No. 1 and No. 2 oak 
being up $2 per M in the last month. 

As a sample of price conditions, 
clear white oak flooring is being de- 
livered here for around $190; select 
white at $180; clear red oak at 
$194; select red at $187; No. 1 com- 
mon white at $165; and No. 1 com- 
mon red at $16. 

Hardwoods remain very steady, 
and lumber dealers here see no 
change in price coming although the 
supply is a trifle more plentiful. 
Fir from the West Coast was off $5 
per M recently, but since has firmed 
up to around the same level. 

The situation in southern pine is 
unchanged. There is little of the 
good lumber to be had, and the price 
range on all is very little changed 
as we move into the second quarter. 


Strike Threat Boosts 
Buying in California 


SAN FRANCISCO—The North- 
ern California lumber market is 
now “very warm” with practically 
everyone buying green fir dimen- 
sion because of their fear of possible 
strikes at Oregon, Washington and 
Idaho mills. Mills beyond the possi- 
bility of being struck also are trying 
to hold back for inevitable price 
rises. 

Bill McCubbin of San Francisco’s 
Cord Lumber Co., reports that, since 
no Northern California mills will be 
directly affected by the possible 


strike, they are “laying off” on 
orders. If the strike materializes, 
the California mills, as the only 
producers, probably will up prices 
all along the line. 

Mike Coonan, of Tarter, Webster 
& Johnson, reports not too much 
activity in pine in this area, but 
lots of eastern wholesaling with 
the pine business nationwide in ex- 
cellent shape except for number 3 
and number 4 commons which are 
weak. Green fir dimension in 2x4 
is selling at $75 delivered in San 
Francisco; 2x6’s at $75; 1x6’s at 
$70 to $71, the same as 1x8’s. 

The redwood market remains 
good, with common rough board 
number 38 selling at $40 to $41. 
Redwood mills, incidentally, are not 
affected by the strike possibility. 
Building on the West Coast is active 
and Eastern markets are holding up 
so the redwood market remains firm 
and active. 

Redwood siding, 5x8 is selling 
at $145; 34x10 sells at $207. Red- 
wood production in March totalled 
55,173 m feet bm, with shipments at 
51,661 and orders on hand for 
55,075. 


Strike Would Help 
Southern Pine Mills 


KANSAS CITY — Chief interest 
in Yellow Pine markets in recent 
days was centered on the sched- 
uled strike of the fir producers on 
the West Coast, and should this 
take place, the southern opera- 
tions are looking for an increased 
demand for pine with higher 
prices. Since fir is competitive 
with pine, a cutback in output of 
the former would give pine a 
chance to enter markets now tak- 
ing firm. 

Undoubtedly, it is said, a fir 
strike will create a scramble for 
the small supply of pine stocks now 
on hand. The weather has not 
been conducive to increased pro- 
duction in the south and recent 
rains have hampered shipments 
because the supply of dry lumber 
is not large. 

The backlog of orders is growing 
smaller, but it is encouraging to 
note that a steady flow of orders 
for current shipment is keeping 
mills operating at a fast clip. 

Price lists still show a variance, 
depending on the area served. On 
the west side of the Mississippi 
river mills are getting $74 to $78 
for 8-inch kiln-dried boards. On 
the east side, the air-dried stock 
is commanding from $70 to $74 a 
thousand. 

The labor supply is more than 
ample and mills have been able to 
boost their efficiency by retaining 
only the better loggers and mill 
hands. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 


sider 


wa pique and average of mill prices at press time and should not be con. 
as current on the day the magazine is received. The prices should be 


useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. 
1x4 .. - 160.00 
Flat Grain Flooring 
1x4 oc asscckenee 
BO kacsas . 160.00 
Drop Siding 
1x6 (Pat. #10 
1x6 (Pat. #11 
Celling 
‘x4 . 20. 118.00 
ae es ‘ 110.00 
Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 
ae . - 68. 59.00 58.00 
No, 2 53. 53.00 63.00 
i Srey 44.00 44.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 
2x4 67.00 67.00 69.00 66.00 
2x6 66.00 68.00 67.00 66.00 
2x8 68.00 67.00 65.00 66.00 
2x10 66.00 68.00 66.00 66.00 
2x12 66.00 64.00 64.00 66.00 
No, 2 Dimension 
2x4 62.00 62.00 64.00 64.00 
2x6 61.00 64.00 62.00 63.00 
2x8 63.00 62.00 59.00 61 00 
2x10 61.00 63.00 61.00 
2x12 61.00 59.00 59.00 


No. 3 Dimension R/L Only 


12 . Se wr . 
(Add $10-$12 for dry lumber) 





RED CEDAR SHINGLES 


24” 2 13.75-14.00 
24” 6.50- 6.75 
24” 4/2 
Perfections 

No. 1 18” 

No, 2 18” 

No. 3 18” 
XXXXX 

No. 1 16” 

No. 2 16” 

No. 3 16” 





WESTERN RED CEDAR 


Prices for red cedar siding In mixed 
ears, new bundling, @ to 10 are: 
Beveled Siding, % Inch 

Clear “a” “B” 

%x4 inch .... ap00 cee $5:99 

%x5 inch .... 80.00 77. 50.00 

%x6 inch .... 95.00 95.00 80.00 

%x8 inch .126-130 120-125 80.00 
Clear Bungalow Siding, % Inch 

8 inch ' 

10 inch 

12 inch 185.00 175.00 


Finish B and Btr, $2 or 48, 
@ to 16° or Rough 


Celling or Flooring, B and Btr, 9 to 16’ 
B&Btr. Cc D 
1x3 weeeeeee e+ 185.00 125.00 100.00 
-135.00 125.00 100.00 
Discount on mouldings, 6’ to 20’ odd 
lengths. 
Series 8,000 


Listing under 4.00—list plus 35%. 
Listing 4.00 and over—ifst Stas 85% 


1 50 
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WESTERN PINES 


Ponderosa Pine 
5/4 RW 
Selects 
82 or 48 
C&Btr. RL 


Shop, 828 


and 
4/4 RW 6/4 RW 8/4 RW 
260.00 265.00 270.00 


Commons, 82 or 48 
B&Btr. No. No. 4 
1x8 RL ....122.00 68.00 49.00 
1x12 RL ....122.00 68.00 49.00 
Idaho White Pine 
Selects 82 or “ 
1x4 1x6 1x8 1x10 
C&Btr. RL 270.00 270.00 270.00 275.00 
D RI 230.00 230.00 230.00 245.00 
Commons, $2 or 48 
No. 1 No. 2 No. 3 
157.00 145.00 100.00 
186.00 151.00 100.00 
Sugar Pine Selects S2 or oe 
/‘ARW 6/4RW 
“280, 00 285.00 
275.00 280.00 
245 ».00 245.00 


No l No 2 No. 3 
152.00 122.00 80.00 
152.00 122.00 80.00 





OAK FLOORING 


Clear Pin 4§x2y, xls 
White 180.60 feet 
Red 185.00 188, 00 

Sel, Plain 
White 165.00 
Red 170.00 

#1 Com. 

White 50.00 

Red 55.00 
#2 Com, 

Ply. White 

& Red 110.00 76.00 

15” Shorts 

#1 Com. 

& Btr. - 115.00 86.00 

# 2 Com. . 80.00 60.00 


145.00 
160.00 





SOUTHERN PINE 


Vertical Grain Flooring 
BgBtr. 
1x4 Heart 00 


Flat Grain Flooring 


~ Bak $108) 176-90 
Boards & co 
ae -'* % Hoo 


Sapa 


No, 1 Dimension 
12’ 16° 
2x 4 87.00 88.00 90. 
2x 6 87.00 . ‘ 96.0 96. 
2x 8 90.00 ‘ : 0. 100. 
2x10 97.00 0 J $ 11 ‘90 
2x12 107.00 107.00 ; ; 117.06 
No. 2 Dimension 
2x 4 80.00 ; 3. J 93.00 
2x 6 73.00 
2x 8 70.00 
2x10 86.00 
2x12 78.00 


ie é-00 


REDWOOD 


evel Siding 


“%x 4 V.G. Clear All Heart..... 90,00 

Clear All -114.00 
137.00 
117.00 
145.06 


.G. Clear All 

. Clear All 

. Clear 4)1 

. Clear All 

. Clear All 

. Clear All 

% x10 V.G. Clear All 
%x12 V.G, Clear Al) 211.00 
Note: A grade V.G, Redwood Siding 
$5.00 less for %, % and % in above sizes 


Anzac Siding 


1x10 ye Clear All Jeart......240.00 
1x12 V.G. Clear jeart.....,35 
Note: Deduct if 0 for A Grade. 


Finish 


ix 4 Clear Heart 848 
ix 6 Clear Heart 848 
ix 8 Clear Heart 

1x10 Clear Heart 545 
1x12 Clear Heart 848 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr ( 
0 eS o* 150.00 140.00 


Flat Grain Flooring 
125.00 


ye 120.00 
TUE weccievecs s ceenee 


150.00 
Drop Siding 


1x6 (Pat. #106 
ix6 (Pat. #116 


140.00 
140.00 


135.00 
135.00 


Ceiling 
105.00 100.00 
-125 105-115 


Boards and Shiplap and 
2” (Dry) 
1x6 1x8 
No 1 . ..74.00 76.00 
No. 2 ..67.00 69.00 
No. { 50.00 62.00 


No. 1 Dimension 
14’ 16’ 
2x4 ' : 71.00 
2x6 . 3 68.00 
2x8 , 68.00 
; 68.00 
2x12 68.00 68.00 68.00 


No. 2 Dimension 
2x4 62.00 62.00 65.00 
2x6 62.00 63.00 62.00 
2x8 64.00 64.00 62.00 
2x10 62.00 64.00 62.00 
2x12 62.00 62.00 62.00 


No. 3 Dimension R/L Only 
2x4 
2x6 
2x8 
2x10 
2x12 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 
1x6 1x8 1x10 1x12 
No, 2&Btr 100.00 105.00 103.00 106.00 
No, 3&Btr 69.00 71.00 70.00 71.00 


No. 1 Dimension 


12’ 14’ 20’ 
67.60 67.60 


2x12 67.60 67.50 


No. 2 Dimension 


2x4 60.00 60.00 

2x6 60.50 60.50 

2x8 59.50 69.50 

2x10 62.60 62.50 

2x12 659.50 59.50 60.00 

(Boards graded No. 1, 2, 3, flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sep 
arately as in fir). 
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Display Materials 
for your 
DO-IT-YOURSELF 
SHOW 


> ae 
‘BGT oursett 


AAT US HELP - EASY Teams 


If you are planning a show or 
school for do-it-yourself cus- 
tomers you'll need display ma- 
terials to dramatize the event. 
American Lumberman's ban- 
ners, posters and streamers have 
been used to advantage by hun- 
dreds of dealers. We have avail- 
able at low-cost: 


Banners—The window banners 
are in three-colors and are 
19°x37". They are ideal for 
windows, walls, etc. The price is 
50¢ each, postpaid. 


Posters—The three-color post- 
ers are 21x34" and are printed 
on tough, weather-resistant 
cloth for use on trucks and out- 
side the store. There's a space 
provided for lettering in your 
name and address. Posters are 
$! each, postpaid. 


Streamers—You can use lots 
of these handy 10x20", three- 
color streamers. They can be 
placed on doors, hung over- 
head on wires or spotted close 
to products suitable for the de- 
it-yourself customers. Streamers 
are 10¢ each, postpaid, 


Send Check or Money Order to 


AMERICAN LUMBERMAN 
139 N. Clark St. 
Chicago 2, lil. 











RENUART LUMBER YARDS INC., Coral Gables, Fla., entered this float in the 
Junior Orange Bowl parade which is fer children only. The float illustrates a 
child’s house under construction. Renuart won a special national award in the 


contest. 


Editors Pick Contest Winners 


Ten dealers given national awards in annual public 
relations and merchandising contest. 


Special national awards went to 
ten dealers this week as the top 
winners in the annual public rela- 
tions and merchandising contest 
sponsored by the National Retail 
Lumber Dealers Association. With 
66 entries the contest was report- 
ed by NRLDA officials as one of 
the most successful yet staged. 


Because the quality of all en- 
tries was extremely high the 
judges from trade publications in 
the building materials industry 
spent many hours making their 
final selections. The winners of 
the national awards included: 


R. F. Mestayer Lumber Com- 
pany, New Orleans—for participa- 
tion in the New Orleans slum 
clearance program. 


Ebenreiter Lumber Company, 
Sheboygan, Wis.—for sponsorship 
of a variety of youth activities. 


The Nuttle Lumber & Coal Com- 
pany, Denton, Md.—for part-time 
employment of vocational stu- 
dents, school book covers and 
other services to the youth of the 
community. 


Bailey Lumber Company, Blue- 
field, W. Va.—for a variety of 
community public service activi- 
ties. 


Olshan Demolishing Company, 
Houston, Texas—for a broad pro- 
gram in the city schools to pro- 
mote a cleaner city. Houston won 
the “Cleanest City” award in 1953 
and this concern was given a ma- 
jor share of the credit. 


R. T. Arnold Lumber Corpora- 
tion, Adams, Mass.—for a com- 
plete public relations program that 
included donation of trucks for 
community activities, sponsorship 
of local basketball team, church 
prizes, wood strips for high school 
pennants. 


Renuart Lumber Yards, Inc., 
Coral Gables, Fla.—for a many- 
sided public relations program 
which included yard tours by 
school children, parade floats and 
100% participation in the Commu- 
nity Chest campaign. 


A. W. Burritt Company, Bridge- 
port, Conn.—for an excellent over- 
all public relations program. 


River Road Lumber Company, 
North Tonawanda, N. Y.—for road 
signs for churches and many other 
community activities. 


Potter Lumber & Supply Com- 
pany, Worthington, Ohio—for an 
interesting contest for high school 
students. 
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NEW , 


New Outdoor Cooker 

A new rubber-wheeled portable 
cooker, The Barbecart, features a 
28” cooking level, a 12” x 20” fire 
pan in the form of a removable 
drawer and an adjustable divider 
that reduces the size of the fire as 
desired. For cooking efficiency, re- 
movable wing-shelves are provided. 
During the winter months, it can be 
disassembled for compact storage. 
Donley Brothers Co., 13970 Miles 
Ave., Cleveland 5, Ohio. 


For more data circle No. 1 on coupon, p. 104 


Pull-Out Table 


A multi-purpose pull-out table 
serves as a snack table, planning 
desk, sit-down work area and for 
many other specialized kitchen uses. 
Built on a hardwood frame, the table 
glides on oil-impregnated guides 
from within a base cabinet. Dimen- 
sions are 25” wide, 21” deep, with 
the table top 2934” from the floor 
so that it can be used from either a 
sitting or standing position. The 
table top is standard in pearl gray 
Formica, or can be ordered in a 
choice of colors to complement 
Kitchen Maid’s color, white or natu- 
ral cabinet finishes. Kitchen Maid 
Corp., Dept. AL, Andrews, Ind. 
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BuILpInG Propucts MERCHANDISER 


PRODUCTS 


* SCHICK ELECTS 


© SHAVER cy 


Commercial Aluminum Entrances 


Latest new Dorco Commercial 
Aluminum entrances are designed 
and constructed in units. Installa- 
tion is quick and easy, because of 
sectional features. Frames are pre- 
factory assembled with all holes 
drilled and tapped, glass setting 
moldings for frame, transom and 
sidelites attached. All hardware is 
applied directly on the door. Glass 
setting is simplified by use of neo- 
prene glazing channel and snap on 
moldings. Detailed drawings and 
estimates furnished with all new or 
remodeling installations. Dorco, 210 
8S. Fifth St., Minneapolis 1, Minn. 
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Furring Clips 


New reductions in construction 
time and costs are made possible by 
the addition of a mortar guard to 
the Quik-Way Furring Clips. This 
mortar guard eliminates the need 
for the brickmason. to run _ his 
trowel through the slot while laying 
brick, or the removal of hardened 
mortar from the slot when the fur. 
ring is being applied. After the clip 
is in position in the wall, removal 
of the tape is accomplished by lift- 
ing one corner and peeling off the 
remainder. Quik-Way Clips are 
available in two types: wrap around 
or stapled, both designed for use 
with SCR brick, tile, cement block 
and for precast and poured concrete 
floors. Peterson Products Co., Dept. 
AL, Janesville, Wis. 
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Fast shipment 

. +» dependably to your exact 
needs in West Coast Douglas 
Fir, WCLB grade stamped, 
anti-stain treated. 

Let us show you. 


Air-Kine 


MANUFACTURING CORP. 


TIGARD, OREGON 





“HASSALL 
annular. 
threads have 


Proven in in- 

dustries like 

shoe making, as- 

bestos siding, 

yy underlay flooring for 

” linoleum, pallet manu- 

y facturing, boat building, 

etc. The stronger grip of 

annular threads should solve 

many a wood fastening 

problem, maybe yours! 
Write for samples. 


a JOHN HASSALL INC. 


Hassall P. ©. Box 2157 


Westbury, Long Island, N.Y. 
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NO. N-102 
MERCHANDISER 
Height 3 ft., width 2 ft. 
Can be used 

height 2 ft. 9 in., 
length 4 fi. 4 in. 


TAKES...only 2% sq. ft. 


FEATURES...57 STANLEY 


household hardware items 


All items presented on cards. And 
each card’s a complete sales unit that 
stimulates impulse buying—promotes 
sales of related items. You'll have a 
complete self-service hardware depart- 
ment, chock-full of sales promotion, 
in less than 3 sq. ft. of space. 


Here’s how to get it! Order Stanley 
Package No. N-102—consists of 4% 
doz. each of 57 popular Stanley House- 
hold Hardware Items. You receive 
above display stand free with your 
order. The cost to dealer for entire 
package, only $81.85—retail value, 
$136.44. 


Your wholeseler has it. Ask him for 
information and Easy-to-Order Forms 


The Stanley Works, New Britain, Conn. 


STANLEY 
Hardware 


TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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NEW PRODUCTS 


(begins on page 79) 





Packaged Door and Frame 


A prefabricated door frame and 
pre-hung door unit is called the 
Dor-Pak. The individually pack- 
aged unit consists of a cold-rolled 
steel, welded two-piece frame and 
a birch or Masonite, flush-panel 
hollow door. The door complete 
with all hardware is pre-hung at 
the factory to one-half of the door 
frame. Both door and frame are 
painted in a satin finish, offwhite 
enamel. All hardware, including 
hinges, lock and door knobs are in- 
stalled at the factory. The Dor- 
Pak comes in five widths and is ad- 
justable for any wall thickness. 
Lott Mfg. Co., Dept. AL, James- 
town, N. Y. 
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Wood Boring Set 

Five electric wood boring bits, 
set No. 125A, combine point design, 
a Stanley Tools exclusive, with a 
50-50 Brad-Screw Point, half brad, 
half screw. Each bit is fully heat 
treated to hold a keen cutting edge. 
Five most useful sizes: 4/16”, 
5/16”, 6/16”, 7/16”, and 8/16” are 
accurately sized to bore holes ex- 
actly as specified. No. 125A Set 
comes packed in show-how red and 
black package. Stanley Tools, Dept. 
AL, New Britain, Conn. 


For more data circle No. 6 on coupen, p. 104 


May 


Decorator Concave Knobs 


A line of Decorator Concave 
Knobs and backplates add accents 
to a home. The new Decorator 
Knobs are available in two finish 
combinations. For cabinets on 
which chromium cabinet hardware 
would ordinarily be used, Amerock 
recommends the satin chromium 
knob with ebony black ornament 
and polished chromium backplate. 
For cabinets on which brass or 
copper hardware would be most 
suitable, the satin, copper knob, 
bright brass ornament, and polished 
brass backplate is suggested. Amer- 
ican Cabinet Hardware Corp., Dept. 
AL, Rockford, Ill. 


For more data circle No. 7 on coupon, p. 104 


Wall Tile Cutter 


A plastic wall tile cutter known 
as the Plasticutter, is of cast alumi- 
num construction and weighs only 
three pounds. This tool is small 
enough to use in cramped areas, yet 
large enough to cut standard 41,” x 
41,” plastic tile. The knife blades 
are made of hardened steel with 
precision ground edges. To insure 
exact cutting, a measuring gauge 
and sure grip cutting handle are 
featured. Hachmeister, Inc., Dept. 
AL, Box 357, Pittsburgh 30, Penna. 


For more data circle No. 8 on coupon, p. 104 


Calking Compound 

New Stop Gap calking compound 
looks and feels like white tile yet 
can be squeezed from a tube to fill 
in cracks and crevices. This new 
plastic rubber compound is water- 
proof and helps stop rust and rot. 
It can also be used for frames, 
counter backs, moldings, sills, glaz- 
ing repairs, flashing, casing and 
joints. Available in eight ounce 
tubes. Sapolin Paints, Inc., Dept. 
AL, 229 E. 42nd St., New York 17, 
N. Y. 


For mere data circle No. 9 on coupon, p. 104 
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Do you have 
what she wants? 





Louvered doors 
and shutters appeal to 
every customer, and offer many 
opportunities for extra, profitable 
business. Only de’cor offers you 
Grand Rapids’ craftsmanship 
quality and fast midwest service 
and economies. Made to your 
requirements. 


Write today for new il- 
lustrated booklet showing 101 
profitable uses for Lumber Deal- 
ers, together with complete sales 
information and discounts. Send 
coupon today. 


SEND COUPON 
de’cor 


1555 Eastern Ave., S.E. 
| Grand Rapids, Michigan 


| Please send booklet and sales information 


| Firm ~ 
Se . State_ 


Manufactured by Stiles, Inc., 
Grand Rapids, Michigan 


‘| 
| 
| 
| 
| 
| 

Name___ 
| 
| 

| 
| 
| 
| 


Burtpinc Propucts MERCHANDISER 





Industrial and Mechanics Ladder 


Richbilt Industrial and Mechanics 
Ladders are now being manufac- 
tured with the patented Bendick 
self-leveling hinge that automati- 
cally adjusts itself to unlevel sur- 
faces. Richbilt Industrial and Me- 
chanics Ladders cannot rock, twist, 
sway, walk or crawi, reports the 
manufacturer. Richbilt Self-Level- 
ing Industrial and Mechanics Lad- 
ders are available in the standard 
range of sizes and are constructed 
of heavy duty selected lumber. 
Richbilt Mfg. Co., Dept. AL, 3277 
Spring Grove Ave., Cincinnati, 
Ohio. 
For more data circle No. 10 on coupon, p. 104 
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What's YOUR Answer? 


A feature entitled “Your Profit-Makin 
Forum" in the next issue points out that 40%, 
of all customers in retail stores walk out with- 
out buying. One of the main reasons for the 
walk-outs is that customers can not get the 
product information they seek. To avoid this 
costly situation in retail lumberyards, the 
Forum goes on to suggest that dealers divide 
up their sales staffs into opposing teams and 
conduct regular quizzes on products and 
services. Dealers all over the nation find 
that the American Lumberman quiz, What's 
YOUR Answer, is perfectly tailored to keep 
their salesmen informed of the fast-breaking 
changes in building materials and merchan- 
dising methods. As always, the best sales- 
men are the best-informed salesmen. 


What's YOUR Score? 
9 to 10 correct: Excellent. 
7 to 8: Good. 5 to 6: Fair. 


1. What type of dealers’ interior roofing 
display is considered to be the most pro- 
ductive? 

2. What firm makes Colonial Entrance 
Handle lock sets which are “guaranteed for 
a lifetime?” 

3. What was the standout presentation at 
the recent Florida Lumber & Millwork Asso- 
ciation convention? 

4. What firm's ad tells you about its new 
kit of promotional material which is designed 
to tie in with the NRLDA Merchandising 
Calendar? 

5. Why does the W. B. Martin Lumber 
Co. go for girls in a big way? 

6. Who manufactures "'triple-lock, lead- 
seal roofing nails" for galvanized and alumi- 
num roofing? 

7. Name three ways you can cash in on 
the air-conditioning boom. 

8. Can you name two uses for Trinity 
White? 

9. What kind of leg carries a good profit 
kick? 

10. What is Nevamar? 


Answers are on page 84. 


ALUMINUM 
SCREENS 
for wood and 
metal windows 





Manufactured to the Window Industry's highest 
standard in the large, modern Warren plant. 
Requests for samples honored when made upon 
your letterhead. Write Dept. A-10 for color 
catalog. Warren field engineer available for 


consultation on special problems. 


@ SPECIAL ORDERS @ 


Our engineering department available for devel 
oping special roll-formed sections, hardware 


and weather-strip to customer specifications. 


3701 N. W. Sise STREET, 
MIAMI, FLORIDA 
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Count the ideas tn this 




















THE ABOVE ROOM, featuring Weldwood knotty pine, 
will appear in full color in Weldwood advertising in 
the June issues of American Home, Better Homes and 
Gardens, House Beautiful and Sunset Magazines. 





1. Wall paneling 

2. Hold-all wall cabinet 

3. Turtle hassock 

4. Knotty pine folding table 

5. Radio-T'V and record storage and player com- 











bination cabinet 
6. Slide-opening partition 
7. Upright magazine rack 












































then count the profits! 
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Weldwood advertising plants do-it-yourself ideas 
like these in the minds of millions of interested pros- 
pects—month after month. Now is the time for you 
to hitch up your promotional efforts to reap the profits. 


When millions of interested homeowners and thousands 
of equally interested builders see ideas like those shown 
on the opposite page—it adds up to a lot of profitable 
business for lumber dealers. And why not? People can’t 
buy the attractive Weldwood knotty pine paneling in a 





drugstore or a supermarket—they must come to you! : 
You'll build good will, too, because the handy 4x8 @ Weldwood plywood for interi 
panels are quickly installed, cut with virtually no waste. § is guaranteed for the I 
Knotty pine /umber makes a satisfactory job; in fact, house in whicn it is | 
we manufacture this material in large quantities. However, 
when a really fine pine installation is required, Weldwood 
genuine Idaho knotty pine paneling is the answer! The 
large sized panels minimize joints and are more attrac- 
tive because of their small, well-spaced knots. The panels 
are easy to keep clean and do not include deep grooves 
which harbor dust and dirt. Best of all, you can guarantee 
Weldwood knotty pine paneling for the life of the home. 
Yes, you're missing a bet if you don’t stock Weldwood 
knotty pine paneling. Whether your customers panel en- 
tire rooms or just want to try their hand at one of the 
built-in ideas—it will still mean a higher unit profit for you! 
Like to show your customers how they can have a 
room like this? Clip the coupon, we'll be glad to send you 
instructions for making everything you see. 


DON’T FORGET OTHER WELDWOOD PANELING— Exotic 
blond Korina®, mahogany, birch, walnut, oak are some 
of the beautiful hardwoods available. And Weldtex®, 
Surfwood®, Novoply® and easy-to-install Plankweld®— 


they pack the sales appeal that counts! 2 ‘Min 
om > . +: , . ; ' ; 
There’s superior Douglas Fir Weldwood too, interior Practical oa oi 









capt thet» Lat Bar 


WELDWOOD HARDWOOD PANELING is guaranteed for the 
life of the installation. The guarantee has tremendous sales 
appeal. Include the guarantee in your advertising; always 
mention it to customers. 





and exterior types, the popular-priced, fast-selling panel 
of 1000 uses. TIE IN YOUR LOCAL ADVERTISING with Weldwood’s na- 
Call your Weldwood salesman now, or contact your _‘ional coverage. Free newspaper mats are available. Display 


ale . “ge ‘ woofs of Weldwood full-color, consumer advertisements, 
nearest United States Plywood or U.S.-Mengel Plywoods, f rece" ae eRe f 
: / featuring attractively paneled rooms. 









distributing units in 72 principal cities, or mail coupon. 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 





FREE Cc] Please have your salesman contact me with full 
details about knotty pine paneling and other 
Weldwood paneling. 


! 
i 
iene | 

® CT] wpe tastes tions for making features shown 
Weldwood | 
| 
i 











United States Plywood Corporation peter? 
World's Largest Plywood Organization 
355 West 44th Street, New York 36, N. Y. 
U.S.-Mengel Plywoods, Inc., Louisville, Ky 


ADDRESS.... 


ciTY SUAVE. oc ccccvcoscccsed 


Packaged For 
SINGLE UNIT SALES! 


For volume sales in the expanding “Do-it- 
yourself” market! Packaged in single-window 
units, in representative sizes. Compact, clear- 
ly-marked, single-unit "kits" are easy to store 
and handle. Nothing to cut, trim or measure. 
The ideal “over-the-counter” sales unit. Also 
available — fast-moving, single-unit kits to 
weatherstrip doors. 


Tops in Operation / 


Smooth, positive action. Accurate balance. 
Finger-tip control, plus the perfect seal 
against draft, dust, moisture. No wood-to- 
wood contact. Prevents sticking windows and 
window rattle. Permits removal of old-fash- 
ioned sash weights, and insulation of mullions. 


Simple Vustallation! 


Any home owner can easily install his own! 
Installers cash in, too! No high-priced, skilled 
labor needed. One man can easily install 30 
windows or more, in only eight hours! 


Efficient ¢ Low Cost 
For Old or New Building 


Since 1946! The Milwaukee Combination 
can't be beat for lifetime efficiency, com- 
bined with low cost of materials and extreme 
ease of installation! Ideal for the installer! 
Ideal for the fit windows. Ideal for over-the- 
counter sales to “do-it-yourself” home own- 
ers! It will PAY YOU to write for information! 


MAIL THIS COUPON TODAY! 


Milwaukee Strip Service, inc. Dept. L-5 
4621 West Lisbon Avenue 

Milwaukee 8, Wisconsin 

Please rush me folder and price list of 


Milwaukee Combination Sash Balance and 
Weatherstrip 


Nane 
Address 


Zone... State 
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NEW PRODUCTS 


(begins on page 79) 





Overhead Sectional Garage Door 


The Paraline features two extra- 
wide panels. Individual designs to 
suit personal tastes can be created 
with the use of various rosettes and 
half-round strips available from all 
Calder dealers. The door is avail- 
able glazed or unglazed, and stand- 
ard hardware is optional. The Para- 
line is designed so that it can be 
equipped with a radio controlled 
electric operator. Stock sizes are 
134” thick, and include 8’ x 6'6”, 
8’ x 7’, 9 x 66” and 9’ x 7’. Other 
sizes are made to order. Calder 
Manufacturing Co., Dept. AL, Lan- 
caster, Penna. 
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Cement-Block Lintels 


A steel lintel for window and door 
openings in cement and cinder block 
construction provides high strength 
with light weight. It has an espe- 
cially designed drip-lip to provide 
efficient drainage to the outside. 
A wide range of pre-cut sizes does 
away with cutting and fitting on the 
job. Brainard Steel Div., Sharon 
Steel Corp., Dept. AL, Griswold 
Street, Warren, Ohio. 


For more data circle No, 12 on coupon, p. 104 


Shower Door 


A fiberglass shower door, comes 
completely packaged, easy to handle, 
store and ship. The features of 
Ludman’s new Shower Door Tub 
Enclosure include rust proof sturdy 
extruded aluminum sections, an- 
odized for added beauty. Shatter- 
proof, fiberglass that will not warp, 
mold or mildew. Jambs and door 
panel frames cushioned with sponge 
rubber strips to eliminate rattles. 
Nylon rollers both at the top and 
bottom of the door panels for silent 


operation. A _ sloped sill section, 
with weep holes, that allows water 
to drain back into the tub. Ludman 
Corp., Dept. AL, North Miami, Fla. 
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Sink Frame 


The new Maduco Twist-On Sink 
Frame is made of highly polished 
extruded aluminum and comes in 
all sizes from 12” x 12” to 21” x 60” 


for both cast iron or stamped steel 
sinks. You (1) merely twist one set 





Solution to 
What's YOUR Answer? 


Stop! Read questions on page 81. 


1. The overhead-type wall and ceiling 
display which carries prominent identifica- 
tion signs and price tags. Don't miss the 
informative article on roofing merchandising 
which starts on page 22. 

2. Dexter Lock Co. Ad appears on the 
inside front cover. 

3. A series of skits which posed problems 
for the dealer audience to solve. This new 
and productive convention gimmick is fully 
detailed in the story on page 26. 

4. The Flintkote Co. Ad's on page II. 

5. The manager, in a sprightly article on 
page 42, says girls are crackerjack sales- 
persons; they are accurate; and they learn 
faster than men. 

6. The Deniston Co. whose ad appears 
on page 39. 

7. (1) By selling room air-conditioning 
units, (2) by selling accessories needed for 
evaporative systems, and (3) by designing 
homes to combine heating and air condi- 
tioning. The story on the profitable air-con- 
ditioning market is on page 36. 

8. Trintty White, a Portland cement, is 
used for: concrete products; stucco; terrazzo; 
and light-reflecting floors, etc. Ad is on 
page 63. 

9. Wrought iron legs which are selling 
fast to the do-it-yourself trade. See page 
59 for facts on merchandising this product. 

10. A pre-finished surfacing material 
made by National Plastic Products Co. Ad 
is on page 87. 
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of tapered tongues over the flange 
of the sink with a pair of pliers, 
place the sink in the cabinet top, 
then (2) reach under the sink and 
twist the other set of tongues over 
the edge of the wood, and the sink is 
fastened! Macklanburg-Duncan Co., 
Dept. AL, Box 1197, Oklahoma 
City, Okla. 


For more data circle No. 15 on coupen, p. 104 


Self-Propelled Mower 

The Homko self-propelled rotary 
power lawn mower is constructed of 
durable aluminum castings. No 
pushing with the Homko Rotary; 
simply raise the hand lever of its 
new finger touch clutch control, and 
the mower moves forward; lower 
the lever, and the mower stops. Its 
air foil shaped blade lifts the grass 
for an even cut. Featuring a vari- 
able speed throttle and adjustable 
cutting heights, the lightweight two 
HP Briggs & Stratton gas engine 
operates front-wheel drive. West- 
ern Tool & Stamping Co., 2725 
Second Ave., Des Moines, Iowa. 


For more data circle No. 16 on coupon, p. 104 


Ne 


Plastic Top Covering 


United States Rubber Co. is in- 


troducing two new patterns in 
Naugatop, its plastic topping mate- 
rial that can be applied by the home 
owner. The two new patterns are 
Grass and Pebble. The Grass design 
is being made in aqua, turquoise, 
sun-tan, and olive. The Pebble de- 
sign comes in mist-green, lemon, 
sand, and charcoal. In addition, 
Naugatop is also being made in 
Linen in four colors and in Pearl 
Chip in four colors. 

The plastic top covering comes 
with adhesive on its gluing surface. 
It has a satin finish and can be 
cleaned with a damp cloth. United 
States Rubber Co., Dept. AL, Rocke- 
feller Center, New York 20, N. Y. 
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Fiber Glass Awning 


A new do-it-yourself fiber glass 
awning named Trans-O-Lite is 
available in sizes to fit most doors 
and windows. The Trans-O-Lite 
Awning package includes aluminum 
brackets and angle bar, enameled 


aluminum flashing, corrugated fi- 
berglass sheet, screws and bolts, 
rawl plugs and masonry drill bit. 
The translucent fiberglass sheet is 
fastened to the reinforcing angle 
bar and flashing at the factory. 
Complete instructions are included 
in each package. Trans-O-Lite Awn- 
ings are available in four colors: 
white, green, yellow and coral. Na- 
tional Aluminum Products Co., 
Dept. AL, 703 Pressley St., Pitts- 
burgh 12, Penna. 
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Ownership and operation of 


its own mills gives BATE the 
opportunity to control at every 


step of production — from 


timber harvesting to final delivery 


PONDEROSA PINE 
DOUGLAS FIR 
SPRUCE 
YELLOW PINE 


BATE 


— the high quality that has 
built the BATE reputation. 


That quality is matched by the service 

and dependability offered by the nation- 
wide BATE system of mills, offices and 
distributing yards. Whatever your requirements, 
you can be sure if you order BATE. 


nae 
= 


_=- 77 MEMBERS 
=<" WPA-SPA- WCLA 


~ 
~ 
~ 
~ 
7 


J. HERBERT BATE CO., INC. 
30 Church St., New York 8, N. Y., WOrth 4-6363 
1215 Public Service Bidg., Portland, Oregon 
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GLIDEOVER 
GARAGE. 


OPERATORS 


Model 53—Bvilt with “Tension” springs, in 34 stock sizes from 8x66’ 
to 16’x7’; 4 or 5 sections; panels solid or open as per specifications, 


Model 54—Built with “Torsion” springs, in 34 stock sizes from 8'x6'6" 
to 16'x7’; 4 or 5 sections; panels solid or open as per specifications. 


Special sizes up to 24'x24’ for all residential, commercial or indus 
trial needs 


Custom Built Doors—with raised, ornamental 


or flush sections pro 
duced according to individual specifications. 


“Automatic Doorman”—Wagner’'s magic clectric operator furnished for 
all makes of sectional overhead and most one-piece doors. 


Write for Bulletin No. AL-54. 


Ube —Sawhorse Trestles — Scaffold Bracket 


—Folding Ladder Brackets — Farm Building 
Hardware and Specialties. Ask for Bulletin AL-54H. 
WAGNER MANUFACTURING COMPANY 


CEDAR FALLS 1'OWA U.S.A 


Easy opening sections 
for sheet changes. 


Ever Ready Catalog Holders 
keep catalog data at correct 
reading angle with both 
hands free. They can be used 
on salen counters, buyer's 
desks and in warehouses for 
juick reference. Dozens of 














No. 12 completely filled with 
ten additional sections. 


Save Time « Temper ¢ Money! 


ve the experience of searching for a 

slog for a waiting customer and find it 

us like looking for “a needle in a hay 
tack?” Most likely you were able to find 
t easily — at a later date — when you 
were hunting for another catalog. Ever 
Ready Catalog Holders keep every catalog 
heet instantly available and in place. Each 
section holds one inch of punched sheets 
keeps them in place makes them in 
stantly removable without disturbing the 
balance. ONLY $5.65 Starts You Off — 
Order Additional Sections As You Need 


Geneve Mfg. Co. 405 Stevens $., Geneva, tit. 
Gentiomen: Please ship me 
Me. 12 EVER READY Holder 15 n. wide 


12; in. deep, § vit. Sturdy steel, dork, Compeny 
Qreen bated enamel Capacity, 12 sections 
With wings and 2 sections: $5.45 Ea 
2 but wide and 
ty for 24 sections. Priced wth Address 
m $8.50 eoch 
Sections, § 0 Eo 


Types of pun 


Srate 
ching — Kolamozoo 4-post () Ring Binder }-post 


Money Back Guarantee! __ 
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PICKET 
CUTTER 


Turn those odds and ends of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
to 250 pickets per hour . . . smooth finish . . . adjust- 
able for width. Light-weight and portable (38 Ibs.), 
yet rugged and durable for years of service. Anyone 
can operate ... prompt delivery. 


Write Us For Complete Information! 


H. A. SCHUBERT CO. 


212 Washington Ave. 


Machinis 


Wilmette, 








of BUILDERS 
HOME OWNERS 
INDUSTRY 


BEECH at eo 7 Va 
PECAN SUNT ME AER 
Hardwood 
Hooring 


You can count on preference for "Mt. Vernon" 
Brand because you can count on quality lumber 
carefully kiln dried, and well manufactured and 
graded into flawless flooring. Feature it and win 
new and repeat business now. 


ALSO BAND SAWN HARDWOODS. Write or cali— 


MOBILE RIVER SAW MILL CO., 


Mt. Vernon, Alabama 


INC. 
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NEW PRODUCTS 


(begins on page 79) 








Door Chimes 


The Vu-All, a double-tone, non- 
electric door chime that permits 
residents to see who is calling with- 
out being seen, is completely me- 
chanical and no wires, transform- 
ers, or batteries are needed. It can 
be mounted on wood or metal door 
34" to 134” thick. Installation in- 
structions are included with each 
chime. 

The wide angle viewing lens 
brings a caller within view even 
though he be tall or short, in front 
of or to the side of the lens. Yet, 
a caller can not see in. Companion 
to the Vu-All is the Melody Door 
Chime which is identical, except for 
the viewing feature, in appearance, 
sound, packaging and installation. 
Cable Electric Products, Inc., Dept. 
AL, 234 Daboll St., Providence 7, 
R. I. 


For more data circle No, 19 on coupon, p. 104 


Room Air Conditioner 

Carrying a five-year warranty, 
the Royalty room air conditioners 
offer cooling, filtering, circulation 
and ventilation advantages. These 
units operate on 110-115 volts AC. 
The 1% hp unit is designed for rooms 
up to 300 square feet. The %4 hp 
conditioner is ideal for use in rooms 
up to 450 square feet, while the one 
hp unit is suggested for rooms with 
an area of up to 600 square feet. 
The new units require only simple 
tools to install. Royalty Products 
Company, Dept. AL, La Crosse, 
Wis. 


For more data circle No. 20 on coupon, p. 104 
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Fiberglas Acoustical Board 
Incombustible Fiberglas Acousti- 

cal Form Board performs four func- 

tions in poured-in-place roof decks. 


It provides a permanent form for 


decks of schools, commercial and 


Extra traffic . 
Extra eles. 
Extra profits . . 


industrial buildings, serves as an 
attractive acoustical and interior 
ceiling and as thermal insulation. 
Fiberglas Acoustical Form Board 
is available in these sizes: 32” x 48” 
x 1”, 1%” and 2”; 32” x 42” through 
4734” and 44” increments x 1” and 
24” x 36” through 96” in 14” incre- 
ments x 1”. Owens-Corning Fiber- 
glas Corp., Dept. AL, Toledo 1, Ohio. 


For mure data circle No, 21 on coupon, p. 104 


Garden Tractors 

Dandy Boy garden tractors will 
be buiit in 2%, 3 and 5 hp. sizes, 
each with five speeds forward—11!4, 
214, 3144, 64% and 9 mph. Among 
the newer attachments in the line 


(continued on next page) 


In “Do-it- yourself” Business With 


the pre-finished 
surfacing material 


Here's the quickest way to cash in on a market 


that's accounting for billions in sales! 


New pressure-sensitive adhesives now make it easy 
for anyone to apply NEVAMAR on new or old 
work. This carefree laminate is the perfect sur- 

facing material for kitchen sinks, cabinets, tables, 
desks, wall panels—its uses are simply unlimited! 


© designed for long life 
and lasting beasty 
> wil oot craze, crack w peat 
> withstands bosling water 
> rewstant te coparette bores 
» aot affected by grease 
aicohel, frevt acids 
ammomy bieach mh 
© smear substances 
» Easy te cles! i 


—— —(4ai> 


conform to NEMA 
specifications. 


Write to the distributor: 


Colors and patterns, including lovely wood-grains, 
lend themselves to any purpose. NEVAMAR 


never needs painting or refinishing. 


Show your customers how easy it is to use 
NEVAMAR and you'll see this source of extra busi- 


ness grow to fabulous proportions. 


. Get cil the facts about NEVAMAR now. 


THE NEVAMAR 


COMPANY, ODENTON, MARYLAND. 


17% NATIONAL eite Roca Coryoang 


Manufacturers of Nevamar High-Pressure Laminates * SARAN FILAMENTS * Wynene Molded Products 


ODENTON, MARYLAND » NEW YORK: EMPIRE STATE BUILDING + LOS ANGELES: 5025 HAMPTON STREET 
In Canada: Richmond Plastics Lid. « Richmond, P. Q. 


(To obtain more data on advertised products see page 104) 





OUR LEGS 
\ 
PRICE 


Vat DELIVERY 


BELSON GENUINE 
WROUGHT IRON LEGS 


NO VISIBLE 
WELDING 


QUALITY 
CONSTRUCTION 


4 SCREWS PER LEG 


Yo" x 1” 
CORNER PLATE 
ALL SURFACES 
SHOT BLASTED 
FREE OF SCALE, 
FLUX, RUST, ETC 


Yo" DIAMETER 


15° SLANT 
Spo og 


PERFECT RADIUS SMOOTH, MATTE 


\E- 2. te deme 


PRICES PER SET OF 4 


Including all necessary screws 


Bureaus, Coffee Cocktail TV, Lamp Dining 
USES Chests Tables Tables Tables Tables 


SIZE 6" 12" 16" 22" 28"" 


STYLE 
Hairpin $4.95 $5.95 $6.75 $7.95 











Diagonal 3.95 4.75 5.75 





Prices are suggested retail, subject to 40% 
dealer discount 





33 


RD STYLE 




















ROOM DIVIDERS 
Stock No Height Depth Suggested Retail 





RD 60 60" 12" $18.95 Pr 
4% ea. 





RD 33 33" 





RD 27 27" 450 ea 





RD 60A 60" 
BOOKCASES 
27" 10"" 


7.9% @a 








9.95 pr. 





38" 10” 12.95 Pr. 








FB 


A 
BC 27 


BC 38 








Send for complete catalog. 


BELSON»: < 


NORTH AURORA 4, ILLINOIS 


(To obtain more data on advertised products see page 104) 





are a front-mounted rotary tiller, 
front-mounted cultivator, gang 
mowers, rotary weed cutter, rotary 
lawn mower, rotary brush saw, 
portable tilting saw and two-way 
moldboard plow. Midland Co., Dept. 


| AL, 1200 Ramson Ave., South Mil- 
| waukee, Wis. 


For more data cirele No. 22 on coupon, p. 104 


VI Ra, 

Installation Aids 
Western Lock Mfg. Co., 
facturers of the Weslock line of 
residential locksets, now offer a 
boring jig and power bits as instal- 
lation aids. Western had previously 
created a marker and mortiser for 


manu- 


| quickly mortising the latch face and 


strike. Western Lock Mfg. Co., 
Dept. AL, 211 N. Madison Ave., Los 
Angeles 4, Calif. 


For more data circle No. 23 on coupon, p. 104 


Garage Doors 

The new Sheffield door is available 
in three different sizes, eight feet 
by seven feet and nine feet by seven 
feet for the single-car garage and 
16 feet by seven feet for the two- 


car width. Panels in the third sec- 
tion are open for glazing. Plywood 
panels can be inserted if glazing is 
not desired. The wood sections are 
made of Douglas fir. All rails and 
stiles are of 154” material, all joints 
being mortise-and-tenoned, glued, 
and steel-pinned for reinforcing 
Panels are of top grade (AB) Doug- 
las fir exterior plywood. Interlock- 
ing rabbeting along the rails seals 
the sections when the door is closed. 
Two accurately-tailored extension 
springs counterbalance the weight 
of the door. Operating through 
cables which run over large, ball 
bearing sheaves, they assure ease in 
opening and closing. Sheffield Doors, 
Ine., Dept. AL, Sheffield, Ill. 


For more data circle No. 24 on coupen, p. 104 


May 


Custom Aluminum Roofing 

Aluminum roofing designed to 
eliminate end-lapping in most ap- 
plications, comes in the standard 
26-inch width, but can be ordered 
in lengths up to 25 feet, and in two 
gauges and three types. The cut-to- 
fit roofing is available in .019” or 
.024” thickness in 114” or 214” cor- 
rugated, and in 5-V crimp. Nichols 
Wire & Aluminum Co., Dept. AL, 
1725 Rockingham Road, Davenport, 
Iowa. 


Fer more data circle No. 25 on coupon, p. 104 


Diagonal Cutting Pliers 

A new 51%” compound leverage 
action, diagonal cutting pliers is 
designated as No. 441. These new 
cutters have extra hardened forged 
jaws and hand honed cutting edges. 
Handles are steel stampings and are 
fitted with spring which opens the 
jaws automatically. Hence the #441 
is adaptable to repetitive operations. 
Utica Drop Forge & Tool Corp., 
Utica 4, N. Y. 


For more data cirele No. 26 on coupon, p. 104 


Automatic Tape Tip 

The Auto-Tip helps overcome the 
common error in using steel tape 
rules for butt measurement. Crafts- 
men and tradesmen can now make 
these inside measurements without 
having to subtract the 1/32” repre- 
sented by the thickness of the metal 
nook. In the Auto-Tip, this metal 
hook is attached to the rule by a 
sturdy swivel hinge. Because of 
this hinge, the hook automatically 
knocks out of the way as soon as 
the rule is butted against a surface. 
For conventional measurements, the 
tip need only be hooked over the 
work edge and it snaps back in 
place. Master Rule Mfg. Co., Dept. 
AL, 40 Mulberry St., Middletown, 
N. Y. 

For more data cirele No. 27 on coupon, p. 104 


(continued on page 90) 
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your customer's 
wear clothes - sell them 


B¢ - Veniences 


K-Veniences, used singly or in combination, 
mean more closet space, neater closets. They in- 
stall easily with a screwdriver and practically 
hand out your customer’s clothes. There are 
K-Veniences designed for every closet in the 
house. Tell your customers you have them! 





#785 THREE-TIER 
SHOE RACK 
Up to 12 pairs of shoes 
stay neat and orderly on 
this popular, space-saving 
chrome rack. Attaches 
easily to wall or closet door. 
Helps end closet clutter. 








#780 TIE RACK 
Forty-eight ties can be kept neatly in sight for easy 
selection with this new K-V tie rack, Width 21%”. 
Bright chrome finish. 


#550 SWINGING TROUSER AND SKIRT HANGER 
There's no fussing to hang, vp skirts or trousers with 
this handy rack. Just slide them in the 4 swinging 
arm clamps. Saves on pressing bills too! 


K-Veniences are stocked by leading jobbers. 
Write for your copy of the complete catalog. 


NORE 


WRENS wh 


Grand Rapids 4, Michigan 


Bui_pInc Propucts MERCHANDISER 





peo 
pene thed 5 of the 


| AYIAY) Selling 
FI ae a) - e 


e BIRCHINA 


‘ va! 


AUAN MAHOGANY 


Hollow Core 
Solid Core 
Interior & 

Exterior 
1344” & 134” 
With or 
Without Lights 


et tes 


Telephone: TExas 4-8008 — Teletype: DE 694 


Wisconsin Door Company 


10101 Lyndon — Detroit 38, Mich. 


(To obtain more data on advertised products see page 104) 








Window Ventilator 
NEW PRODUCTS 


(begins on page 79) 


This new 20” window ventilating 
fan with two-speed motor fits in 30” 
Provides summer 
large room. Will 
1,540 c.f.m. and 
the 


to 39” windows. 
comfort for a 
exhaust 3,000 or 
creates circulation of air in 
room. Quiet 20” blade with 1,500 
1,000 r.p.m., 
high by 30” wide 
panel extends to 39” 
Baked ivory 
guard for fan 
4245. 
Dept. AL, 





blade. 


118 S. Oakley Blvd., 


cago 12, Il. 


hen they “E% they Buy 
® Hall-Wessel 


lating sales . . . and profits. It's a 
» reason why you get H-W specialties 
more attractively 

packaged than any 

comparable line! 

It's a reason why 

it pays you fo 

feature H-W 

merchandise. 

More, this 

— 

pac is 

bocked by 

attractive 

merchan- 


dise... 
well made and finished, rust- 
resistant and priced to meet 
competition. Ask your jobber. 
HALL-WESSEL COMPANY 
5 Grenville 'Si,, foronto 1” 2116-2126 W. NICHOLAS ST. 


rt: Mall & Reis, tne. PHILADELPHIA 21, PA. 
ied sroodeay, New York 6 


Worth asking for ... by NAMEGEZ ertuar speciavies 
20 (PE Bo EA (7-e= tw 23 


115V. fan motor. 22” 
rolled-edge steel 
x 9” deep. 
finish and chromed 
Model No. 
Dayton Electric Mfg. Co., 
Chi- 








BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Feot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Phones: 68-8747 . 5.1191 * Memphis 3, Tennessee 











(To obtain more data on advertised products see page 104) 
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ROOFING 


(begins on page 22) 





BEWARE! 


WATCH OUT FOR THE 
FAST TALKING SALESMAN 


THIS is WHAT You SHOULD PAY 


ROOFING 


$198 00 » me Soe tate 


THs ms War YOU SHOULD GET 


“Let Us Serve You" 


LYNN BOYD 


GOOD LUMBER 
805 South Cuyler Dial 4-7441 
LYNN BOYD, Pampa, Tex., believes in 
laying it on the line when he talks 
about high pressure applicator sales- 
men. Ad above is constructive, gives 
homeowners price they should pay for 
average size roof job, says a good word 
for other lumber dealers. 


mounted at low cost. Once the 
camera and equipment are pur- 
chased it costs about $2.78 each to 
equip nine salesmen with a reel 
and viewer. 


Getting Roofing Leads 

The canvass is still the basic 
method used by most dealers to get 
roofing prospects. While some only 
spot check their neighborhoods 
there is a growing interest in try- 
ing a straight, door-to-door can- 
Vass. 

Leake & Goodlet, Inc., Tupelo, 
Miss., equips all its employes with 
pads to note homes that are good 
prospects for roofing and other 
home improvement jobs. Every 
lead turned in is carefully investi- 
gated and this simple device is 
credited with providing a large 
percentage of the firm’s business. 

During the year more and more 
dealers entered or staged their 
own home shows, open houses and 
clinics for homeowners. These 
shows provided live leads that 
were turned into actual sales. At- 
tendance at shows planned by 
dealers themselves almost always 
exceeded the crowds anticipated. 
Manufacturers noting the need for 
exhibits are making available to 
dealers colorful displays that will 
do a good merchandising job. 
LUMBERMAN & 
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TO 
oath g oteze) .: 
PLEASURE! 


LINE 


Dealers throughout the country 
are discovering that DONLEY 
outdoor fireplace units sell 
themselves! Customers find that 
the DONLEY line meets all 
their requirements. 


Designed to conform with mod- 
ular construction, the No. 23 
unit (shown) is easily removed 
for cleaning and winter storage. 
The sturdy steel frame has pro- 
jections for grates at three levels 

.. aluminum top and firedoor 
are standard components. 


Quick, profitable sales are yours 
when you stock the BARBE- 
CART (No. 36). Compact... 
lightweight . . . easy to handle 
.. economical . .. this new rub- 
ber-wheeled portable barbecue 
is another unit in the DONLEY 
outdoor line. 


FREE! to all dealers 
@ samp’e copy of 
this 50¢ booklet 
telling all about 
outdoor fireplaces 


BARBECART 


19¢3-DB 





DLLVA 
UUALITY 


Women quickly recognize the rich beauty and 
fine quality of GENEVA kitchens. That's why 
you're out in front of competition when you 
sell the GENEVA line. And look at these 
advontages you get with GENEVA 


© Cabinets in color ¢ High profit 
e Most extensive line of stock size ° 


wall and base cabinets 


Nationally advertised 


© Complete cooperatior 


¢ One year warranty GENEVA kitchen spe 


Kitchens of steel 


for I Tiilslo me] o) ol -161, 


GENEVA MODERN KITCHENS, INC., Dept. avs-sa| 


Geneva, Illinois 


Please send full information on 
GENEVA kitchens: 


My business is 
“ NAME 
ADDRESS 
CITY 


‘ ¥ 
ww 
AS 





STATE 





\p 


THE DONLEY BROTHERS COMPANY 
13928 MILES AVENUE © CLEVELAND 5, OHIO L 
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Hardboard Materials Display 


A new display of hardboard mate- 
rials was designed by the Arm- 
strong Cork Company for use bv 
lumber dealers. The hardboard dis 
play, made of 3/16” Tempered Tem- 
wood, contains small samples of 
several types and thicknesses of 
hardboard plus a chart indicating 
suggested applications of each. The 
company feels that a condensed 
selling aid of this type should prove 
of assistance to the lumber dealer 
in helping him to assist his cus- 
tomer in the selection of the right 
hardboard for specific jobs. Dis- 
plays measure 24” x 36” and can be 
hung on the wall or used as counter 
pieces. Armstrong Cork Co., Dept. 
AL, Lancaster, Penna. 


For more data circle No, 29 on coupon, p, 104 


Sliding Deor Hardware Center 

Kennatrack Idea Center, a multi- 
purpose merchandiser, combines 
ideas and the power of product 
knowledge in an all steel desk to 
provide new selling power. Ideas 
furnished by free idea books sell 
not only sliding door hardware but 
doors, trim and paint. The desk 
occupies only 2.8 square feet. Ken- 
~ Corp., Dept. AL, Elkhart, 
nd, 


For more data circle No. 30 on coupen, p. 104 


92 


New Cylinder Locks 


A new line, known as the Yale 
5300 Series, contains locks for 
every standard lock application. The 
line is represented by four different 
basic designs of locks, each pro- 
duced in three different metals: 
brass, bronze and aluminum. 

The 16 different universal lock 
functions served by the new Yale 
series are cylinder front and back 
exterior door set, patio set, passage 
set, bedroom and bathroom set, exit 
latch set, exit lock set, communicat- 
ing door set, all-purpose lock set, 
service station lock set, office set, 
storeroom set, closet latch set, store- 
room closet set, classroom door set, 
classroom closet set, and double cyl- 
inder operation set. Lock & Hard- 
ware Div., Yale & Towne Mfg. Co., 
Dept. AL, Chrysler Building, New 
York 17, N. Y. 


For more data circle No. 31 on coupon, p. 104 





“ 


Sales Building Package 

A selling kit for dealers is now 
available to aid customers in kitchen 
buying. The selling kit contains: 
display spots, streamers, wall chart, 
free premium wallet offer, magic 
post cards, buy on proof folders, 


sell on proof salesman’s folders, 
radio and TV scripts, ad counter 
card with remodeling book, co-op 
newspaper uds, broadsides and out- 
door posters. Republic Steel Kitch- 
ens, Republic Steel Corp., Dept. AL, 
1086 Belden Ave., Canton 5, Ohio. 


For more data circle Neo. 32 on coupon, p. 104 


May 
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Merchandising Unit 


This mailbox stock-display case 
for M-D’s Nu-Lume All-Purpose 
Signs has been re-designed. It now 
features a label printed right on the 
aluminum mailbox. The new box is 
larger making it easier to get to the 
stock it holds, 132—114,” numbers, 
324—1',” letters, 72 periods, 12 
commas, 12 mounting boards and 
12 brackets. The bottom tray can 
now hold two dozen letters or num- 
bers in each compartment. All the 
materials necessary to assemble the 
signs are contained in this stock- 
display case which has a dealer net 
price of $22.32 for the complete 
unit. Case is free with assortment. 
Macklanburg-Duncan Company, 
Dept. AL, Box 1197, Oklahoma City, 
Okla. 


For more data circle No. 33 on coupon, p. 104 


Do-It-Yourself Promotion 


The Schlage do-it-yourself promo- 
tion package includes: a 912” wide 
by 30” high, black, yellow and red 
counter and window easel, a new 
folder beamed right at the replace- 
ment-remodeling market, two sizes 
of newspaper ad mats emphasizing 
Schlage locks and how they can be 
installed, a selection of radio and 
TV spots for distributors using this 
medium of advertising and a self- 
addressed postage paid post card 
order form to make it easy for deal- 
ers to obtain the necessary quantity 
of supplies to put the program into 
effect. Schlage Lock Co., Dept. AL, 
P.O. Box 3324, San Francisco 19, 
Calif. 


For more data circle No. 34 on coupon, p. 104 
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NEW PROFITS th Custom Sach 
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and (abinet Work with Kockwoll-built 


DELTA SHAPERG 


Keep a DELTA Shaper alongside 
your power saw and jointer (instead 
of relying on makeshifts and attach- 
ments), and you'll realize new, bigger 
profits through faster, lower cost 
millwork production. 

With a DELTA Shaper, you’re 
not limited to smali mouldings, 
straight cuts, and slow speeds. 
DELTA’s spindle speed of 10,000 
r.p.m. means you can cut mouldings 
up to 1%” in width—and even 
larger with accessory spindles. It 
means clean work on curved and 
irregular mouldings. 


Every DELTA Shaper is built for 


rugged duty—no frills or gadgets. 
Adjustable fence assures safety and 
flexibility. All controls are ‘“‘up- 
front.”” Here’s quality that’s found 
in no other shaper at anything near 
DELTA’s low price, and perform- 
ance that slashes costs. 


Remember— obsolete, worn-out tools 
kil! millwork profits. DELTA Power 
Tools INCREASE efficiency and 
BUILD PROFITS. Let your 
DELTA dealer prove it to you. Call 
him today (he’s listed in the classified 
pages under “‘Tools’’ or “‘Machinery’’) 
or send coupon for full information. 


DELTA oauatity power tools 
Another Product by Rockwell 


BUILDING 


PropucTts MERCHANDISER 


| 
| 
| 
| 
| 
| 
| 


With an inexpensive sliding shaper jig, you 
can shape short, narrow pieces safely and 
accurately. Workman above is shown cutting 
perfect-fitting muttons for custom sash. DELTA 
accuracy assures quality work. 


Close-up of sliding shaper jig in operation 
holding an astragal in tight alignment for 
cope cutting. By simply raising and lowering 
the spindle, one set of cutterheads can be 
used to make many different shapes. 


Delia Power Tool Div, 
Rockwell Manufacturing Company 
678E N. Lexington Ave., Pittsburgh 8, P- 


[_] Please send catalog information on 
DELTA Shapers 
[_] Please send name of my nearest 
DELTA Dealer 
Name 


Address 


City State_ 


____.County_ 


(To obtain more data on advertised products see page 104) 





Tilting Mechanism 


The Tilting Fork is used for han- 
dling logs, pipe, stone slabs and 
other heavy objects that may be 
dumped with tilting forks. The 
tilting mechanism is hydraulically 
operated from the driver’s seat. It 


General Utility Towing Tractor 


The re-designed Clarkette 5 line 
of general utility towing tractors 
has several new features. The driver 
platform has been lengthened and 
the brake pedal relocated to provide 
more room for the operator. The 
control lever has been altered to 
reduce hand fatigue and the center 
control linkage has been moved to a 
lower cross bar. To increase the life 
of the truck between overhauls, the 
Continental N-62 engine has been 
equipped with revised piston rings 
and aluminum pistons. Clark Equip- 
ment Co., Dept. AL, Battle Creek, 
Mich. 


Materials Handling Unit 


A new version of the Kwik-Mix 
Moto-Bug, the R-15, is designed for 
heavy duty work. 

The new mode! is now available 
as a hopper or flatbed platform ma- 
terials handling unit. Hopper ca- 
pacity is 2,000 pounds with 15 cubic 
feet of space available for the load. 
As a flatbed platform truck, the 
R-15 Moto-Bug has a load area of 
34” x 54”. The platform is equipped 
with a latch for quick dumping and 
equipped with stake pockets. Kwik- 
Mix Company Sales Office, Dept. 
AL, 3026 W. Concordia Ave., Mil- 
waukee 16, Wis. 


may be tilted downward 45 degrees 
or upward up to 25 degrees. The 
Tracto-Lift Company announces 
that a new Tilting Fork attachment 
is available for their 1,000 to 2,000 
pound capacity trucks, a larger size 
for the 3,000 to 6,000 pound capac- 
ity and the extra heavy duty size 
in the 10,000 to 15,000 pound capac- 
ity. Tracto-Lift Co., Dept. AL, 800 
E. 18th St., Kansas City, Mo. 


For more data circle No. 37 on coupon, p. 104 


“In about three years, you’re go- 
ing to have more women than men 
customers in your stores.” 

Phil Creden, 
Public relations director 
Edward Hines Lumber Co. 


For more data circle No. 35 on coupon, p. 104 


Chicago, Ill. 


For more data circle No, 36 on coupon, p. 104 








“Superior Quality Doors—Moderately Priced 


EDORCO 


The flush door 
, with a heart of 
-X Western red cedar 


If you desire 
quick service on 
quality flooring, 
specify — 


* 


SmitH oAK/Fio 


We have our own trailers for direct delivery 
within 500-600 mile radius. Or can ship 
immediately by truck or rail to more dis- 
tant points. Quality end-matched oak floor- 
ing that’s well manufactured and graded, 
properly seasoned and loaded. 


Seporco guaranteed flush doors 
are precision built with all-wood 
construction throughout. Venti- 
lated em por rain, kiln-dried 
Western ar cores maintain 
dimensional stability. 


RING 


SEDORCO CORE CONSTRUCTION 
meets the highest standards and 
wins the complete approval of dis- 
cerning architects pos ¢ contractors. 
Szporco doors conform to Com- 
mercial Standard 171-50, estab- 
lished by the United States De- 
parent of Commerce. Face 
seaeey = wot aces sacle: te, Representatives in most states. Let us put 
birch, white ash and masonite. the representative in your area in touch 


with you today. 
~ D oO RC © ie tf 
, foe 


SEATTLE DOOR COMPANY, INC. PADGETT-SMITH FLOORING CO. 
Seattle 55, Washington Manufacturers 
Soles R : Benj, Levinson & Co, 1305 Third Ave., Seattle « SE 6318 «TWX SE443 
alg iy en etme wae MOUNTAIN VIEW, MISSOURI 
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From the 

snow covered ———, 
peaks of the 
Rockies... 


m comes the finest 
ENGELMANN SPRUCE 
and LODGEPOLE PINE grown 


If you have a job that requires the Best Boards 
in Construction, contact us for Prices and 


Availability. 


Member of Western Pine Association 


MONARCH LUMBER CO., Inc. 


LITTLETON, COLORADO 


101 SALES 
OPPORTUNITIES 


EVERY DAY OF THE YEAR 





For Stree PAINTING 
"8 101 MANDY WOME Uses 


Pveher EParniete- Miidiand 


company 


BuiLptInc Propucrs MERCHANDISER 








Che Detroit Free Press 


Fourth largest standard-size morning newspaper in the U. S. 


and 
The Detroit Hoo Hoo Club 


with the endorsement and support of the 
Detroit Lumbermen's Association 


will present THE 


DETROIT 
DO-IT-YOURSELF 
SHOW 


produced by William S. Orkin 
at the 


Michigan State Fairgrounds 
November 6 to 14, 1954 


Reserve space now—avoid disappointment! 
Phone, wire or write the Orkin representative nearest you 
W. S. Orkin, Pres., Orkin Expositions Management, 19 W. 44th St., 
New York 36, N. Y. Phone MUrray Hill 7-4580 


Ray S. Neuwelt, Midwest Sales Mgr., 122 South Michigan Ave. 
Chicago 3, Illinois. Phone WEbster 9-5642 
R. George Wood, Detroit Manager, 830 West Vernor Highway 
Detroit |, Michigan. Phone WOodward 2-1436 


The Detroit Free Press 








“WEDGE-RITE” 
OVERHEAD“ SETS 


WAYS 


1. Offset Track 4. All Standard 
Graduated Hinges Single & 2-Cor 
- a Galvanized Sizes 


5. Amazing Low Prices 


=o 0 § 


There's a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8'x6'6” to 
9’x7', two-car sizes from 14’x7’ to 16’x7’ and commercial 


sizes range from 9’x9’ to 20’x12' . . . for all doors 1%” 
or 1%” thick. 


BETTER! 





Superior ““WEDGE-RITE” door sets have all premium fea- 
tures yet are competitivaiy low priced! 


DOOR SECTIONS! Truck food or carload tots 
in stock sizes, Kiln dried, Douglas Fir, dowel 
construction. Lowest prices! 





WRITE FOR FULL INFORMATION 
AND PRICES! 


tue DOR-SET 


CORPORATION 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 
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Sales are Booming. 


Reynolds Do-It-Yourself" Aluminum is Scoring 
Phenomenal Retail Sales Success from Coast 
to Coast... Building Big Profits for Dealers! 


READ WHAT DEALERS SAY: 


® "Sales so good we can’t keep our rack filled.” %* "Getting brand new customers every day.” 
New York Dealer Seattle, Washington, Dealer 


* “I've turned over my full stock six times in %& "In one day, a store check showed 2.3 
only three months!” persons came up to rack every 5 minutes!” 


Indianapolis, Indiana, Dealer 


A 


Chicago, Illinois, Dealer 


¥T. M. REYNOLDS METALS COMPANY 








PUL ORDER THIS 
wit Attractive Merchandising 


ee Beemeed, RACK TODAY’ 


Call your wholesaler, or write 
direct to Reynolds Do-it-Y ourself 
Aluminum, ‘2496 South Third 
Street, Louisville 1, Kentucky. 


This handy, quick-service rack contains 
tubing . rods . bars . angles . plain sheets 
+ embossed sheets . screen and storm sash 
sections . trim strip . handy fasteners . 
window hardware and accessory items, 


all pre-labeled and priced. 


SPECIAL NOTICE — A WORD OF CAUTION: 
ver 10,000 Dealers! . Customers should be 
to ovr © § eur dealers te receive his 0-IT-YOURSELF’| warned to use only 


We want ea no Reynolds Do-it- j *teynolds Do - It - Yourself 
ey Aluminum .. . 
Franchise as on @ 
ranc inyum Deo ordinary aluminum 
Yourself Alumin —-— aoe may harm tools. Reynolds 
oe Do-It-Yourself Aluminum 
do not yet b This SPECIAL SEAL is approved by leading 
to is attached to tool manufacturers. 
every piece 


Coen Bia mM) 
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According to Plans! 


Now Reynolds Provides a Complete 


PLANS & PATTERNS PROGRAM 


to take the selling-job 
right off of dealers’ hands! 


With the addition of Reynolds 
new Plans & Patterns Program, 
your Reynolds Do-It-Yourself 
Aluminum Display Rack now be- 
comes a super-effective merchan- 
dising and selling unit. There is a 
fully illustrated Plans & Patterns 
Catalog to hang right on the rack 
for easy customer reference; and 
each one of the Plans & Patterns is 
an attractively illustrated selling 
piece in itself. 


The wide variety of available 
plans and patterns keeps custom- 
ers coming back to try their skill 
with new projects . . . and every 
new plan or pattern purchased 
means not only an additional sale 
of Reynolds Do-It-Yourself Alu- 
minum, but frequently the sale of 
related items as well. 


NOTE: You will be interested to learn that 
the May-June DELTAGRAM is devoted en- 
tirely to Reynolds Do-It-Yourself Aluminum. 


REYNOLDS 


DO-IT-YOURSELF 


Buttpinc Propucrs MERCHANDISER 
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Gooseneck booms designed in dimen- 
sions and capacities to be used in con- 


} junction with Yale gas and electric 

LI } E fork trucks of from 1,000 to 10,000 

4 * pounds capacity or with Yale Work- 
1 


saver motorized hand trucks are de- 
scribed in Bulletin 1570 published by 
Yale Materials Handling Division, The 
Home improvement with plywood is Store fixtures and builders hardware Yale & Towne Manufacturing Co. 
the subject of “Seeing is Believing,” a are described in a new catalog (No. Used primarily for handling awkward 
twenty two-minute color movie pro- 54) produced by the Knape & Vogt materials which are not readily pal- 
duced for the United States Plywood Mfg. Co. Many new items have been letized, the gooseneck boom is also 
Corporation. The film unfolds the added, such as nylon sliding door useful for lifting loads over obstacles. 
story of a daydreaming young home sheaves, fiber track and glides, light- For more data circle No. 43 on coupon, p. 104 
owner, Miniver Cheevy, whose first weight extension drawer slides and 
love is the past. A look into the past, overhead all-glass track assemblies. 
however, changes his mind, and a visit Also included is a price listing for the of masonry surfaces, including brick 
to his lumber dealer convinces him that line of materials in the catalog. Knape animating Am le ‘eonerete seen 
modern plywoods surpass woods of & Vogt Mfg. Co., Dept. AL, Grand block, stucco, ao cinder block, are 
the past. “Seeing is Believing” will Rapids 4, Mich. described in a brochure titled “Pruftite 
be available to lumber dealers. United For more data circle No. 40 on coupon, p. 104 Masonr Pz 2ints.’ The brochure is 
States Plywood Corp., Dept. AL, Wild- ihustrated with before and after ra 
wood Building 55 West 44th St., New Gates concrete form ties are dis- tures and case histories of ol sal 
York 36, N. Y cussed and illustrated in a catalog cov- calidinen Borah ye beautified by 
For more data circle No. 38 on coupon, p. 104 ering both the rod type tie and the Pruftite Masonry Finishes. Prufcoat 
2x4 type tie. Detailed drawings and taboratories. Inc. Devt. AL. 60 E 
copy sain og be use Pisce, ame 42nd te eile Weate 17 7’ Y si 
The Model F-39T10 electric powere and also how to build your own forms. Sige: sn ae 
10,000 pound pone 4 Ly — net gr Gates & Sons, Ine., Dept. AL, 80 S. For more data circle No, 44 on coupon, p. 104 
illustrated and described in a new Galapago St., Denver, Colo. A new toplighting-ventilation unit, 
folder just released. The new litera- For more data cirele No. 41 op coupon, p. 104 the Wascolite Ventdome, is featured 
ture contains more than a dozen Gathering Place for Compliments ina folder. The folder fully describes 
photographs showing the truck in a describes Styline kitchen sink assem- the Ventdome, lists $1zes and specifi- 
wide variety of applications, plus blies, wall ‘and base cabinets and cations, and shows typical installa- 
model shots and detailed views of com special G-E monotops. New Glamour tions. A ventilation monograph is 
ponents. Engineering drawings are for Your Bath or Powder Room il- included, for easy determination of 
also included. lhe folder lists com- lustrates the three models of Beauty- required CFM and air changes per 
plete design specifications, operating Queen vanities, shows bathroom lans hour for rooms with a given number 
and construction features and applica- for greater family usefulness hese of cubie feet. Wasco Flashing Co. 
tions. Elwell-Parker Electric Com- a ee bre dt a 87 Fawcet St., Dept. AL, Cambridge, 
<< se m two booklets are available from the 
pany, Dept. AL, 4205 St. Clair Avenue, manufacturer. Toledo Desk & Fixture Mass. 
Cleveland 3, Ohio. Corp., Dept. AL, Maumee, Ohio. For more data circle No. 45 on coupen, p. 104 
For more data circle No, 39 on coupon, p. 104 For more data circle No. 42 on coupon, p. 104 (continued on page 100) 


TOP QUALITY-LOW COST EW! atte 


Performs as well as 1s 
IMMEDIATE DELIVERY |” pROFITABLE! Was 4st 


grade 
for These | > 


The latest methods of combining 
decoration with protection of all types 








>"Gymnasium Grade" Flooring 


: a 
P New Diamond Hard "Gymnasium Grade" flooring is 50% or better Ist grade 
LhHLE blended with 2nd grade areas. It has the strength to resist rugged wear—the 
beauty and interest of mixed color tones and grain patterns—and a price that 


BEAUTIFUL FLUSH ele) R S wins more flooring bids. MFMA-approved and warmly endorsed by leading 


architects and school authorities, it is a natural for increased sales. Inquire 


LINES . today! 


ADMIRAL URAC 185 a. W. WELLS LUMBER CO. Unit packaged flooring 


if desired 
encilts Cintts: tu Batedt Ged KEEPS THEM FLAT Phone 3633 - 6400 MENOMINEE, MICH 


Oldest MFMA member 
COMMAN DER +a oan, olen 
made om iin Grade Bich et Coaeeah Sse’ | | MURR O)O OME OD TLS 
line doors. They're 
CHIEF guaranteed to lay flat, 
made from Paint Grade Birch =—— oo © for Asbestos Siding 
@ for Lap or Bevel Siding 


WIRE PHONE WRITE ® for Wood Shingle Siding 


Seve applicating time and money 
for prices — Delivery schedules add to appearance and durability! 
Kokomo Kerners simplify fitting, 
eliminate split siding and planing 


GRAND TRAVERSE SALES fi Sma comin of corr fro 


tos siding to motch every manufacturer's line. 


BIRMINGHAM, COMPANY SUTTONS BAY. = Fer complete detalls a. free semples write— 
MICHIGAN MICHIGAN 


acai one | B\—§ BUGHER MANUFACTURING CO. 


TEL. SUTTONS BAY 61-71-92 TEL. MIDWEST 4-3450-1-2-3 
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McCloud Lumber Co. | , 
Executive Office 2 alongside of a ‘ 
900 First National-Soo Line Building bee on ° > ° 4 
MINNEAPOLIS 2, MINNESOTA ; % _ tanbil, paint mixer “| 
Selling the Products of : * ' ry 


The McCloud River Lumber Co, 
McCloud, Calif. 








Its performance is unbelieve- 

able! Runs so smoothly—so 

vibration free—so silently, 

that you can actually write alongside of it! Needs no bolt- 

ing down! Combines eye-catching beauty with spectacular 
fy performance! Twin cradles shake VY pt. to 1 gal., 2 differ- 

Qualls Y ent sizes at one time or operates with one cradle empty. 


WESTERN . i . 
SOFTWOODS SONBEROSA Pites : Write Dept. AL-3 for FREE brochure. — 


SUGAR (Genuine White) PINE 


DOUGLAS FIR, WHITE FIR ' HARB Manufacturing Company 
IL 325 W. Ohio St., Chicago 10, IH. 


LUMBER. 


QUALITY AND SERVICE FROM A LEADING MANUFACTURER AND DISTRIBUTOR 


WESTERN WOODS SOUTHERN WOODS 
Fir—Hemlock— Cedar Yellow Pine—A.D. & K.D. 
Spruce— Ponderosa Pine Finish — Boards— Dimension 
Poles—Piling Oak Flooring —Poles— Piling 

Sales Office—600 North Capitol Way Sales Office —Southern Finance Building 
Clympia, Washington Augusta, Georgia 


wie GP) GEORGIA — PACIFIC 
rtelull PLYWOOD COMPANY 

















PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Trade Mork High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns e 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 














Registered 











Buttpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 104) 





a 


We point with pride to the 

C. D. Johnson trade mark of quality 
lumber. Each piece is precisely 
manufactured and graded for what 
it is. When you see our mark on 
your order of West Coast lumber, 
you can be sure it’s exactly what 
you ordered. 


C. D. JOHNSON 
LUMBEA 
COMPANY 


Manufacturer: 

WEST COAST LUMBER 
Mills: 

TOLEDO, OREGON 
Shipments: 

RAIL AND WATER 

Sales Offices: 

AMERICAN BARK BUILDING 
PORTLAND 5, OREGON 


J TRADEMARK OF QUALITY LUMBER 


——" Diviston oF 
Sa GP cronan—Macerte: ivecorcoursar 








NEW LITERATURE 


(begins on page 98) 





The Spacemaster catalog (55-S) is 
now available to dealers. It contains 
128 pages and over 650 illustrations 
of advanced merchandising equipment. 
The catalog includes: wall sections, 
counter set-ups, island units, signing 
equipment, glass shelving, splicing and 
binning equipment. Reflector Hard- 
ware Corp., Dept. AL, Western Avenue 
at 22nd Place, Chicago 8, III. 


For more data circle No. 46 on coupon, p. 104 


The low-cost weed and grass control 
which can be achieved with Telvar W 
weed killer is described in a booklet. 
The brochure shows some of its uses 
and the results that can be obtained. 
Telvar W is the new name for CMU 
weed killer which has been in commer- 
cial use for over two years. E. I. Du 
Pont De Nemours & Co., Inc., Public 
Relations Dept., Dept. AL, Wilming- 
ton, Del. 


For more data circle No. 47 on coupon, p. 104 


A new garage plan of the month 
will be featured each month in 1954, 
by Strand Garage Door Division of 
Detroit Steel Products Co. Free re- 
prints will be furnished on request to 
owners, contractors and dealers. Each 
plan of the month sheet includes ren- 
dering of the garage, floor plan and 
complete list of materials required for 
construction. Strand Garage Door 
Div., Detroit Steel Products, Dept. AL, 
3103 Griffin St., Detroit 11, Mich. 


For more data circle No. 48 on coupon, p. 104 


A new product manual, packed with 
selling facts which distributors and 
dealers can use in presenting Ripple- 
wood textured wood wall paneling to 
their customers is ready for distribu- 
tion as a sales portfolio, or as the 
subject of a series of sales meetings, 
the manual should aid dealers in build- 
ing up Ripplewood sales in local terri- 
tories, enabling their salesmen to 
accurately answer every question 
about features and applications of 
Ripplewood. Georgia-Pacific Plywood 
Co., Dept. AL, 270 Park Ave., New 
York 17, N. Y. 


For more data circle No, 49 on coupon, p. 104 


Uses and advantages of new Kala- 
bord and Kalatex striated hardboard 
paneling are described in two booklets 
recently published by Columbia Ply- 
wood Company. These booklets are 
available free of charge in quantity to 
lumber and building supply dealers for 
over-the-counter distribution. Illustra- 
tions in color demonstrate the effective 
application of the textured panelings, 
and copy material explains the relative 
advantages and varied applications of 
the two products. Columbia Plywood 
Company, Dept. AL, Skinner Building, 
Seattle 1, Wash. 


For more data circle No. 50 on coupon, p. 104 


The Stanley Steel Strapping Sys- 
tem catalog contains complete infor- 
mation about Stanley Steel Strapping 
tools, equipment and accessories and 
is fully illustrated. Many photographs 
of tools and material are shown in 
actual application. New information 
featured includes a description of the 
Stanley Power Strapping Machine. 
Steel Strapping Division, The Stanley 
Works, Dept. AL, 195 Lake Street, 
New Britain, Conn. 

For more data circle No. 51 on coupon, p. 104 
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Information Offered 
In Advertisements 





ADVERTISING AID: Sample, informa- 
tion; Home Maintenance & Improve- 
ment magazine. See adv’t p. 16. 

ALUMINUM, do-it-yourself: Sales aids; 
Reynolds Metals Co. See adv’t pps 
96-97 

CABINETS, kitchen: Information: Gen 
eva Modern Kitchens, Inc. See adv't 
p. 91 

CONVEYORS Bulletin No AL-54 
Standard Conveyor Co, See adv’t p. 60 

CORNERS, siding: Samples, informa- 
tion; Bugher Mfg. Co. See adv't p. 98 

DOORS, combination: Brochure; Conti- 
nental Screen Co. See adv't p. 20 

DOORS, garage: Bulletin; Wagner Mfg 
Co. See adv't p. 86. 

DOORS, garage: Descriptive informa- 
tion; Steel Door Corp. See adv’t pps. 
37-38 

DOORS, louvered wood: Booklet: Stiles, 
Inc, See adv't p. 81. 

ENAMEL, floor and porch: Consumer 
color card, information; Acme Quality 
Paints, Inc. See adv’t p. 30. 

FANS, knocked down: Information; S 
J. Stewart (Electric). See adv't p. 46. 

FIREPLACE UNITS, outdoor: Booklet; 
Donley Bros. Co. See adv't p. 91 

HARDWARE, closet: Catalog: Knape & 
Vogt Mfg. Co. See adv't p. 89 

HARDWARE, door, cabinet Display 
boards, literature, folders; McKinney 
Mfg. Co. See adv’t p. 55 

HARDWARE, sliding door, wardrobe: 
Literature; Arthur Cox & Sons, Inc 
See adv't p. 33 

INSULATION, batt: Information; Johns- 
Manville. See adv’t p. 65. 

INSULATION, reflective: Booklet, sam- 

ple: Infra Insulation, Inc. See adv’t 

p. 12 

INSULATION BOARD: Information; 
National Gypsum Co, See adv’t p. 52 

INSULATION, WALLBOARD: Promo- 
tion program information; Wood Con- 
version Co. See adv’t pps. 72-73 

LEGS, wrought iron: Catalog; Belson 
Mfg. Co. See adv’t p. 88 


NAILS: Samples; John Hassall Inc. See 
adv’t p. 79 

NAILS, roofing: Samples, booklet, in- 
formation; The Deniston Co. See adv't 
p. 39 

PAINT MIXERS: Brochure; Harbil Mfg 
Co. See adv’t p. 99. 

PANELING, plywood: Sales aids, idea 
book; U. S. Plywood Corp.—U.S.-Men- 
gel Plywoods, Inc. See adv't pps: 82-83 

PICKET CUTTERS: Information; H. A 
Schubert Co. See adv't p. 86 

ROOF DECK: Information; Armstrong 
Cork Co. See adv't p. 27 

ROUTERS for plastic laminates: Fold 
er; Grace Fabri-Tool Co. See adv't 
p. 60 

SASH BALANCE, WEATHERSTRIP 
combination: Folder; Milwaukee Strip 
Service, Inc. See adv't p. 84 

SCREENS, aluminum: Samples. catalog 
Warren Supply. See adv’t p. 81. 

SHAKES: Information; Canadian For- 
est Products Ltd. See adv’t p. 43 

SHINGLES: Information: Bird & Son 
{ne. See adv’t p. 19 


SIDING, asbestos cement: Sales 


aids; 
Flintkote Co. See adv’t p. 11 


TOOLS, power: Catalog: Delta Power 
Tool Div., Rockwell Mfg. Co. See adv’t 
p. 93 

TOOLS, power: Descriptive information; 
Skil Corporation. See adv’t p. 9. 

TOOLS, power: Folder; 
Works. See adv't p. 105. 

WINDOWS, wood: Catalog; 
Graves Co. See adv’t p. 47 


Tannewitz 


Brown- 


Butitpinc Propucts MERCHANDISER 





THOMASON! 


Give Your Customers 


(or more) 


Beautiful Face Veneers 


from which to choose 


But only ONE high-quality. That’s 
right...the dealer who sells 
THOMASON Flush Doors (hollow 
or solid core) is able to meet the 
requirements of more and better 
customers. 


Remember: “the 
THOMASON line 
keeps design in 
mind”... and you'll 
sell more Flush Doors. 


WRITE, WIRE OR PHONE 
FOR COMPLETE DETAILS 


THOMASON FLUSH DOORS 
THOMASON PLYWOOD CORPORATION 


Fayetteville ¢ North Carolina 


(To obtain more data on advertised products see page 104) 








Classified Advertising 





Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 


1 Time - 10¢ per word for each insertion. 


Minimum charge of 50c per line. 


~ %¢ per word for each insertion. 
Minimum charge of 45¢ per line. 


3 Times 


6 Times 6c per word for each insertion. 


Minimum charge of 40c per line. 


26 Times Je per word for each insertion. 


Minimum charge of 35c per line. 


All ads for classifed section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de 
sired. Published reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 


For advertisements bearing box number count 
five extra words. There are gym A 
five words to a line and when less are spe 
fied or used, regular line rate is ou 
When answering box numbers or mai ing 
copy for ads address them to: 


AMERICAN LOMBERMAN, INC. 
1399 N. Clark St., Chicago 2, Ml. 





HELP WANTED 


HELP WANTED 





Need experienced local man for Chicago ~< 
tail and industrial lumber t yare who has a 


Must be capable “a 
taking full charge of c 


—y- so ge 
under president, and have { knowledge of 


the lumber business to the extent thet he be 
able to supervise auditing. billing. q 








SALES REPRESENTATIVES 
AVAILABLE 





Attention Lumber, Millwork and 
Building Product Manufacturers. 
We are wel representatives and warehouse 





order taking, buying. Prefer man between 30 
and 45 years of age. If you have good execu- 
tive ability this is an opportuni of a life- 
time. Address Box T-37 American man 


ling to several hundred + 
dealers in the New rr. New J 
If you have a new 
be pesepandioes 1 to @ goed ad 

e 


cod advantage am 5 








Inc. 


Superintendent for prefabricated house plant. 
Please state que cations, age and salary 
wanted in repl Yy; Location—northeastern Ohio. 
Address Box T-34 American Lumberman, Inc. 





SITUATIONS WANTED 





MILLWORK—DETAILING 
A firm of millmen with years of experience 
offer a detailing and d service. Guar- 
anteed results Cost. 


Excellent 
service. Address Box R-59, ‘henecioen Lumber- 
man, 





LUMBERMAN: DIVERSIFIED EXPERIENCE, AC- 
TIVE Retail vos, Olfice, Sales. Relocate. 

ilities. Congenial, enthus- 
iastic. Address Box S-28, American Lumber- 
man, Inc. 





Middle-aged man with 10 youn petted shop 
experience, 15 years detailing and 5 years as 
superintendent with large concerns 





Wanted an assistant su tendent for plant 
making special wood 1 work and veneered 
ors. foreman for sash and 
rtment. Address Box 8-35, 
erman, Inc, 


Wanted: Salesman to call on large industrials 
in Chicago area. Top line of hardwood ply- 
wood and Pir z7sce. Salary and expenses. 
Address Box 36 American Lumberman, Inc. 


Wanted: Assistant to Sales Manager of whole- 
sale plywood and millwork distributor in Chi- 
cago area, Must be accurate with figures and 
able to assume responsibility. popes man with 
some knowledge millwo commen- 
surate with aay. Address par 8-70, Ameri- 
can Lumberman, Inc. 


Production Menem for large ‘ituek po 
in South doing stock and special work. Ex- 
ceptional opportunity for thoroughly experi 
enced executive with top previous record. 
Write fully P. O. Box 169, Mobile, Alabama. 


WANTED: " man with some retail 
background, who has found that 

interest is selling farm buildings. We sell 
complete building es and turn-key 
erected jobs, plus a complete building mate- 
rials and building service line oppor- 
tunity—salary—anything you can earn. Lester's 
Inc., Lester Prairie, Minn. 


Senhes 
his main 


Assistant Manager Wanted 


25 to 35. Married man preferred for good 
position with Pieces owned yard in county 
seat town in lowa. Please reply in own 
hand giving experience, qualifications and 
salary expected. Would appreciate 
Berman . Address Box T-3 4 

e ne. 


rman 


recent 
American Lum- 


Assistant Manager 
Need young man vith at least 2 years experi- 
ence in retail lumber business. Must be capa- 
ble of handling buying. etc., when owner is 
away. Apply by letter to Marion Pugh Lumber 
Co., College Station, Texas. Give all informa- 


tion about experience, education and refer- 
ences. 


HELP WANTED: Need for t 
lowa retail lumber a Must be tally ex- 
perienced and able all 

as well as prepare iene 
tunity for right man. 
can Lumberman, Inc. 








Good o 
Address Box T-36 Ameri. 


102 


cial millwork, cabinets and fi kei 
position with small concern in same line de- 
tailing, billing and supervision of fabrication. 
Address Box 8-61, A Inc. 











NEED CAR UNLOADERS? 
Use Seuupowss, Inc. men to unload 
lumber in a hu MANPOWER. 
INC. in Milwaukee, Amma Cleve- 
land, Cincinnati, St. Louis, Pittsburgh 
—or write Mr. Richmond, Manpower, 
oe . ” W. Kilbourn Ave., Milwaukee 





Hardwood Grader desi as I ct 
or Yard Foreman. Eowoticneed all species in- 
cluding Pulippine stehovens. N.H.LL.A. rules. 
Married, age 37. Will relocate anywhere. 
References. Address Box T-27, American 
Lumberman, Inc. 


MILLWORK SUP’T. & DRAFTSMAN 
30 years experience: detailed and stock mill- 
el Production man. A-l Reference. Ad- 
dress Box 8-58, American Lumberman, Inc. 


panies Yard Beupanee available—age 39. Have 
yard which was re- 
cout sold. will relocate Gapwheee. Address 
Box T-38 American Lumberman, Inc. 





General Manager—Garage Building—Custom 
and Package. Competent, cost minded, ex- 
rienced a phases. Have facts and figures. 
ould ont up, if not already established. Age 
39, married, tion east 
of Mississippi. Mvduireee Box T- American 
Lumberman, Inc. 





39 year old married man, 16 years building 

material and construction experience, also 

ag with instructor's vane 

hou ing retail yard, desires 
Hy with “future, preferably combining 
th trades. Best of references. Address Box 

T-40 American Lumberman, Inc. 





To learn management in yard ‘Gat can htt 
future. University of innesota Graduate 
(Arch. Major), 41/, py: rs Arch. Seating Heavy 
Constr.) Age 30. Address Box No. T 

can Lumberman, Inc. 





MACHINERY WANTED 





Wanted: Géod Used Car Unloader and Con- 
veyor for unloading Sand-Stone-Gravel, etc. 
Engine or Electric Motor Driven. Address 
Box T-46 American Lumberman. Inc. 


May 


omo- 
tional minded, saws yy 
that can do the j Write to Box 

can Lumberman, Inc. 


A wholesale distributing yard with siding and 
= seo J od soem ™ handle yume. 
aneling, Plywoo yscord on commission 
basis. A. Manasse & Co., P. O. Box 265, 
Linden, N. J. 





SALES REPRESENTATIVES 
WANTED 


DISTRIBUTORS WANTED 
New line of Grandview Birch panded | kitchen 
cabinets offered in standard 
Also oe a | ae counter or tops Write 
for 
129th Street South Highway 71. n. 


City) 
G Products Co., (Suburban 
Grandview, Mo 








Manufacturers pupuesentetre for glue hly- 
rated in woodworking dont now ered 
first time in Hendy Pos Pack ioe de t-yourself mar- 
ket. Ideal for man calling both woodworking 
plants and lumber dealers. Good tie-in ply- 
wood, dboard, or plastic laminate re > 
sentative. Write Box S-59, American L 

man, 





Manufacturer's Agent 
To sell building material job. bers and whole- 
salers in Mi Wi and northern 
lowe. Should live in Dubuque area. Must be 
o- —— salesman. Will ane an ag — 








dling plywood. shakes, 


millwork. “and ethos 
related 


confi- 
“Kddress Box T-41 American Lambes- 








Salesmen to sell exclusive yet popularly priced 
line cf decorative brass hardware to the re- 
tail trade as a side line. Package deal has 
full 100% markup for retailer. ddress Box 
T-42 American Lumberman, Inc. 





MANUFACTURER'S REPRESENTATIVES 
by leading Manufact of Nation- 
ally Advortiged § Sash Balanc e Combination Uni 


complete ay Weatherstrip Products. 
Must have tee ah ~ # Millwork 


uilding Material 
Manufacturers, Building Material Supply Deal- 
ers and Tract Builders. 


MASTER METAL STRIP CeaVICE. INC., 
Kilbourn Ave., Chicago 39, Illinois. _s 


WANTED — RAILS 


RAILS WANTED 
| big tonnage 
DYER CO., INC. 
a111-A melloae'l Exch. Bidg., St. Louls 1, Mo. 











STEEL RAILS 
16#, A.B. 2S#. WH, ISH, 407 and Heavier 


WEST STEEL CORPORATION 
518 eae St., Charleston, West 





RAILS. New and Relaying 


M. K. FRANK 
480 Lexington Ave., New York, N. Y. 





BUSINESS WANTED 





WANTED 


a lumber yard in good Iowa town. 
ox §-63, American Lumberman, Inc. 


To bu 
Write 





To buy a lumber yard in good small town, 
Northern Illinois or Ad- 


dress Box T-43 Pith = Lumberman, Inc. 





17, 1954, AMERICAN LUMBERMAN & 








BUSINESS OPPORTUNITIES 


For Sale by Owners — well known lumber, 
building material and hardware business in 
fast developing east coast area, near West 
Palm Beach. Large hardware store located in 
downtown shopping area. Lumber yard lo- 
cated on railroad with side track facilities. 
This business established in 1926 by owners 
and will consider selling both or either lumber 
and hardware departments. For further par- 
ticulars, write Box Holder, Route 2, Box 343, 
Lake Worth, Florida. 





WHOLESALE LUMBER COMPANY WILL BUY 
INTEREST in small, but good, wholesale dis- 
tribution warehouse in Southern City with sev- 
eral railroads. Exchange of stock, or part 
cash and part stock. Can help finance. Ad- 
dress Box T-47 American Lumberman, Inc. 





USED MACHINERY FOR SALE 





FORK LIFT TRUCKS 


Ross 

Capacity 18,000 Ibs. 
Lift 17%, ft. 

Power steering 

All weather cab 


Hyster 

Capacity 15,000 Ibs. 
Lift 17%, ft. 
Hydraulic steering 
Hydraulic brakes 


1 Diesel Fork Lift Truck 
Capacity 10,000 lbs. 
Lift 10 ft. 

Power steering 

Power brakes 

Four wheel drive 


Ross 

Capacity 12,000 Ibs. 
Lift 14 ft. 

Power steering 


Power brakes 
All weather cab 


Hyster 

Capacity 7500 Ibs. 
Lift 10 ft. 
Hercules engine 


Ross 
Capacity 15,000 ibs. 
Lift 14 ft. 


Power steering 
Power brakes 
All weather cab 


The above trucks are reconditioned and 
guaranteed for 60 days against mechanical 
defects. We sell on time payments, and 
will take other equipment in trade. 


HARVARD EQUIPMENT CO., INC. 
291 Cambridge Street 
Allston 34, 
ass. 
Telephone St-2-0826 


Distributors: GERLINGER FORK LIFT TRUCKS 





FOR SALE or TRADE 
Used Fairfield Coal Car Unloader and Con- 
veyor — Electric Driven — used about three 
years — good condition — no junk. We have 
discontinued coal business. Ridden Box T-45 
American Lumberman, Inc. 


INTERNATIONAL LOG LOADING TRACTOR 
International Crawler Tractor, Mode! T-9, with 
Austin Western full revolving swing crane, 
hydraulically controlled. Gov't. purchased, 
excellent condition. Price §2750.00. 

Oo. Evans — Mt. Sterling, Ky. 


BUSINESSES FOR SALE 


RETAIL YARD 
Profitable, long established Michigan Industrial 
City lecation. ,000 investment. Should yield 
25%. Leased buildi include living quarters. 
ess Box 8-45, Ameri Lumb Inc. 














Retail yard in America’s fastest growing sec- 
tion. Florida gold coast. Owner retiring. Land 
lease or complete sale. Address Box $-66, 
American Lumberman, Inc. 





RETAIL LUMBER YARD FOR SALE 
On Eastern Shore, on main highway. New 
modern buildings, 5 acres land. Doing yearly 
business of $200,000. Inventory $60.00. Show. 
7 nice profit. Only interested buyers reply. 
Address Box T-48 American Lumberman, Inc. 


BuILpInG Propucts MERCHANDISER 


BUSINESS FOR SALE 





Western Oklahoma Yard For Sale 
Lecated in center of large farm and ranch 
territory with one independent yard as only 
competition. Inventory lowered for quick sale. 
Good buildings. Owners have other interests. 
Address Box S-67, American Lumberman, Inc. 


LUMBER YARD 


The most outstanding wholesale concentration 
yard in the Southwest is for sale due to 
owner's retirement. Can be readily converted 
to retail operation. An unusual opportunity. 
Address inquiries to Box $-68, American Lum- 


berman, Inc. 


Retail lumber and building supply business 
located southwestern Michigan. in resort area. 
Gross sales over $100,000.00 per year. Owner 
wants to move to different climate. Price $35,000 
plus inventory. Terms can be arranged. Ad- 
dress Box $i, American Lumberman, Inc. 





FOR SALE: Only Lumber Yard in small North- 
west gy J - - hardware and 
lumbing. od busi a 
arming ‘community. Address Box T-29, Ameri- 
nc. 





can Lumberman, 


For Sale By Owner Retail Lumber business 
located in Northern Minnesota in good dairy 
community. Good buildings and equipment. 
Address Box 716 Gonvick, Minnesota. 





FOR SALE: Lumber and Building Supply in 
Pueblo, Colorado. Best location in Pueblo. 
Will lease real estate, etc. Sales volume 
extra good. Reason selling sixty years in 
lumber business. Address W. G rown, 
Lamar, Colorado, Owner. 


Bohmer Lumber Co., Brooten, Minn., for sale. 
Good business, large community. Stock and 
equipment for sale, buildings for sale or rent. 
J. O. Bohmer, Administrator. 





Sash and Door Business, St. Paul, Minn. Ac- 
tively engaged in School and Commercial 
Millwork also Stock Millwork Sales. Will sell 
majority interest $20,000 down, balance terms. 
Modern Building, Machinery Complete. 

ceptional opportunity for qualified person. 
Address Box T-49 American Lumberman, Inc. 





FCR SALE 
Good Nebraska Yard located in Corn Belt. 
Good clean dry stock under good sheds. Own- 
er wishes to retire. Address Box T-33 American 
Lumberman, Inc. 





RETAIL LUMBER YARD 

Well established lumber and building mate- 
rials business has no competitors in rapidly 
developing community near Pacific Highway 
(Vancouver-Portland area). Progressive man- 
g t by d owner realized $100,000- 
$125,000 gross sales range. Attached rental 
roperties provide additional stable income. 
Se Trust Sept. Seattle-First National 
Bank, Seattle 14, Washington. 


RETAIL YARD 
Active, long established, located in llent 








PROMPT SHIPMENT 





PROMPT SHIPMENT 


BUILDING PAPER 
Reflective Insulation 
Asphalt Felt—Red Rosin 

Nail ( er Ppeciag) 

Twine (For T Lumber 

Miracle Adhesives & Anchor Nails 

SLIDING DOOR HARDWARE 
Joist Hangers (in Cartons) 

Dolly Varden Corners 
» a all Ties — Areawalis 


NICHOLS ALUMINUM NAILS 
Wooster Brushes 
Attic & Roof Louvers 
Miniature Louvers (l5c resale) 


(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
. Drawer 43 Wilmette, Mi. 





LUMBER & DIMENSION 
FOR SALE 





FOR SALE 
PONDEROSA PINE BOARDS 


and White Fir Dimension. 
Car Load Shi ts from Idaho. 
Address Box S-42, rican Lumberman, Inc. 





Kiln Dried Douglas Fir Industrial 
Standard sizes through 16/4 

Also 

Extension Ladder Rails 
Cut Door Stock 


Mouldings 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly:. 


Al Clements Lumber Co. 
P. ©. Box 908 
Eugene, Oregon 


Clears 


Phone 5-3317 TWX EG049 





For the ‘Do-it-yourself’ Shop — Northern Hard 
Rock Maple Blanks 18" x 18 x %" Glued 
- of dried stock — surfaced 2 sides 
67\,c each {. o. b. New York State Shi g 
Point. Address Box T-31, American L er- 
man, Inc. 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 





ADVERTISING YARDSTICKS 
Same ‘price as 1-color. 


Basswood, 2-color. 
Also Paint Paddles. 





R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Ml. 


After oll—there is nothing like 
Woot hévertsing Vena. roa 
ringin ans. e 
for Secchune and times. 
ABA WOOD PENCILS 
P. O. Box 395 Tuckahoe 7, New York 





Assemble your own sliding door pockets, al) 
metal parts, stee] stiffeners, track, hangers, 
cushions, blueprint detailing wood parts, 4 
sets $17.95. (Mention sizes). FHA approved. 
satisfaction g teed. Burns Wood Products, 
34850 Six Mile, Livonia, Michigan. 








farming area Central Illinois. Annual gross 
ovr $150,000. Must sell ‘tue to other business. 
Address Box T-44 American Lumberman, Inc. 





SAWMILL FOR SALE — Modern Circular in A-! 
condition, running capacity 20,000 ft., Forano 
bulledger, a ladder, trimmers, slashers, dip 
tank, shingle mill, sorting table complete wit 
=oue . all shafting, belts, 


clu 


miles from Ottawa, Ontario, Canada. Address 
Box S-48, American Lumberman, Inc. 


TIMBER & TIMBERLAND 
FOR SALE 





FOR SALE 
Timber Limit, in East Algoma Dist. Ontario, 
Canada. It borders on Georgian Bay and North 
Channel waters. Area 100 square miles. Stands 
of both hardwoods and softwoods. Owners 
becoming aged and desire to discontinue lum 
berina. If interested write, 
The Ward Ednie Pulp 6 Lbr. Co., Ltd. 
Tehkummah, t. Canada 








Your best source of supply 
for fast-selling 


RUSTIC 


® Continued building, bigger market, zooming «ales——get your share 
of the tmereasing RUSTIC WOOD fence business...We make 
prompt shipment on all types——old-fashioned post and rail, English 
type hurdle, rustic gates. Specially selected chestnut rails; lifetime 
locust posts, Write for information and prices. 


MARLEAU-HERCULES 


3610 Detroit Ave Tolede 12, Ohio 


GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 
cenvine WHITE PINE Strce 
Genuine STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED - WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N.A.W.L. 1954 





1912-1954 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


for over 40 year 


PORT MOODY 6 ¢ CANADA 








classified 
advertising ... 


. ils the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you’'ll find column after column 
offering real business opportunities. 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 
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(To obtain more data on advertised products see page 104) 


May 17, 1954, American LUMBERMAN & 





’ (CE) Dodge Div. of Chrysier Co National Brass Co 
(CF) Donley Brothers ( The ‘ (Dexter Lock Co.) 
(CG) Dor-Set Corp., The 95 National Cash Register Co 
, : National Gypsum Co 
(AA) Acme Appliance Mfg. Co , A 
. TT > - ‘ , , (CH) Flavelle Cedar Limited National Mfg. Co 
ie res une pew Rift pte: (CJ) Flintkote Co., The National Plastic Products Co 
pe Aetna Plywood & Veneer Co 2 (CK) ~Fox Lbr. Co., Abbott . The .. 
(AD) Ahonen Lbr. Co.. 


(AE) Air-King Mfg. Corp is (CL) Geneva Mfg. Co ; 5 Padgett-Smith Flooring Co 
(AF) Aluminum Co. of America (CN) Geneva Modern Kitchens. In Pullman Mfg. Corp 

(AG) Archer-Daniels-Midland Co 95 (CO) Georgia-Pacific Plywood Co 
(AH) Armstrong Co., The (CP) «Gillies Bros. & Co Ltd 
(AJ) Armstrong Cork Co ‘ (CQ) Goodman Lbr. Co 


: ‘ : (CR) Grace Fabri-Tool Co., The 
(AK) Associated Plywood Mills (DA) Grand Traverse Sales Co 


Reynolds Metals Co 
Roddis Plywood Corp 


Schneider Bros. Lbr. Co 

(AL) Bate Co., Inc., J. Herbert ; (DB) Hall-Wessel Co... ‘ —pempeeag. B oO Pa oe 

(AN) Belson Mfg. Co (OC) Harbil Mfg. Co Qf em robe ons ame n 

(AO) Bird & Son, In as (DD) Hassall, Inc., John... Stanéend Maxi Ge 

(AP) Boehm-Madisen Lbr. Co -. 58 (DE) Hines Lbr. Co., Edward . BS teen ~ & ney . 

(AQ) Bonifas Lbr. Co., Wm 5 (DF) Holt Hardwood Co ae pgm 8 bar R € 

(AR) Bradley Lbr. Co. of Arkansas... ‘ (0G) Home Maintenance & -- ee ‘ oh te ae ‘o . 

(8A) Brown-Graves Co . 47 Improvement Stewart Electric, 8. . 

(88) Bugher Mfe. Co a a Stiles, Ine tees tee 

(8C) Bunyan Lbr. Co., Paul 9{ (DH) Infra Insulation, In: ‘ Superior Lbr. Sales Co 

(DJ) International Harvester Co : } By 4 ; 
(8D) Cadillac-Soo Lbr. Co rier 5 (DK) Ives Co., The H. B Tannewitz Works ; 
(BE) Canadian Forest Products Ltd., Thomason Plywood Corp 
Huntting-Merritt Shingle Div 3 (DL) Johns-Manville .. . 65 Priatty a ee iinet 
(BF) Celotex Corp., The » 40 (DN) Johnson Lbr. Co., C. D ; Sedan Baan sg SMent VO 
(BG) Chevrolet Div. of General ae gn ae ’ 
Motors (DO) Kaiser Aluminum & Chemical Republic Steel 

(BH) Christiansen Co., C. M.. j Sales. Inc ae 56-5 : 

(BJ) Clark Equipment Co (DP) Keystone Steel & Wire Co.....48- U.S.-Mengel - wanes — as 
Conifer Lbr. Sales } (D9) Knape & Vogt Mfg. Co a9 - Ss ses anna a a s ne 2 
Conkling Co., The Frank ‘ ; 00 ay ’ 
Continental Sereen Co (DR) Lumbermens Mutual Casualty { Plywood Corp 
Copeland Lbr. Co 5 Co 
Cox & Sons, Ine Arthur 3 ( Wagener Mfg. Co 
Curtis Companies Service (EA) Marleau-Hercules Warren Supply 

Bureau (E68) Mauk Lbr. Co., The ; Webster Lbr. Co., H. E 
(EB) Mauk Seattle Lbr. Co i Wells Lbr. Co., J. W 
De’Cor (EC) McCloud Lumber Co ‘ Wells Lbr. Co., J. W 
Delta Power Too | Div (EO) McKinney Mfg. Co 55 Willamette National Lbr 
Rockwell Mfg. Co 93 (EE) Michigan Pole & Tie Co 58 Willamette Valley Libr, Co 
Deniston Co... The + (EF) Milwaukee Strip Service, In« Wisconsin Door Co a 
Detroit F Press. Tl ‘ (66) Mobile River Saw Mill Co., Inc 5 Wisconsin-Michigan Page 
Dexter Lock Co., Sub. o (EH) Moe Light, In 5 Wood & Wood Products 
National Brass Co Z (64 Monarch Lbr 10., covecesos Of Wood Conversion Co... 











Specialists in Oak Floor. - |7| LUMBER SALES 


ing. General wholesal- “~ 
= ers of ail lumber items. >— 


Contact us on your 
Distributors of West Coast 
Coniferous Tree Products 


H. E. WEBSTER LUMBERCO., °°." * any Tere P.O, BOX 385, TOWN & COUNTRY STATION 
eens 7 SACRAMENTO, CALIFORNIA 
TWX $C270 PHONE IVanhoe 9.7655 


IN THE SERVICE OF — 


TANNEWITZ 2.7%" : LUMBERMEN 


5 AV E -:! . 30 to $50 A MONTH @ Specialists in protection for the lumber 


LUMBER AND LABOR industry. 
30 Deve Free Trial ‘ @ professional safety engineers. 
@ more than 90 branch claim offices coast to 


ORDER NOW OR SEND -FOR coast and in Canada 
GIRCULAR y ff 




















Substantial dividends have been returned to 
policyholders since organization in 1912. 


TAMNEWITZ WORKS 


7RAND RAPIDS 


MIGAN bermens “GUL tony 


Operating in New York state as 
(American) Lumbermens Mutuol Casualty Company of Iilinois 
James $. Kemper, chairman H. G. Kemper, president 
Chicago 40 














Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 104) 





Nothing reduces a man’s bank roll like a large economy siz 
blond, which reminds us that our favorite Racing orm is a good 
looking girl late for work 

* * * 

Votorist: “What'llit cost to fix my car?” 

Mechanic: “What's the matter with it? 

Votorist: “I don’t know.” 
Mechanic: “$39.75.” 

* * * 
ouple was enjoying a bridge party 
wked under the bridge 

* ’ * 


until the cops came along 


ow to blind date: “I don’t really believe in reincarnation— but 
vere you before you died 7" 
* * * 

Briggs: “I really think our British way at the 
tclephone is better than saying ‘Hello’ as you do in the 
('nited States.” 

liggs: “What de you say in England?” 

Brigas: “We say, ‘Are you there?’ Then 
if you are not there, ther 
the conwe 


of course, 
is no use in going on with 
rsation.” 
* 4 + 
The convertible skidded around the corner, jumped in the air, 
knocked down a lamp post, smacked three cars, ran against a stone 
fence and stopped. A girl climbed out of the wreck. “Darling.” she 
exclaimed, “that’s what I call a kiss!” 
* . * 

What's in a name 
lumber value at its best 

Superior products come trom superior sources and so many, 
many names have helped to make the name of MAUK. For ex 
mmple, Robert Gibson is right here in Washineton, operating the 
Fertson Mill and turning out the finest in dry Hemlock Dimension 
and dry Hemlock boards, Green Fir Dimension and Timbers 
Available to you through MAUK 


* * * 


lo the buyer MAUK is an identification of 


Simple Celia called the switchboard operator 
too lone, “she said 
our end?” 


“My phone cord 
“Would you mind pulling it back a little at 


* + * 
Lil: “Does vou oss still like to fool around?” 
Til: “He's never foolin’ °” 
** * 
That absent minded professor walked into a barber shop, seated 
himself in a chair and said: “Haircut, please.” 
“Certainly,” replied the barber. “Would you mind removing vour 
hat?” 
“Oh, I'm sorry,” murmured the professor. “T didn’t know there 
were lad‘es present + 
2 2 
Do You Know What Dept 
Do you know what happened to the bachelor ? 


Crossed in love 
Do ‘vou know 


what happened to the married man? Double 
crossed 


Do you know how to avoid getting crossed up on your orders? 


Deal with MAUK, Evergreen 0300 


MAUK Souttle- Lever Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


106 





(To obtain more data on advertised products see page 104) 


Guilty of Granting 


Unauthorized Discounts 





ee 


1AM A Jerk! | 


——_=— 





| fens 


. . and the next guy caught giving unauthorized dis- 
counts will be given really drastic treatment.” 





Even On St. Patrick's 
' Day We Won't 
B ‘Sell You Any 


GREEN LUMBER 
=—=BIRCH LUMBER CO. 


38 OAK ST. (GR. 3-2521) DELAWANNA 


“Lumber & Bullding Suppliers to Northern N. J. for 17 Years” 





Jack Kapp, a Delawanna, N. J. dealer, knew his ad 
wouldn’t sell any lumber, but he was happily sur- 
prised by the attention it attracted. The ad is a good 
illustration of selling a customer indirectly. 


“What Would You Do?" 


Some dealers are bears for punishment when it comes to 
solving their operational problems. Others like to talk over 
these problems in round-table discussions—problems like 
price-cutting and pilferage in the yard. Read what Florida 
dealers say on these and other management problems in 
“What Would You Do?”, Page 26. 


May 17, 1954, AMERICAN LUMBERMAN & 





Ce aS TF: + OF te by planning for— 
Erriri wai an * 


BUILDERS’ HARDWARE 





‘BUII DI RS’ 


UT em © to complete the picture 


se Note the wide variety of hardware products 
ey are Pat eN illustrated in this complete line. 
Every room in the home enjoys added ser- 


vice conveniences when National hardware 
St Tales 1 *e: 


is installed. 


Seana bf es Modern design, simplicity of action and 


ease of installation are the dominant rea- 


iy ORE: ié AP 28 pe as a i=} 7 sons why leading architects, contractors 


lip ite * and builders are unanimous in their choice 
€_ ai|8) te 


| amis le = of this quality line. 


vee ko, Bo, 
ann he 











~ +F0 Kerr - 


Loa) Ee 
airman lO cate 
RAEI?! we ewlltl LoS 


>. ray. 








MANUFACTURING Maia 
“det eh ED ~~ 





See It Now 


Alcoa’s powerful 
television show 
helps you sell 


screening 
of Alcoa 
Aluminum 


Edward R. Murrow is on the air for Alcoa—and 
for you. Hard-hitting commercials tell your 
customers that screening of Alcoa” Aluminum 

is the best on the market. Alcoa advertisements 
in national magazines like The Saturday Evening 
Post, Life, Better Homes & Gardens, American 
Home, House Beautiful, House & Garden and 
Sunset Magazine are telling your customers to look 


for the Alcoa label on the screening they buy. 


ORDER YOUR SCREENING NOW... 
DISPLAY THE ALCOA LABEL 





IT’S AVAILABLE NOW! 


Insect wire screening woven by the following manufacturers from Alcoa 
Alclad 56-S Aluminum Wire conforms to National Bureau of Stand- 
ards Specification CS 138-49 and Federal Specification RR-S-141.a. 


Alabama Wire Co., inc 

American Wire Fabrics 
Corp 

Chase Brass & Copper 
Co 

Clinton Wire Cloth Co 

Cyclone Fence Division 
(American Steel & 
Wire Company) 

Dixie Screen & Wire 
Products, Inc. 


Gilbert & Bennett Mfg 
° 

Gulf Screen & Wire 
Co., inc 

Hanover Wire Cloth Div 
(Continental Copper 
& Steel industries, inc.) 

Heilig Bros. Co., Inc. 

The C.O. Jelliff Mfg. Co 

Keystone Wire Cloth Co 

New York Wire Cloth Co 


Pacific Wire Products 
Co., inc 

Pennwoven, Inc 

Phifer Aluminum Screen 
Company 

Spargo Wire Cloth & 
Screen Co 

Whitehead Woven Wire 
Co 

Wickwire Brothers, Inc 

Wire Products, inc 


ALCOA | 
LIRA I ~~ 


ALUMINUM COMPANY OF AMERICA 





